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AUTOMOBILE PROBLEMS AND 
|. U. B. PROGRESS FEATURE 
GENERAL AGENTS’ MEETING 


J. Ross Moore Holds Out Hope for 
Finance Risk Solution; Talks 


on Rates and Manuals 
172 COMPANIES USE I. U. B. 


President Stebbins of Gen’! Agents’ 
Ass’n Desires More Co-opera- 
tion With Casualty Cos. 


Current automobile insurance prob- 
lems, the progress of the Interstate Un- 
derwriters’ Board, and efforts to cur- 
tail the payment of general agency com- 
missions to local agents for the produc- 
tion of casualty business were among the 
leading subjects discussed at the annual 
convention of the American Association 
of Insurance General Agents Monday 
and Tuesday at the Adolphus Hotel at 
Dallas, Tex. J. Ross Moore, manager 
of the National Automobile Underwrit- 
ers’ Association, spoke on automobile 
coverage; John R. Dumont, manager of 
the I. U. B., reported on the favorable 
gains of that organization, while Presi- 
dent Herbert Cobb Stebbins of the gen- 
eral agents’ body and Louis E. English, 
chairman of the executive committee, 
discussed the advisability of complete di- 
vorce of general and local agency opera- 
tions. 





Mr. Moore touched only lightly . on 
one of the vital automobile insurance 
problems of the day, namely a satisfac- 
tory method and rate for paying for 
finance business. He said merely that 
the association is still working on cér- 


‘tain proposals which it is hoped will lend 


further stability to this class of insurance 
and prove satisfactory to the interests 
involved, namely agents, insurers, finance 
companies, the public and the various 
state insurance departments. 

Mr, Moore likewise asked the general 
agents and also the local producers to 
co-operate in not asking for unreason- 
able commissions. He said that such 
not only makes the cost of auto insur- 
ance excessively high to the public but 
brings into the field a host of commis- 
sion-grabbing agents and likewise com- 
ae sponsored by manufacturers, mail 


order houses and other competitors who 
feel motor car coverage can profitably 
be sold at less than standard rate levels. 

The Interstate Underwriters’ Board is 
making satisfactory progress now, Mr. 
Dumont told the convention, and to sup- 
port this said that within the last few 
months the number of reporting compa- 
Nes has increased from 100 to 172. He 
sail that many of the difficult problems 


(Continued on Page 22) 























PHOENIX 


Assurance Company, Ltd. 
of London 
150 William Street, New York 


A Corporation which has stood the test 
of time! 149 years of successful business 
Operation. World-wide interests. Abso- 
lute security. 








DEPENDABLE Excellent Service and Facilities 


Ess. 4 apts 
INSURANCE 











Indemnity Company 


55 Fifth Avenue, New York 
Metropolitan Department, 150 William Street 















































SERVICE STATIONS 


A life insurance policy may need “Servicing,” as an 
automobile does. Our Agencies are efficient Service 
Stations. Policies are Service Certificates. It is the 
duty of Home Offices and of Agents alike to keep con- 
tact with policies that are delivered, in order that the 
service which they were designed to render shall be 
certain of fulfilment, and that the last possible dollar 
of protection value shall be extracted from them. 
Direct contact, by message, between Home Office and 
policyholders is greatly helpful in procuring the policy- 
holder cooperation which assures at all times the match- 
ing of insurance contract to insurance need. 


The Penn Mutual has such a contact, through a com- 
munication from its President periodically sent to its 
policyholder. 


WM. A. LAW, President 
Wm. H. Kingsley, Vice President Hugh D. Hart, Vice President 
J. V. E. Westfall, Vice President 


THE PENN MUTUAL LIFE INSURANCE CO. 
PHILADELPHIA 


Independence Square Founded 1847 

















FRANKEL AND CRAIG SAIL 
TO MAKE STUDY OF SOCIAL 
INSURANCE ON OTHER SIDE 


Will Survey Factual Data and Ex- 
perience of Systems Avail- 
able for Use Here 


TO VISIT MANY COUNTRIES 








Metropolitan Executives Carry Let- 
ters from President Hoover to 
Ambassadors and Ministers 





The Metropolitan Life has entered 
upon a study of insurance systems in 
foreign countries that in scope is the 
most comprehensive program of the kind 
that has*ever been undertaken and the 
results of which when completed are 
likely to have an extremely important 
influence on the ultimate character of 
any system of unemployment insurance, 
sickness and disability protection and 
old age relief or pensions adopted in 
this country. 

There are leaders of thought both in 
the insurance business and the field of 
social welfare who believe that the most 
significant developments of the near fu- 
ture in both of these fields will be in 
connection with social insurance to meet 
these problems. 


Countries to Be Visited 

The Metropolitan’s plans for under- 
taking this study have already been 
worked out and they have three dis- 
tinct phases. By far the most important 
part of the undertaking is launched to- 
day when Dr. Lee K. Frankel and James 
D. Craig leave for Europe to be gone 
several months in carrying out, on the 
ground, studies of the experience under 
all the systems that have been in opera- 
tion in European countries. They will 
visit any country that offers a-source 
of information or experience in the act- 
ual operation of insurance or benefit 
plans, but it is known in advance that 


they will conduct studies in England, 
France, Germany, Austria, Italy, Czecho- 
slovakia, Norway, Sweden, Denmark, 
Holland, Belgium. 

There is a wealth of actuarial and fac- 
tual data in the experience under these 
various systems in foreign countries, 
some of which have been in operation for 
many years, but which has never been 
collated and made available for scientific 
use. In its social phase there is also 
a vast amount of experience which if 
studied by competent authority could be 
used in guiding the formulation of sys- 
tems in the future. 


Two Insurance Celebrities 


It is doubtful if for such a survey 
there are anywhere two persons better 
equipped with experience, organization 

(Continued on Page 4) 
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In your Business and yourself. 
9 
Work hard and don’t worry. 
* * 
—Organized Service— 
GROWTH IS THE ONLY SIGN OF LIFE 
MAIN OFFICE LEYENDECKER BRANCH 
225 West 34th Street ‘ 225 Broadway 
Tel.: Chickering 4-2384 All of Tel.: Barclay 7-3670 
Greater 
JOHN STREET BRANCH New York WHITE PLAINS BRANCH 
60 John Street 226 Main Street 
Tel.: John 4-4107 Tel.: White Plains 9086 


THE KEANE-PATTERSON AGENCY 


MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 
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Nation- Wide Endorsement 


Given to 


T.M. Riehle Up-to-Norma Campaign 


From all parts of the United States 
and from Canada the response was im- 
mediate to the call to arms issued last 
week by Theodore M. Riehle, general 
agent of the Equitable Society in New 
York. The appeal was that insurance 
agents of America devote the twenty- 
five working days during May to a spe- 
cial drive to bring life insurance produc- 
tion up to normal. Production has been 
off 15%. 

By Monday morning of this week Mr. 
Riehle had received 100 telegrams, many 
of them from companies, and every one 
of which promised co-operation and 
asked for additional copies of his broad- 
side. Among cities where meetings were 
held this week to discuss Mr. Richle’s 
plan and to co-operate with him were 
Pittsburgh, St. Louis, Chicago and Bos- 
ton. 

Mr. Riehle’s call to arms was endorsed 
by the executive committee of the Life 
Underwriters’ Association of New York 
at a meeting last week. What espe- 
cially appealed to insurance executives 
was playing up of the idea of a definite 
number of interviews. The exact goal 
is seventy-five interviews for the month; 
six cases; $25,000 minimum. 


Endorsement of W. E. Webb 


The following letter was sent to mem- 
bers of the Life Agency Officers’ Asso- 
ciation by Chairman Walter E. Webb, 
who is executive vice-president of the 
National Life of the U. S. A.: 

“You have received ‘A Call to Arms’ 
in which every member of the life in- 
surance fraternity is urged to undertake 
a definite solicitation plan during the 
month of May, 1931. 


“It has been suggested that the As- 
sociation of Life Agency Officers co- 
operate in the development of the idea. 
While the chairman of the executive 
committee of the Association of Life 
Agency Officers, as such, cannot urge 
participation in any movement or cam- 
paign, without prior association action, 
the idea is one of such obvious oppor- 
tunity and merit that it is a pleasure 
for me to personally, and without ex- 
pense to the association, address officials 
of the member companies of the Asso- 
ciation of Life Agency Officers suggest- 
ing the attractions of the plan conceived 
by Theodore M. Riehle and the possibili- 
ties it presents for increased production 
of the individual underwriters and com- 
panies. Already numerous local life un- 
derwriters’ associations are capitalizing 
the opportunity offered, including the 
Chicago association under the able lead- 
ership of Harry T. Wright, president. 

“Campaigns of any description are de- 
sirable if they stimulate production of 
desirable business. This idea is one 
which goes to the foundations of suc- 
cessful underwriting—seeing the people, 
continuing to see the people, and a uni- 
fied effort on the part of the field or- 
ganization. Ted Riehle is one of the 
best known life underwriters in this 
country, operating an agency in which 
he underwrites not-only a large volume 
of personal business but a large volume 
through agency organization. The basis 
of his idea is his inherent optimism and 
enthusiasm, faith in the business, and a 
generous disposition to work with and 
for his fellow life underwriters of Am- 
erica. There can be no question but 
what a response to the sensible construc- 
tive appeal of Ted Riehle will result 
in a stimulus to production with the re- 
sultant benefit to the individual under- 


writer and the life insurance companies, 
to say nothing of the new policyholders 
created through the effort. 

“Tt would be not only interesting but 
highly informative to find that this move- 
ment for the general good of all under- 
writers, originating with ‘an individual 
fieldman, were to speed up life insurance 
production during the period named in 


the ‘Call to Arms.’ 


“It is, therefore, a pleasure to write 
this endorsement of the idea, urge its 
opportunities, and wish for it every suc- 

” 
cess. 


Comments by William Alexander 


William Alexander, veteran secretary 
of the Equitable Society, upon reading 
the Riehle broadside, sent him the fol- 
lowing letter: 

To Theodore M. Riehle: 

I have read your admirable poster with 
interest and profit, 

In talking over the truths you have 
recorded, with your agents, you will al- 
ways be justified in calling attention to 
several very significant facts such as the 
following: 

1. It does not follow from the business 
depression in general that this extends 
to the life insurance business. As a mat- 
ter of fact, the needs for life insurance 
at this time are more pressing and more 
varied than at any time in the past. A 
great deal of money is lying in our 
banks; people are afraid to invest this 
money in ordinary securities, but they 
will invest it in life insurance if com- 
petent underwriters will reveal the truth 
to them. 

2. The life insurance business was 


eminently successful in 1930. It has been 


thus far this year hard to equal that 
record, but with the increasing momen+ 
tum now observable it is safe to predict 








Some Endorsers of T. M. Riehle Campaign 








Blank & Sto'ler 
WALTER E. WEBB 





WILLIAM ALEXANDER 


HOLGAR J. JOHNSON 





THEODORE M. RIEHLE 


that 1931 will be a greater year in life 
insurance than any year previous. 

3. If any intelligent and up-to-date 
underwriter who is able to read the 
signs of the times has been disappoint- 
ed, it has been because of pessimistic 
influences. All that is needed, therefore, 
is optimistic confidence and accelerated 
activity. William Alexander. 


Endorsed by Many Companies 


The first letter received by Mr. Richle 
after the call to arms was broadcast was 
from L. H. Hanna, agency manager of 
the Equitable Life Insurance Co. of 
Washington, D. C. It read: “Highly ap- 
prove and will co-operate with your plan 
for May campaign.” Among other wires 
were those sent by several of the in- 
surance general agencies in the Pennsyl- 
vania Building, where Mr. Riehle has 
his quarters. 

Among the companies which wired en- 
dorsement or wrote letters of approval 
were these: Berkshire Life, Illinois Life, 
Crown Life of Canada, Central States 
Life of St. Louis, Sun Life of Baltimore, 
North American Life of Toronto, South- 
land Life of Dallas, Connecticut Mutual, 
Continental American Life, National Life 
of Vermont, Security Life of Chicago, 
St. Louis Mutual, Conservative Life of 
South Bend, Kansas City Life, Central 
Life of Iowa, Rockford Life, Columbian 
National of Boston, Bankers National 
Life of Jersev City, Life Insurance Co. 
of Virginia. 

Some of the companies who have gen- 
eral agents or managers who endorsed 
the plan are the New York Life, Metro- 
politan Life, Jefferson Standard, Mutual 
Benefit, Equitable of Iowa, Bankers of 
Iowa, New England Mutual, Provident 
Mutual, Massachusetts Mutual, Aetna 
Life, Wisconsin Life, Pacific Mutual, 
Sun Life. 

Mr. Riehle was one of the speakers at 
the Sales Congress in St. Louis last 
week. 


Given a Boost in Pittsburgh Sales 
Congress 


Advices from Pittsburgh are to the ef- 
fect that the Pittsburgh Life Under- 
writers Association, in conjunction with 
the agencies committee, which is com- 
posed of the managers and_ general 
agents of Pittsburgh, has called a joint 
meeting on Monday, April 27, to map 
out a campaign of activity as proposed 
by Theodore M. Riehle. 

President Holgar J. Johnson of the 
association believes that this will afford 
an opportunity for all the agencies in 
Pittsburgh to put on an intensive sales 
effort and incidentally have a_ whole- 
some effect on bringing about a renewed 
business activity and increased produc- 
tion by every agency participating in the 
Pittsburgh district. 

The Pittsburgh Sales Congress on 


(Continued on Page 15) 
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Pach Bros. 
DR. LEE K. FRANKEL 


Frankel-Craig 


(Continued from Page 1) 

and resources than Dr. Frankel and Mr. 
Craig. Dr. Frankel, as second vice-presi- 
dent of the Metropolitan Life, has charge 
of the extensive welfare activities of the 
company which he created under the late 
Haley Fiske, twenty-two years ago, and 
has carried forward to a point where 
they are of immense social significance 
in this country. The connections which 
Dr. Frankel has in the field of social 
and medical welfare and the important 
positions he has held in national and 
other organizations identified with such 
work are too numerous to list here. Mr. 
Craig as chief actuary of the Metro- 
politan Life heads an acknowledged re- 
markable actuarial organization. Prac- 
tically born to actuarial work, because 
his father was head actuary of the Met- 
ropolitan for many years, he has direct- 
ed the compilation of most extensive 
actuarial data. His prestige is phenome- 
nal. He has served several terms as 
president of the Actuarial Society of 
America, has been chairman of several 
of the most important actuarial commit- 
tees in recent years (such as the com- 
mittee that formulated standard disa- 
bility provisions adopted by most of the 
states), and now is chairman of the com- 
mittee which is studying the problem 
of large risks, just now one of the vital 
problems of insurance. 


Plan Has Three Parts 


With the experience of the plans 
adopted in this country and abroad as a 
background the Metropolitan Life con- 
templates the preparation of a working 
statement which, it is expected, will be 
of inestimable value in this country in 
connection with devising a comprehen- 
sive, co-ordinated system of protection 
against unemployment, sickness, and old 
age, designed to fit into the historical, 
psychological, social, economic and po- 
litical background of this country. 

The plan of this study will fall into 
three parts. Part one will include the 
collecting of laws, revisions and factual 
data on compulsory and voluntary plans 
of social insurance, covering such fea- 
tures as: scope, contributions, conditions 
for benefit, benefits, administration. Part 
two will cover the study in the field of: 
the actuarial basis, the administrative 
procedure, the costs and the results of 
each plan. Part three will have to do 
with the ‘analysis and interpretation of 
the data with a view of ascertaining the 
economic and social causes, as well as the 
purpose and effects of the plans from 
the point of view of workers, their 


families and their organizations; em- 








JAMES D. CRAIG 


European Trip 


ployers and their organizations; govern- 
ments, the medical profession, and eco- 
nomic conditions. 

It is Dr. Frankel’s and Mr. Craig’s 
opinion that too frequently legislation 
or attempted legislation and proposed 
schemes for meeting the problems in the 
field of social insurance have been neces- 
sarily ill considered and inadvisable be- 
cause they lack these bases of compre- 
hensive study and factual data necessary 
to make them effective and adequate. 

The Roosevelt Veto 

Governor Franklin D. Roosevelt’s veto 


last week of the bill which passed the 
New York State Legislature providing 
a plan for writing unemployment insur- 
ance in this state was partly based upon 
these grounds, especially as another bill 
had been passed creating a commission 
for the study of the subject. The Metro- 
politan Life’s program of studies on the 
subject of social insurance will take at 
least a year to complete. It provides for 
the publication of a series of monographs 
covering various phases of the general 
subject. These will be issued from time 
to time as different phases of these stud- 
ies are completed and, in fact, the first 
monograph in the series has already been 
issued and is devoted to subject of un- 
employment insurance. 

The results of Dr. Frankel’s and Mr. 
Craig’s comprehensive studies in foreign 
countries will be brought out in a se- 
ries of publications the exact form of 
which can not be decided in advance. In 
addition to gathering the authoritative 
data from official sources in the vari- 
ous countries it is planned to record the 
social aspects of the various systems as 
they affect industry, labor, the insured 
and the governmental aspects. 

Full co-operation of the governments 
of all countries visited is assured because 
Dr. Frankel and Mr. Craig will go with 
the highest credentials if their fame has 
not already preceded them. President 
Frederick H. Ecker of the Metropolitan 
Life was recently in conference with 
President Hoover at the White House 
when this propused study in foreign 
countries was mentioned. Mr. Ecker 
suggested that the State Department 
might be willing to give Dr. Frankel and 
Mr. Craig letters of introduction to the 
ambassadors of the various countries. 
President Hoover’s interest in the project 
was such that he told Mr. Ecker he 
would write personal letters to each am- 
bassador or minister, and these letters 
are now in the possession of Dr. Frankel 
and Mr. Craig. 

Former Survey Recalled 

The results in this country of these 

studies may be comparable to or even 








Ted Riehle 


has issued an inspiring 
Call to Arms 
We are for his plan 
and will co-operate 
wholeheartedly for a 
record-breaking 
month in May. 


Wells & Connell 


General Agents 
Provident Mutual Life 
33 Liberty St., New York 
John 4-3771 














Family Income Plan: 


interest will be payable. 


years, respectively. 


examination. 


interest rate is 5%. 





A Famiry INCOME PLAN— 
of extreme flexibility ! 
Check these features, as offered under The Guardian’s 


Issued in two forms—guaranteeing Family Incomes of $7.50 
or $10 per month per $1,000 of insurance. In addition, excess 


Face amount of policy payable in cash at death—or under 
various Optional Methods of Settlement.* 


Attachable to all policy forms except Term. 

Cash and other guaranteed values of original policy not 
reduced through addition of Family Income Plan. 

Issued for 20-, 15- and 10-year periods with additional pre- 
mium for Family Income Plan payable for only 16, 12 or 8 


May be added to existing Guardian insurance upon medical 


* If left with Company under interest option, income during Family 
Income period will be materially increased. The Guardian’s current 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


50 UNION SQUARE - -: NEW YORK CITY 








greater than those following the comple- 
tion of the study conducted twenty-two 
years ago by Dr. Frankel for the Rus- 
sell Sage Foundation when he made a 
most exhaustive investigation of work- 
ingmen’s insurance in Europe in all its 
phases. This was at a time when there 
was a general agitation for workmen’s 
compensation and other forms of social 
insurance and most of the workmen’s 
compensation laws subsequently passed 
by the various states were influenced by, 
and had the benefit of, this study. There 
was associated with Dr. Frankel at that 
time Miles M. Dawson as actuary. Dr. 
Louis I. Dublin, statistician of the Met- 
ropolitan Life, also co-operated in the 
compilation of the material. 


BROOKLYN LIFE LUNCHEON 








Jack Warshauer Is Host to Managers’ 
Association; Annual Outing Is 
Planned for June 10 


The Brooklyn Life Managers’ Associ- 
ation was tendered a luncheon last week 
by Jack Warshauer, general agent for 
the company, at the home office, 57 
Willoughby Street, Brooklyn. In addi- 
tion to the managers, among those pres- 
ent were Ben S. Graham and Frederick 
W. Ladue, vice-presidents of the com- 
pany, and Nelson Davis, educational di- 
rector of the Guardian Life. 

It was decided to hold the annual as- 
sociation outing on Wednesday, June 10, 
prebably at the Lido Golf Club. The 
next meeting of the association will be 
held at the Crescent Athletic Club on 
May 13. 


E. J. MONTAGUE WITH TEXAS CO. 

E. J. Montague has been appointed re- 
gional manager for northern Texas of the 
American Provident Life, a Cravens, 
Dargan company. The American Provi- 
dent intends to extend its business in 
that region. Mr. Montague has had a 
varied career. After graduation from 
Oregon State College he was a member 
of the faculty of Kansas State Agricul- 
tural College. For a while he was a 
government statistician, then he went on 
the faculty of Kansas State Teachers 
College. He entered life insurance as 
educational director of the Business 
Men’s Life of Kansas City. At times 
he has served on the faculty of the 
Charles J. Rockwell schools. Most re- 
cently he has been Dallas manager of 
the Texas state agency of the Kansas 
City Life. 


VIRGINIA LIFE STOCK CHANGE 

Par value of the stock of the Virgiria 
Life & Casualty is being reduced from 
$25 to $10. Each stockholder will re- 
ceive two shares of the new stock, the 
additional $5 a share going into the sur- 
plus. 
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Ecker Sees Strength 
In Business Situation 


FINE CASH POSITION FACTOR 





Recovery Will Be Under Way Before 
Recognized, He Says; Comparison of 
Business For First Quarter 





In his address to the company’s man- 
agers at the banquet’ which closed the 
three days’ convention of the Metropoli- 
tan Life at the home office last week, 
President Frederick H. Ecker discussed 
the financial situation. Touching on un- 
employment, he said that the Metro- 
politan had more clerks in its employ 
now than at the beginning of the depres- 
sion instead of fewer, and that wages 
were not less. 

To get a picture of the trend of busi- 
ness for the first quarter of this year 
President Ecker had some percentage 
comparisons made between the business 
of the Metropolitan and _ forty-three 
other life companies. These compari- 
sons showed that the Metropolitan had 
new Ordinary business issued during the 
first three months of the year exclusive 
of additions and revivals of .0631% more 
than in the same period last year against 
22 1/3% less for other companies. In 
Industrial the company had .06 less com- 
pared with .01% less for other companies. 
In Group the gain for the period was 
5492% against .0892% for other com- 
panies. Some of this gain was accounted 
for by the Standard Oil group. For all 
business the Metropolitan had for the 
three months .0558% more business com- 
pared with .1725% less for the other com- 
panies. 

Comments on Business Outlook 

Turning to the general business situa- 
tion President Ecker said that the only 
prediction he would make was that busi- 
ness was one day nearer recovery, but 
he said one of the most important indi- 
cators for business improvement is the 
splendid cash position of corporations in 
general. “At no time in the past,” he 
said, “‘has business so fortified itself to 
meet depression by setting up strong 
cash reserves. And I am sure that when 
we look back upon this depression in 
retrospect we shall realize that in this 
important particular business in general 
made much more effective provision 
against unfavorable conditions than had 
been supposed. 

“But that is a condition that has ex- 
isted throughout the whole of the de- 
pression; it kept things from becoming 
worse than they were and it will put us 
back on our feet more rapidly than if it 
had not existed. There no doubt are 
many who will take a bearish view of 
the fact that the national income fell off 
during last year, but there is great hope 
in the realization that we had, neverthe- 


‘less, nearly eighty-four billions of dol- 


lars to spend and to save. Factory pro- 
duction and payrolls in general showed 
a more than seasonal rise in the early 
months of the year, with some certain 
industries showing especially significant 
upturns. : 

“Commodity advertising is on the in- 
crease, indicating that manufacturers and 
retailers in considerable numbers have 
come to feel that the worst is over; the 
construction industry, too, is displaying 
hopeful signs of recovery. Agriculture, to 
be sure, is as yet a problematical prop- 
osition, and, as I have pointed out before, 
we shall have to have an indication of 
the character and extent of this year’s 
crops before really definite assurance can 
come. However, there has been an au- 
thoritative surmise that agriculture will 
prove to be a distinctly better contrib- 
utor to the support of general activity 
this year than last, despite large carry- 
overs of certain crops. 

“None of these factors that I have 
cited, nor even the combination of them, 
will bring an immediate return of pros- 
perity. But they do indicate the trend, 
and if we will more understandingly an- 
alyze the situation, we may be able to 
foresee the approach of better times be- 


fore they shall have actually overtaken 
us.” 











” Men Are Known 


9 





ba 


The company they keep? 


Not necessarily. They can’t always 
help that. 


But they are known, as a wise 
life insurance executive once 
said, by the way in which 
they employ their “spare” 
time. 


Consider successful life in- 


surance salesmen. They 
spend much of their so-called 
“spare time” in WORK. 


IT PAYS———AND PAYS 





The 
Prudential 


Insurance Company of America 
Home Office, Newark, New Jersey 


Epwarp D. Durrietp, President 
































Drive and Ballyhoo 
Overworked On Agents 


IN OPINION OF HUGH D. HART 





Vice-President of Penn Mutual Discuss- 
es Production Problems Before 
N. Y. U. Business Institute 





Driving agents to increase production 
and the accompanying ballyhoo have 
been overworked in the opinion of Hugh 
D. Hart, vice-president of the Penn Mu- 
tual Life. In an address before the In- 
stitute of Business of the N. Y. U. Com- 
merce Alumni Association last week, Mr. 
Hart pointed out that there are two 
ways in which manpower may be in- 
creased: first, by adding more men, and, 
second, by increasing the power. That 
is, the capacity of the men you have. 
Neither of these two processes should be 
adopted to the exclusion of the other. 

No sane sales managers should rea- 
son that all he needs do to increase the 
volume of business is to recruit an addi- 
tional number of salesmen, said Mr. Hart. 
Neither should a sales manager adopt 
a plan of merely increasing the capacity 
of the man he already has. Both proc- 
esses should be carried on simultaneous- 
ly and continuously if volume of sales is 
to increase. Merely adding a lot of men 
without giving proper attention to their 
progressive development is to enhance 
mathematically a problem of inefficiency, 
which will result in a train of evils, in- 
cluded among which will be heavy turn- 
over, lower per man production and large 
per unit sales cost. 

“Nomination-Recruiting” 

“T believe that far-sighted distribution 
executives are thinking a great deal more 
these days in terms of building men who 
can sell than they are thinking in terms 
of driving and ballyhooing the men they 
have,” continued Mr. Hart. “If we are 
willing to accept the premise that build- 
ing manpower should be the main ob- 
jective, and that volume will in that case 
more or less take care of itself, it may 
be profitable to make a few observa- 
tions of the three processes of developing 
manpower. Those three processes are 
recruiting, training and supervision.” 

A great deal of Penn Mutual recruit- 
ing has been done through the “nomina- 
tion method.” Letters are sent to hun- 
dreds of business and professiozal men, 
stating, in effect, that there is a place 
in the sales organization for a certain 
type of man and the man addressed is 
asked to make a nomination. These let- 
ters go out to absolute strangers. 

“The second process of manpower 
building is training,” said Mr. Hart. 
“Since ours is a commission business, the 
first objective of our training is to get 
a man into production as quickly as pos- 
sible, in order that he may begin to 
make a living at the earliest possible 
moment. Therefore, our training may 
roughly be divided into two phases; that 
which takes about ten days, during which 
he is taught to go out and sell, and the 
second phase is that continuous train- 
ing through agency meetings, schools, 
conventions, reading courses and through 
sales helps that will serve to superim- 
pose on the fledgling salesman a matur- 
ity of method. 

“There are two major troubles with 
most sales organizations; either they 
have too few ideas, or they have too 
many ideas for the amount of execution 
that takes place. It is a supervisor’s 
primary business, stated in fundamental 
terms, to guarantee the continuous exe- 
cution of ideas that have been implanted 
in the consciousness of the man.” 





C. V. ANDERSON IN TORONTO 


A warm reception was given C. Vivian 
Anderson, Provident Mutual represénta- 
tive of Cincinnati, in Toronto last Thurs- 
day when he addressed the Toronto Life 
Underwriters’ Association at a luncheon 
in the Royal York Hotel. Mr. Anderson 
is vice-president of the National Associa- 
tion, 
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Unclaimed Equities 
Bureau of Prudential 


HURRELL DESCRIBES OPERATION 








Traces Policyholders and Beneficiaries 
Who Have Disappeared; Comments 
on “Machine Age” 





The organization by the Prudential of 
a new department which has had a 
marked influence both as a “good will” 
agency and as a help to the company’s 
salesmen was discussed by Alfred Hur- 
rell, vice-president and general -coun- 
sel, in his address before the closing 
session of the Prudential’s 1931 business 
conference last week. 

“Life insurance,” Mr. Hurrell said, “is 
‘the business of good will.’ I think we 
may look no further for proof of that 
statement than the recent organized ef- 





ALFRED D. HURRELL 


fort of the Prudential to pay money to 
missing beneficiaries. 

“We have recently established what is 
known as the Unclaimed Equities Bu- 
reau, through which we are making an 
effort to locate policyholders and bene- 
ficiaries who have disappeared. This is 
a difficult task, but it is most gratifying 
to note that of 319 test cases first tried 
63% were located and claims were paid.” 

The general counsel declared that 
when the bureau was seeking a man to 
whom the company owed $1 as a pure 
endowment it was found that the man 
was dead, which led to the discovery that 
two policies aggregating $1,500 were in 
force upon his life at the time of his 
death, which money was paid to his fam- 
ily. In another case a person to whom 
the company owed twenty cents was 
sought and it was found likewise that 
the policyholder had died with insur- 
ance in force .which had never been 
claimed of $88. The amount was prompt- 
ly paid. “Some idea of the burden of 
operating this Unclaimed Equities Bu- 
reau,” Mr. Hurrell said, “may be had 
from the fact that when the bureau takes 
steps to locate missing persons it usually 
writes to various people about twenty 
letters in order to develop leads.” 


Discusses Economic Depression 


The general counsel devoted some time 
to the question of economic depression. 
“T am tempted to ask,” he said, “where 
are we going and when are we going to 
arrive there? I have been reassured 
from the records introduced at this con- 
ference that there is nothing the mat- 
ter with the Prudential field activity; 
therefore, it would seem that the depres- 
sion we have heard so much about is not 
really as bad as it is painted. We do 


(Continued on Page 46) 


Taking Out Insurance 
Shows Trust in Future 


BANQUET 
Quotes Former Speaker Reid, Makes 
Eloquent Plea for Idealism and 

Belief in God 


DUFFIELD SPEECH 





The late Thomas B. Reid, for years 
Speaker of the House of Representatives, 
in talking of a period of business de- 
pression, once said: “If one word be 
used to describe a period of prosperity, 
that word is confidence. If one word is 
to be used to describe a period of so- 
called adversity, that one word is dis- 
trust.” 

Taking that as his text, President Duf- 
field of the Prudential urged the 1,200 
field and home office representatives who 
attended the annual field banquet of the 
company at the Hotel Commodore on 
Thursday night of last week that they 
have confidence in the future and lend 
their influence in an effort to restore 
economic progress. In his talk Mr. Duf- 
field said in part: 


Beliefs 


“If we are to terminate the period of 
adversity and regain the period of pros- 
perity, the problem is to substitute con- 
fidence for distrust. Life insurance is 
a means by which that. may be accom- 
plished. No man ever took a policy of 
life insurance that didn’t have a trust 
in the future. No man ever entered into 
that contract without a belief in him- 
self, a belief in the stability of the com- 
pany in which his policy was placed, a 
belief in the stability of the state which 
would safeguard the performance of that 
contract. From its very essence it is a 
stimulus to destroying distrust and to 
restoring confidence. 

“While we are passing through what 
Speaker Reid referred to as the ‘so- 
called period of adversity,’ it might be 
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Calls your attention to its GAIN in 
Surplus in 1930, Its Agencies will 
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New York 





BAKER-SHAW AGENCY 
401 Graybar Bldg. 
New York 





A LI IS a 


well for us to analyze as to whether or 
not there are some means to be gained 
in a time like this, some benefits which 
we may secure during that period in 
which we are forced to somewhat lessen 
those activities which as a people have 
marked us heretofore. It gives us time 
to think heedlessly and thoughtlessly 
during those periods when business is 
humming, during those periods when 
prosperity, so-called, is coming to the 
front, and we fail to realize the neces- 
sity of those underlying laws of the 
particular time, those underlying laws of 
personal responsibility, those underlying 
laws of personal morality that make 
strong and vigorous a nation, and make 
a foundation on which man may build 
enduring structures. 


The Things of Permanent Value 


“We at this time may revalue those 
things in life which make for perman- 
ence and lasting value. We at a time 
like this may reassert the things that 
will last for eternity and those things 
that pass temporarily. I think we are 
coming out of this depression sounder, 
stronger, abler and braver to meet a 
future than we would if we had not 
experienced it. We have learned some- 
thing. We have learned the value of 
some things. We have learned that some 
things have eternal values and some 





Assets $20,000,000 





FIVE FINE FACTS 


1. The Midland Mutual Life has never reduced its divi- 
dend schedules, but has paid three extra dividends 
within the past seven years. 


2. Its payments to policyholders plus reserves held for 
future payments exceed the total premiums collected. 


3. It has paid to its policyholders more dividends than 
the total of all its death claims. 


4. Its interest earnings are 10% higher than those of the 
average participating company. 


5. Its surplus increased more than 5% on the increased 
assets for the year 1930. 


THE MIDLAND MUTUAL LIFE 


INSURANCE COMPANY 
COLUMBUS, OHIO 


“Its Performances Exceed Its Promises’ 


Insurance in force $112,000,000 
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things that we thought had value have 
no value at all. 

“So, my friends, we should utilize this 
pause in order that we may rededicate 
ourselves to those better things, those 
finer things, those greater things, those 
truer things that mean a more enduring 
nation, a more enduring people. Above 
all, if we are to regain confidence, we 
must believe in something, We _ had 
drifted into a period of time when men 
believed in little or nothing. 

“Idealism was held up to ridicule and 
scorn. Trust and confidence was de- 
stroyed because men sneered at those 
who administered it with fidelity and 
faithfulness. The doctrine of atheists 
and cynics were preached on every cor- 
ner. Men were told not to believe in 
the immutable laws of political economy. 
Men were told not to believe in the 
principles that underlay constitutional 
and regular government. Men were told 
not to believe in themselves or in good- 
ness or in truth or in God, and we have 
reached the point where that was the 
philosophy that was dinned into our ears 
every day. 

“Well, you can’t have confidence if 
you don’t believe in something and in 
this time of pause, in this time for 
thought, let us go back with trust and 
belief and the confidence in those good 
things, in those true things, in those 
great things that really mean the life 
of the individual or the life of the na- 
tion, and I hail the vision which will 
carry it forward to greater things. 

“So my friends, in this last word that 
I have the privilege of saying to you, 
I have forgotten for the moment the 
details of our business. I look at it mere- 
ly as that opportunity which is given 
to you to preach the doctrine of belief. 
Go away from this conference with a 
belief in yourselves, a belief in the good- 
ness of others, a belief, as has been 
demonstrated in the way in which suf- 
fering has been administered to and 
want met in this hour of stress and 
strain, that men do believe and care 
about something. See to it that in the 
operations of this company of ours that 
that human element which has always 
marked it from its inception to the pres- 
ent day is emphasized. Go back with a 
more human belief in the mission that 
you have to minister to need and want 
to overcome those obstacles which loom 
large today. See where it is that as 
individuals and collectively we can aid 
in the restoration of those better times, 
which will be better times than ever have 
been if we will but learn the lesson of 
today. You’ and I may have a share 
in the restoration of those better times. 
You and I are given an opportunity by 
the raising of the business in which we 
are engaged, by reason of the organiza- 
tion of which we are a part, by reason 
of the history which is ours, to play a 
master role in the restoration of con- 
fidence to this land.” 





EQUITABLE GROUP EXTENSION 

An extension of the group life contract 
of the Colgate-Palmolive-Peet Co. with 
the Equitable Society has been an- 
nounced, providing for $780,000 of group 
life insurance for 563 employes of Kirk- 
man & Son, Inc., a subsidiary in Brook- 
lyn. This raises the company’s total 
group protection for its employes to ap- 
proximately $9,000,000. 
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Prudential Fieldmen 
Hear Banquet Speakers 


Pp. C. MARTIN AND H. MacNIDER 





Plea For Individualism and Spirit of 
Pioneer Made by Guest at Closing 
Convention Event 





At the dinner held at the Hotel Com- 
modore, New York, which brought to a 
close the four-day business conference 
of representatives of the Prudential held 
last week, there were two other speakers 
besides President Edward D. Duffield. 
They were Paul C. Martin of Springfield, 
Ohio, and Hanford MacNider, United 
States. Minister to Canada. 

Discussing the significance of the in- 
dividual, Mr. Martin told the Prudential 
gathering that prosperity has a tendency 
to destroy the pioneer spirit and when 
economic disaster comes it is easy to 
seek the temporary advantage and forget 
the long, hard road that leads to ulti- 
mate success. 

“Your task is to educate people to help 
themselves,” he said, “and that the dis- 
tribution of this great company in any 
single year, whether of prosperity or ad- 
versity, would be greater than even the 
worthy distribution of community effort 
or the proceeds of public subsidies. The 
men that go out from every district of- 
fice of this company, often in the cold 
gray dawn of the morning, consist of in- 
dividuals who are pioneers. They should 
never lose the spirit of the pioneer 
through any easy gospel of the immedi- 
ate advantage. 

“In all of the purposes of life there is 
a bigger game and there is a gospel of 
the immediate advantage. We can take 
the short cut if we will, but we lose the 
far goal. The gospel of the immediate 
advantage perhaps in your own activi- 
ties might consist in overselling your 
prospect, in breaking down his existing 
insurance protection, in developing hos- 
tility with competitors. These may be 
obvious and immediate advantages, but 
the bigger game is lost. 

“In a period like this there are occa- 
sional short cuts, there are unsound at- 
tempts to bolster weak economic posi- 
tions, there are efforts to distribute the 
common property for the immediate ad- 
vantage of a few. But the bigger ganie 
is lost thereby. If we are to take coun- 
sel from the history of our own America 
and of the great Dominion, that bigger 
game is the development of the re- 
sourcefulness and fighting quality and 
self-protection of the individual, the 
strengthening of his initiative, the educa- 
tion of the individual to stand as far as 
possible upon his own feet and face the 
world with the spirit of the pioneer.” 

Mr. MacNider spoke of the ties be- 
tween the United States and Canada and 
said that whether we want the respon- 


‘sibility or not it is from the North 


American continent that the first move 
will be expected to right world affairs 
to they become complicated or con- 
used. 





PRU’S ORDINARY BUSINESS 

George H. Chace, manager of the Or- 
dinary division of the Prudential, ad- 
dressing the company’s business confer- 
ence last week said that the Ordinary 
agencies of the Prudential produced 26% 
of the company’s business. They made 
32% of the Ordinary increase made by 
the company. He said in part: 

“If every man in this audience will go 
back home into his organization, and 
will talk with other life insurance men, 
and impress them with the duty, the ob- 
ligation that they have toward this busi- 
hess, to bring it up to what it has been 
heretofore it is bound and can’t help 
having the proper effect on all busi- 
nesses as a whole.” 





FIDELITY UNION BOOK 
The Fidelity Union Trust of Newark, 
N. J., has brought out a booklet on the 
growth of trust business and the uses 
of trusts by Edward A. Pruden, vice- 
President and trust officer. 
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La Garbo's husky voice . . . or a Barrymore's sig- 
nificant gesture. . . . What a long jump from the 
first talkies. For those early efforts resembled a flock 
of cigar store Indians rolling ''r''s and broad "‘a''-ing 
every other word. Dialog was featured while direc- 
tors forgot the pantomime that made silent pictures 
successful. 


Life Insurance has undergone a similar evolution. 
Early in the history of the business, agents depended 
upon glibness. Standard sales talks consisted of little 
more than a hodge-podge of funereal pictures and a 
catch in the voice. They were 100° sound. 


The old-time "'Spellbinders" did splendid work in lay- 
ing the foundation for modern salesmanship. But 
they aren't responsible for the big figures that now 
distinguish Life Insurance. That came later as agents 
discovered that talk alone wasn't half as effective as 
talk backed by an attractive, interesting presentation. 


The Union Central constantly is revising its assortment 
of sales literature—the pantomime of salesmanship. 
Each month sees its quota of new material placed at 
the agent's disposal. Drop in at the Company's 
nearest agency. The Manager will be glad to show 
you recent additions to his supply. 


The Union Central Life 


[nsu rance Com pa ny 
of Cincinnati. 


Over One and One-Half Billion Dollars In Force 
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Outstanding Investment Value In 


Life Policy, Says M. A. Linton 


Provident Mutual Vice-President Sees Life Companies as Most 
Beneficial Place to Entrust Savings as Well as 
Protection Program 


“Taking into consideration every sig- 
nificant aspect, we cannot but conclude 
that the ordinary life policy has an out- 
standing investment value,” declared 
Vice-President M. Albert Linton of the 
Provident Mutual in a thought-provok- 
ing address he gave last week before the 
Life Underwriters Associations of St. 
Louis and Kansas City. 

Mr. Linton brought out that the aver- 
age man has need both of pure life in- 
surance protection and of a long-term 
savings plan. It is obvious that under 
either plan the insurance company will 
have to carry the life insurance part of 
this program, he said. The question 
needing investigation is whether the sav- 
ings part of the program should be sep- 
arately invested or entrusted to the life 
insurance company which is going to 
provide the pure protection, he added. 

When we take into account the extra- 
ordinary security afforded by the insur- 
ance company, the unparalleled market- 
ability and collateral value of the equity 
in the life policy, the taxation benefits in 
connection with it, and finally the com- 
pound interest return in excess of 54%, 
Mr. Linton said, we cannot fail to see 
the investment value of the life policy. 

Security 

Among the important points made by 
Mr. Linton in his address were these: 

“The purposes to be served by invest- 
ment in life insurance are so important 
that security should be a first considera- 
tion. They usually relate to the well- 
being of a man and his family many 
years hence. If the investment is 
through channels other than life insur- 
ance, he runs a much greater chance that 
something will befall his program and 
leave him disappointed ‘and disillusioned 
in the later years of life when it is too 
late to undo mistakes. How trivial then, 
in the retrospect, will appear the differ- 
ence of a mere per cent or two in the 
interest return as compared with the 
possession of an unimpaired principal! 
How pertinent these observations in the 
light of the tragic events of 1929-1930! 

“Along with security it is also well to 
consider the probability that a given pro- 
gram will be carried through to comple- 
tion. When a man combines his invest- 
ment and insurance plans under a life 
insurance policy, he becomes subject to 
a continual urge to maintain the program 
intact. 

Value as Collateral 

“Suppose a man in 1921 had had in his 
strong box $10,000 in par value of Liber- 
ty Bonds for which he had subscribed 
at par. If he had been in great need of 
$10,000 cash he could not have obtained 
that sum by means of his Liberty Bonds 
in spite of the fact that they represent 
the premier security of the world upon 
which every cent of principal and inter- 
est will be paid when due. As collateral 
they would not have been good for a 
loan of $10,000. If he had sold the bonds 
in the open market he might have re- 
ceived less than $8,500. 

“In striking contrast, suppose he had 
had a $25,000 life insurance policy upon 
which the then cash value was $10,000. 
This $10,000 represented the entire prin- 


cipal and some interest on the invest- 
ment element in the premiums he had 
paid on the policy. In the midst of the 
emergency the policyholder could have 
gone to the company and obtained a pol- 
icy loan for the full amount of $10,000 
at the rate of 6%, as guaranteed by his 
contract. This loan would have been 
made without publicity or delay. It could 
have been repaid in part or in full at 
any time and the company would have 
had no! right to demand repayment. The 
net protection under the policy would 
have been reduced to $15,000 but he 
would still have had that much protection 
left. If his position had been such that 
he could not have continued premium 
payments, the policy could have been 
Adige outright for the full cash 
lue of $10,000. 

“Life insurance involves the only form 
of investment where the sale value as 
well as the collateral value with a fixed 
rate of interest are definitely guaranteeed 
in advance in the contract. For this 
reason a substantial equity in a life in- 
surance policy is without a peer as a 
source of ready cash in times of stress. 

“When the savings element is invest- 
ed in a separate fund, the current in- 
come (except from tax-free securities) 
is taxable under the Federal Income Tax 
law. When it is entrusted to the life 
insurance company under the ordinary 
life contract, the income on the invest- 
ment feature is compounded and added 
to the principal and is not current, tax- 
able income in the hands of the policy- 
holder. 

“State inheritance taxes and the Fed- 
eral Estate Tax apply to the separate 
fund when its owner dies. Under the 
ordinary life policy there is no inheri- 
tance tax (except in a few states) when 
the life insurance proceeds are paid to 
an individual beneficiary and a specific 
$40,000 exemption under like conditions 
is granted by the Federal Estate Tax 
law. 

Income Return 

“We shall investigate the return on 

the investment element by finding out 
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what can be accomplished by trying to 
duplicate the contract through a pro- 
gram of separate investment and sepa- 
rate protection. A man can approximate 
the ordinary life contract by putting a 
given amount each year into an invest- 
ment program and each year purchasing 
pure protection for the amount by which 
the accumulated investment fund falls 
short of the goal. Each year therefore 
he would have a larger fund and would 
each year purchase a smaller amount of 
insurance. 


“In order to obtain a concrete answer 
to our question it is necessary to make 
two assumptions: First, as to the amount 
that would be paid out for the ordinary 
life contract, and second, as to the 
amount that would be paid for the pure 
protection insurance. For the ordinary 
life cost we have taken the average cost 
as shown by the current schedules of six 
leading companies. For the pure protec- 
tion cost we have taken the lowest fig- 
ure that we could find among companies 
offering that kind of coverage. 

“Assume now that a man aged 35 is 
going to put into a separate investment— 
separate insurance program exactly what 
the ordinary life contract would cost him 
on the basis of the average figures of 
the six companies. He wants his family 
to receive $25,000 in the event of his 
death. Each year he must divide his 
outlay into two parts, one an investment 
part and the balance a pure insurance 
part with which he purchases renewable 
term insurance for the amount by which 
the $25,000 exceeds the amount in the 
investment fund. 

“We will not go into the intricacies of 
this problem but will simply state the 
result of the calculation. It is that the 
separate investment fund must earn a 
compound interest return over the thir- 
ty-year period of slightly more than 


.514% in order that the investment fund 


at the end of that time may equal the 
guaranteed cash value of the ordinary 
life policy.” 

















ASSETS GAIN NEARLY 15 MILLIONS 


Total Admitted Assets, December 31, 1930 


$148,905,5370.40 


Total Admitted Assets, December 31, 1929 


$133,931,890.94 


Gain, 1930 over 1929 


$14,973,679.46 
BANKERS LIFE COMPANY | 


GERARD S. NOLLEN, President 
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MERLE THORPE TO TALK HERE 





Will Be Speaker at Next Dinner of Life 
Underwriters Association 
of New York 
Merle Thorpe, editor of Nation’s Busi- 
ness, will be a speaker at the next din- 
ner of the Life Underwriters Association 


of New York. Ina recent hook-up over 
the National Broadcasting chain Mfr, 
Thorpe said in part: 

_ “When the life insurance dollar is paid 
in as a premium it does not stop there; 
a new chapter in investment begins.” He 
asked President Walton L. Crocker of 
the John Hancock how the life insur- 
ance dollar is invested. The reply was 
that of every dollar in premiums re- 
ceived by the company, 52 cents goes in 
payments to policyholders and _ benef- 
ciaries, 19 cents goes for expenses and 
taxes, and 29 cents goes into legal and 
special reserves to be invested. 

The investment of over 19 billions in- 
surance funds is a task of prime impor- 
tance and is limited to securities of the 
most, conservative kind, not one dollar 
being placed in speculative enterprises, 
These reserve funds are placed mostly 
in mortgage loans on real estate, about 
40% of the whole; in government, state 
and municipal securities 8%; railroad 
securities about 38%; loans to  policy- 
holders on the security of their policies 
approximately 14%. 





RESEARCH BODY FORMED 





General Agents and Managers to Study 
Management Methods; Sales Re- 
search Bureau Co-operating 
A group of young and aggressive gen- 
eral agents and managers are forming, 
in co-operation with the Life Insurance 
Sales Research Bureau, an organization 
which will be known as The Research 
Agencies. The function of the organiza- 
tion will be to formulate specific pro- 
jects, undertake experiments in relation 
to them, keep accurate records, report 
results and thus seek to make real con- 
tributions to the science of management. 
The Research Bureau’s relation to the 
activities of the group will be under the 
direction of H. G. Kenagy, assistant 
manager, while Lewis W. S. Chapman, 
a field investigator for the Bureau and 
editor of its Handbook of Agency Man- 
agement, will act as secretary. Confer- 
ences to formulate plans and evaluate 
results will be held at regular intervals. 
Membership will be controlled by the 
group and will be limited to agencies 

whose problems are closely similat. 
Of the general agents and managers 
who are now enrolled in membership, 
all are college graduates and many are 
doing outstanding jobs in agency build- 
ing. The Bureau’s announcement points 
out that the outstanding characteristic 
common to them all is a desire to build 
on sound principles and methods, estab- 
lished as such by scientific research. 
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Lack of Definiteness 
Hinders Most Agents 


C. PRESTON DAWSON’S' TALK 





Tells Pittsburghers That Most Agents 
Do Not Suffer from Lack of 
Information 





What will this day mean to you a 
month from now? Is this just another 
convention or a turning point in your 
business career? Questions suchas these 
were .hurled rapidly at the Pittsburgh 
life underwriters yesterday by C. Pres- 
ton Dawson, manager of the Charles E. 
De Long agency of the Mutual Benefit 
Life in New York City, in an inspiring 
talk which closed the Pittsburgh Sales 
Congress. The speaker summarized 
many of the important sales tips that 
had been given during the day before 
launching into his address. 

This stress on the value that can be 
acquired from a sales congress if enough 
desire is there, was one of the more im- 
portant of a host of good ideas which 
were given by Mr. Dawson. The ma- 
jority of agents, he said, attend a con- 


-eress to find that elusive something 


which will carry them from mediocrity 
to success, and yet many of these refuse 
to put into practice much of the good 
advice which is given. Mr. Dawson said 
that most agents do not suffer from lack 
of information about life insurance, but 
rather from “lack of definiteness.” 
Definite System Essential 

In this regard he referred to a survey 
made by the Sales Research Bureau 
which indicates that every big producer 
has followed some kind of definite sys- 
tem. Although these systems vary wide- 
ly, as is only natural, there is neverthe- 
less one there which is persistently fol- 
lowed. Mr. Dawson remarked that he 
also has made a study of the methods 
of million dollar producers and has found 
that all have taken pains to formulate 
definite presentations along specified 
lines. The element of chance or luck 
is usually absent. 

“It is necessary to do some individual 
analysis work in order to overcome this 
lack of definiteness,” continued the 
speaker. “And the first job, in my opin- 
ion, is not the widely heralded one, to 
find the weaknesses and overcome them. 
This unfortunately often leads to the de- 
velopment of an inferiority complex, to 
dissatisfaction with self. Rather, agents 
would do well to follow the opposite 
method, find where their strength lies and 
then put it to work. This system breathes 
self-satisfaction and self-confidence, so 
necessary in life insurance selling. Most 
every man has the sufficient strength to 
succeed. Locating this strength is the 


problem. 


How One Agent Got Results 

“Investigation into methods of vari- 
ous men in the field has led me to see 
the necessity of laying definite plans in 
three directions: prospecting, presenta- 
tion and a program of effort. One man 
who got fine results followed this sys- 
tem: he took a day off a week for pros- 
pecting; arranged always to have two in- 
terviews daily, one an approaching inter- 
view and the other, a closing one; used 
a canned sales talk, but canned it him- 
self; kept a definite quota always in 
front of him; spent the first week of 
each month in a drive for applications; 
rarely gave more than two interviews to 
one man.” 

Mr. Dawson brought out that all 
agents could not follow this particular 
system with effect, but said that never- 
theless there are many good points in 
it. He urged the men to follow that 
system which agreed with them person- 
aly. He also urged them to study the 
methods by which they had secured their 
past business and take these into con- 
sideration when making plans for the 
future. “Spend your time among the 
type of people with whom you have done 
business,” he said, “and stay away from 
the others. This sort of concentration 
can hardly prevent from bringing a cer- 
tain amount of success.” 


Engelsman Sees Value 
In Large Premium Talk 


BRINGS HOME INVESTMENT IDEA 





Says Public Should Be Told Investment 
ment Story in Intelligent and 
Aggressive Way 





Following the presentation of “An In- 
vestment Idea”—talking movie—at the 
Pittsburgh Sales Congress yesterday, the 
actors, Vincent B. Coffin, director of ed- 
ucation of the Penn Mutual, and Ralph 
G. Engelsman, general agent in New 
York City for the same company, gave 
a series of highly constructive sales tips 
to the agents in attendance. 

Elaborating on the theory offered in 
the movie Mr. Engelsman told the 
agents not to be shocked at “this $5,000 
premium stuff.” “The only reason peo- 
ple in general are shocked at such large 
premiums is the same reason you prob- 
ably were,” he said. “We’re just not 
used to them. Yet in talking to a suc- 
cessful man about investments, talk is 
seldom in terms of less than fifty or 
one hundred shares, usually involving 
$5,000 or more. If you believe life in- 
surance an investment, as I do, why 
shouldn’t we talk in premium amounts 
that put it into the investment class? 

“Do you really believe that life insur- 
ance is an investment for the average 
man? You have heard the public say 
that it isn’t for so long, some of you 
may be convinced that it is not. What 
is an investment anyway? An invest- 
ment is simply putting money away so 
that you can get it at some future time 
when it is most needed, at a _ profit. 
Without going into a long involved dis- 
cussion, life insurance is certainly an in- 
vestment in every sense of the word.” 

The Way to Success 

Mr. Engelsman stressed the fact that 
most men have attained success by pav- 
ing strict attention to their own busi- 
ness or profession. “The good store- 
keeper makes his money bv buying mer- 
chandise at best prices obtainable and 
selling at reasonable prices,” he added: 
“the lawyer by winning cases or giving 
seasoned legal counsel; the doctor by 
restoring health; and the banker by 
sound financing. Success comes to the 
man with training and experience in the 
business of his particular field. It is 
as difficult for the doctor to become an 
eminent financier as for the financier 
to succeed in medicine. 

“Experience has taught us that the 
way for a man to make money is bv 
hard work done in his own vocation and 
by the accumulating of a vearly surplus 
in a safe and sound way, assuring a 
reserve when needed. Life insurance 
stands as number one as the average 
man’s investment. The public should be 
told this in an intelligent and aggressive 
way.” 

Some experiments in magic were per- 
formed by Mr. Engelsman, who told how 
the magician’s method is to prepare care- 
fully in advance a definite plan of action 
and to then follow through. He told the 
life underwriters that they can get mag- 
ical results in the insurance business by 
following the same method. 








NEW YORK MACCABEES MEET 

The biennial state convention of the 
Maccabees Great Camp for New York 
will be held in Utica, at the Hotel Mar- 
tin, June 29 and 3) Last year was the 
biggest year the Maccabees have had 
since 1914. Frank M. Hodge of Glovers- 
ville is great commander. Among of- 
ficials to attend are Supreme Com- 
mander D. J. Coakley. 





TO TOUR ENGLAND AND PARIS 

Ernest C. Hoy, manager of the New- 
ark division of the Sun Life of Canada, 
plans to leave this week for a trip to 
London and Paris. He will be accom- 
panied by Mrs. Hoy. During his ab- 
sence the agency force will stage a pro- 
duction campaign which promises to be 
the largest paid-for business in the his- 
tory of the agency in Newark. 
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JAWES mouisomery TASS 
Loox at that fine boy of yours, brought safely 

through childhood ailments. Now, as he enters 
his “teens,” while he is still growing, he must build his 
health to guard against tuberculosis—a mortal enemy of 
those in run-down condition. 
Adolescence is a critical age in physical development. 
It is a period of special strain—when growth and 
change are rapid—and when health and strength must 
be kept at the highest possible point. 
Your boy may be tempted to over-tax his strength and 
undermine his vitality by striving to compete with 
older and stronger boys. Or your daughter may risk 
her health by too much social activity added to her 
school work, or by dieting in an effort to keep slender 
in emulation of some screen celebrity. Low vitality 
and under-nourishment make boys and girls especially 
susceptible to tuberculosis. 
During the early “teens” the development of tubercu- 
losis of the lungs is usually so slight as to cause none of 
those familiar symptoms of the advanced stages of the 
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disease—loss of weight, lack of appetite, indigestion, 
fatigue and a persistent cough. The first symptoms in 
adolescence may be listlessness, overtiredness, failure to 
gain weight, night sweats. 

But in the late “teens” or early twenties, in event of 
low vitality, tuberculosis germs—especially in case of 
re-infection or heavy infection—gain headway. The 
tuberculosis death-rate reaches its peak among women 
at about age 22 and among men at about 42. Many 
of these deaths can be prevented. 

Perhaps during no age in life are annual physical check- 
ups more important and valuable than during adoles- 
cence. And should you have any reason to suspect the 
presence of tuberculosis, consult your doctor as to the 
advisability of having the tuberculin or x-ray tests to 
find out whether or not your boy or girl is threatened. 
The Metropolitan Life Insurance Company will gladly 
mail, free, to anyone who requests it, a copy of its book- 
let, “The Care and Prevention of Tuberculosis.” Ask 
for Booklet 4-EU-31. 


The Metropolitan prints this message to aid in the intensive April campaign of the National, State and 
local Tuberculosis Organizations to safeguard boys and girls in the “teen age” against tuberculosis. 


Freperick H. Ecxer, PresipENT 


METROPOLITAN LIFE INSURANCE COMPANY 
One Mapison Ave., New York, N. Y. 
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Klingman Will Make 
N. Y. City His Home 


TO HEAD AGENCY DIVISION 





Came Here Shortly After Resignation of 
Frank H. Davis and Was Made Sec- 
ond V.-P.; $45,000,000 St. Paul Ag’cy 


Rumors in the field to the effect that 
William W. Klingman, second  vice- 
president of the Equitable Life Assur- 
ance Society, will return to St. Paul, 
where he built up an agency doing a 





W. W. KLINGMAN 


volume of $45,000,000 a year for the 
Equitable, are incorrect. Mr. Klingman 
is to continue having his headquarters 
at the head office, and will be in charge 
of the agency department of the com- 
pany. New York is to be his permanent 
home. 

Mr. Klingman came to New York City 
shortly after the resignation of Frank 
H. Davis as vice-president of the Equit- 
able Life Assurance Society, His duties 
at the head office were in connection with 
the production department and since that 
time he has traveled extensively for the 
company; also, occasionally returning to 
St. Paul. 





LACKEY AND HULL TO TALK 
Philadelphia Association members will 


‘on Tuesday evening hear talks by 


George E. Lackey, president of the Na- 
tional Association of Life Underwriters, 
and Roger B. Hull, managing director 
of the National Association. Mr. 
Lackey’s subject will be “Life Insurance, 
the Financial Safeguard of 1931.” 





O’DONOHUE’S PLANS UNKNOWN 
W. T. O’Donohue, vice-president and 
secretary of the Jefferson Standard Life, 
has resigned. Reports that he has gone 
with a company, published in New York 
on Wednesday morning, are incorrect. 
He has not yet announced his plans. 


Warren M. Horner Book 
About White Collar Men 


THEY MUST BE SELF-SUPPORTING 





Former General Agent of Provident Mu- 
tual Life, Now Living on Coast, 
Discusses Labor Situation 





Warren M. Horner, former general 
agent of the Provident Mutual in Minne- 
apolis, and at one time one of the prin- 
cipal figures in the National Association 
of Life Underwriters, has written a book, 
bearing the title, “Will the White Col- 
lar Turn Red?” He is now living on 
the Coast. 

In this book Mr. Horner depicts our 
dependence upon the welfare of the white 
collar class. He says that everything 
which can be done to make people self- 
supporting strengthens the,national char- 
acter and solidarity of our people. Char- 
ity through the dole or any other sys- 
tem for anything other than the physi- 
cally or mentally unfortunate weakens 
both. the individual and the state. 

He also says that this nation’s govern- 
ment is no stronger than the weakest 
law i in its constitution. The social status 
is no more enduring or praiseworthy 
than the condition of any considerable 
number of the unfavored class. Its eco- 
nomic system is no more sane or endur- 
ing than the weakest pillar in its busi- 
ness structure. Therefore, it is of para- 
mount importance that team work be 
established throughout the nation. 

The book is published by the Watson 
Publishing Co. and sells for $2, At one 
time Mr. Horner had an association with 
the Metropolitan Life. 





FINE PROGRAM IN ST. LOUIS 





Linton, Riehle and Yates Talk at Sales 
Congress; New Attendance Record 
Set Up 

Several fine life insurance talks were 
given Thursday of last week at the half- 
day sales congress conducted under the 
auspices of the Life Underwriters As- 
sociation of St. Louis. The congress set 
a new record, both from the standpoint 
of attendance and interest. 

A comprehensive discussion on pros- 
pecting was given by Theodore M. 
Riehle, Equite able Society representative 
of New York City. John W. Yates, gen- 
eral agent of the Massachusetts Mutual 
in Detroit, talked on “Underwriting a 
Life Expectancy.” The other speaker 
was M. Albert Linton, vice-president of 
the Provident Mutual, whose subject was 
“The _Investment Aspect of Life Insur- 
ance.” The congress was presided over 
by Chester O. Fischer, general agent 
in St. Louis for the Massachusetts Mu- 
tual and president of the local associa- 
tion. 





DISMISS COCHRANE CHARGES 

The charges filed against Jackson 
Cochrane, insurance commissioner of 
Colorado, in which the Progressive In- 
surance Co. of Denver asked the civil 
service commission to remove Cochrane, 
were withdrawn April 11 and the com- 
mission dismissed the suit. Whether or 
not Cochrane will change his decision 
in refusing the Progressive a license was 
not given out. 
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Despite March Decrease, American 
People Still Buying Extensive 
Life Insurance Coverage 
The March volume of new life insur- 
ance was 18% below the peak attained 
in March, 1930, according to the Sales 
Research Bureau, which points out, how- 


ever, that March, 1930, showed the larg- 
est volume of ordinary life insurance ever 
sold in a single month. Despite the de- 
crease, it is pointed out also that esti- 
mated sales for all companies indicate 
that with decreased incomes in almost 
every branch of industry, people of the 
United States are purchasing more than 
$30,000,000 of life insurance every work- 
ing day. 

The Bureau says that the effect of 
prevailing ecomonic conditions are well 
reflected in the sales this year. The East 
and West South Central states which 
suffered most from the drought which 
affected a large part of the country, 
show the greatest decrease. The New 
England states have maintained their 
production the best of any section. The 
Middle Atlantic states pay for about a 
third of the total new insurance sold in 
the country, and in the first quarter of 
this year maintained their production 
best second only to the New England 
territory. 

The Bureau’s report is based on the 
experience of companies representing 
88% of the total legal reserve ordinary 
life insurance in force in the United 
States. 





FINISH LIFE TRUST COURSE 





Twenty-eight Chicago Life and Trust 
Men Graduate at Chicago Associa- 
tion Meeting Exercises 
Twenty-eight Chicago life agents and 
trust company representatives were 
graduated last week from the third Life 
Trust Institute, which is sponsored by 
the Chicago Association of Life Under- 
writers and leading Chicago trust com- 
panies. The exercises were held in con- 
junction with the April meeting of the 

Life Underwriters. : 

Roy L. Davis, manager in Chicago for 
the Central Life of Iowa, awarded the 
diplomas. The toastmaster of the eve- 
ning was W. Irving Bullard, second vice- 
president of the Central Trust Co., and 
the principal speaker, Theodore M. 
Riehle, well known New York City 
Equitable Society representative. 
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NEW FIDELITY BRANCH OFFICE 


Louis A. Cerf, Jr., manager for the 
Fidelity Mutual in New York City at 
60 John Street, has announced the ap- 
pointment of A. Albert Myerhoff as 
branch manager, with offices at 33 West 


42nd Street. Mr. Meyerhoff has had 
twenty-five years’ experience in the 
agency field. Samuel L. Cantor is su- 


pervisor of the life insurance department 
of the new office. 





FIDUCIARIES MEETING 

The first luncheon and_ discussion 
meeting of the Fiduciaries Section of the 
Essex County Bankers’ Association, 
which was recently formed, was held 
yesterday at the Down Town Club, New- 
ark, Waldron M. Ward, prominent law- 
yer of New Jersey, led the discussion 
on the “Apportionment of Ordinary Cash 
Dividends Between Corpus and Income.” 
Mr. Ward’s speech at the trust confer- 
ence held recently in Trenton attracted 
considerable attention and through the 
lack of time at that time allowed only 
a superficial discussion. The meeting 
yesterday enabled a lengthy discussion 
and a general expression of opinions. 





field workers. 
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Companies in Doubt 
Over Cover Extension 


HARVEY - UNION CENTRAL CASE 





Equity in Policy at Time of Lapse Was 
$42.64; Some of the Questions 
Involved 





Interesting questions of extended in- 
surance are involved in the case of Rena 
Harvey versus the Union Central Life 
which reached the United States Court 
of Appeals. The facts in the case are 
as follows: 

The policy was on the Ordinary life 
plan, for $4,000, on the life of Willie 
Lawrence Brant, payable to his daughter, 
Rena Harvey, who was the plaintiff in 
the action, and was dated November 9, 
1918, with valuation date October 22, 
1918, and the premium $151.60. The pre- 
miums were paid to October 22, 1928, and 
the policy lapsed for nonpayment of pre- 
mium due that date. 

A binding receipt was given for the 
initial premium and under the form used 
by the Union Central the policy became 
effective when approved at the home of- 
fice, which was November 7, 1918. Oc- 
tober 22 was fixed as the valuation date 
at the request of the insured. 


The Equity in Policy at Time of Lapse 


At the time the policy lapsed there 
was a policy loan and an unpaid premium 
note outstanding, so the equity in the 
policy at the time of the lapse was 
$42.64, which under the terms of the 
policy extended it for 237 days, or until 
June 16, 1929, according to the company’s 
method of calculation, and the insured 
was so notified, the amount of extended 
insurance being $3,175. 

The policy provided for a grace period 
of thirty-one days and in reference to 
the disposition of the dividends there is 
a provision to the effect that if the policy 
shall lapse the dividend shall be paid in 
cash. Under paragraph 14 of the policy 
it is provided that if on failure to pay a 
premium no option is exercised the value 
of the policy shall be applied to exten- 
sion of the policy as participating term 
insurance from the date to which pre- 
miums have been paid. 

After the policy lapsed, the company 
made repeated efforts to have it rein- 
stated, at first without success, but final- 
ly Mrs. Harvey sent a check for $40 
which she thought was the amount nec- 
essary to reinstate the policy. As a 
matter of fact this check was not ac- 
companied by the health certificate and 
was held by the company until proper 
reinstatement papers, together with 
health certificate, were signed by the in- 
sured. When the health certificate was 
signed, the examining physician said the 
insured was not then an insurable risk, 
and the medical department declined to 
reinstate. This happened about the time 
of the insured’s death, June 25, 1929. 


Three Points 


Three points were involved: 

(1) Whether the company should 
have applied the $40 to reduce the in- 
debtedness. A letter was written to the 
insured by mistake the day before the 
insured’s death, stating that this amount 
had been applied to reduce the interest. 
However, as the letter was not received, 
and as the remittance was sent in for 
the purpose of reinstating the policy, it 
could not be applied in that manner by 
the company. The Appellate Court held 
that this matter should have been sub- 
mitted to the jury, the trial court hav- 
ing instructed the jury to bring in a ver- 
dict for the company. 

(2) Whether the last dividend should 
have been used for purchasing extended 
insurance. There is a provision in the 
nolicy that this: dividend shall be paid 
in cash and the only reason the com- 
pany did not pay the dividend immediate- 
ly was because in its calculation for re- 
instatement the dividend was to be used 
to reduce the amount the insured would 
have to pay. The Court of Appeals de- 


(Continued on Page 46) 
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RHODE ISLAND LAWS 


New Code Goes Through Legislature; 
W. H. Stearns of John Hancock 
Committee Chairman 
Life insurance laws as revised in the 
Cianciarulo bill were passed by the Rhode 
Island legislature last week. Maurice H. 
Stearns, John Hancock general agent, 
Providence, was chairman of the com- 
mittee appointed by the Governor to 
help re-codify insurance laws. One pro- 
vision, extending the law of contracts to 
minors 15 years of age or over, was 
stricken out by the judiciary committee. 
The measure contains a codification of 
the insurance laws and makes them uni- 
form with all but two other states in 
the Union. Before being reported for 
passage the act was checked carefully 
by Law Revision Commissioner Harold 
A. Andrews. The first twelve sections 
of the bill are the same as the present 
law, but they are taken from other chap- 
ters and re-enacted in a more orderly 
fashion. Two other sections provide that 
benefits accruing under policies cannot 
be attached by creditors. The remain- 
ing section prohibits any insurance com- 
pany from issuing any policy or contract 
containing any condition or agreement 
depriving the courts of jurisdiction of ac- 
tions against it or limiting the time for 

commencing any suit. 





PILOT LIFE APPOINTMENT 
The Pilot Life of Greensboro, N. C., 
has announced the appointment of E. 
R. Massie as general agent at Clifton 
Forge, Va. 


VERMILYE SUCCEEDS FATHER 





Firm Name of Goulden & Vermilye to Be 
Continued; New General Agent 
Well Experienced 

The Penn Mutual has announced that 
the firm name of Goulden & Vermilye, 
general agents in New York City, will 
be continued through the succession of 
H. Rowland Vermilye, Jr., to his father’s 
membership in the agency. Mr. Ver- 
milye, Sr. recently died after a two 
months’ illness following an automobile 
accident. i 

The new general agent’s first insurance 
contact was with the Niagara Fire, he 
later becoming its special agent in Al- 
bany. After a time he became associated 
with his father, when the firm was Roo- 
ney & Vermilye, continuing his branch 
of the work under the management of 
Goulden & Vermilye. He has an exten- 
sive knowledge of brokerage business. 


BOYCE IN INDIANAPOLIS 

Speaking before the Indianapolis As- 
sociation of Life Underwriters last week, 
William L. Boyce, manager for the 
Equitable Society in Syracuse, urged life 
agents to devote much more time to their 
business and to keep books on them- 
selves. “Every man in our organiza- 
tion works one night a week until two 
o’clock in the morning,” said the speak- 
er. “We must remember that one-fourth 
of our people work nights and these we 
never see unless we stay up and cultivate 
the field. Why pass up all this volume 
of possible business just because they 
happen to work nights?” 
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Aviation Committee 
Sets Up Rating Plan 


DEBITS AND CREDITS_ BASIS 





Preliminary Report of A. L. C. Group 
Under Lawrence G. Sykes 
Suggests Method 





A new method of rating aviation pi- 
lots is suggested in a preliminary report 
by the aviation committee of the Amer- 
ican Life Convention which ‘has been 
working on the problem since last Octo- 
ber. A final report will be made by the 
committee at the annual convention at 
Pittsburgh in October. 

The object of the new plan is to dis- 
tinguish more accurately between pilots 
than has been possible on number of 
flying hours. The suggested plan makes 
five classifications and provides for cred- 
its'and debits. It takes into considera- 
tion experience, licenses held, moral and 
mental requirements, physical require- 
ments and efficiency. The committec 
has drawn up a rating sheet by which 
all the basic and standard requirements 
may be applied to the risk. 


The committee is composed of Law- 
rence G. Sykes, chairman; W. Nelson 
Bagley, Emmet C. May, V. R. Smith, 
Floyd S. Prothero and Byron K. Elliott. 

Commenting on the rating method the 
report says: “It may be stated here that 
for the benefit of the insurance compa- 
nies, there are very few pilots at the 
present time who could qualify for a 
normal rate. At the same time, for the 
benefit of the applicants, each individ- 
ual risk is considered on its own merits 
and rated in direct proportion to the 
weight of the qualification. 

“Thus we can have a formula that is 
highly equitable to both parties con- 
cerned, However, a note of warning 
should be sounded here. It is to the 
effect that in all fairness to each in- 
dividual risk, and for the protection of 
the underwriting companies, that rating 
plan, the basic manual and rating for- 
mula used should receive the careful and 
thorough consideration of someone who 
is fully conversant of aviation in all of 
its phases. Each individual risk’s appli- 
cation and informative data should be 
scrutinized by an aeronautical authority 
for proper and adequate interpretation. 

“As to the personnel involved, each 
company undertaking the writing of such 
insurance to any extent should by all 
means have at their disposal someone 
acting in the capacity of an advisor. The 
selection of such a man should be very 
carefully made, for the success of such 
a rating plan will be in direct propor- 
tion to the degree of intelligence and 
proper interpretation displayed.” 





E. W. SAPP GENERAL AGENT 


New England Mutual Washington, D. C., 
Appointment; Succeeds D. Fulton 
Harris 

Earle W. Sapp has become general 
agent for the New England Mutual Life 
at Washington, D. C., following the res- 
ignation of D. Fulton Harris, who had 


been general agent there for the com- 
pany for twenty years. Mr. Harris will 
remain with the office as associate gen- 
eral agent. 

Mr. Sapp has been superintendent of 
agents for the Savage agency of the 
company in Baltimore. He entered life 
insurance with that agency eleven years 
ago, after taking the Carnegie Tech life 
insurance course, the pioneer of univer- 
sity training courses. He was a personal 
producer in the agency for two years 
before he became superintendent of 
agents. 

The agency will occupy new and larger 
quarters in the Colorado building where 
it has been located during Mr. Harris’ 
administration. 
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Hoy Agency Congress 

A Stimulating Affair 
OPENS TWO MONTH CAMPAIGN 
Newark Sun Life Agency Has Enjoyed 


Sturdy Growth in Seven Years’ 
Activity 








Several rather phenomenal records 
have been set up by the Newark branch 
of the Sun Life of Canada in its seven 
years of sturdy growth. These were re- 
ported by E. C. Hoy, manager, at the 
agency's second annual sales conference 
held Wednesday, April 15, at the offices 
at 60 Park Place. 

For instance, Mr. Hoy announced that 
every man that the agency has taken on 
during the seven year history, who was 
previously employed in a steady capacity, 
has been successful in his insurance sales 
work. Not one failure among this group. 
Starting from scratch in 1924 the Sun 


Life Ps gin has grown to be one of 
Newark’§ leading agencies. More than 
$9,300,000 was paid for last year. Also, 


the lapse record of last year was under 
6%, and to date in 1931 this record has 
been improved upon. 

The Wednesday congress was planned 
as a spur to a two months’ sales cam- 
paign the agency is inaugurating. Many 
stimulating talks were given. The morn- 
ing speakers were G. Fay “Davies of the 
Life Insurance Sales Research Bureau, 
Hartford, who spoke on the value of the 
use of a visualized sales talk; and Regi- 
nald Baker, well known Newark Mutual 
Life producer, who discussed business in- 
surance. 

A series of five minute talks by agency 
members opened the afternoon program. 
Those taking part were Messrs. Dia- 
mond, Watts, Lame, Fortiner, Dunlevie, 
Ham, McDonald and Compton. The Hoy 
agency then heard Professor E. E. Ag- 
ger of Rutgers University on the “Re- 
lation of Federal Reserve to Business.” 
He was followed by Leslie G. McDouall, 
associate trust officer, Fidelity Union 
Trust. Newark, who told how a thorough 
knowledge of estate distribution can be 
helpful to the business of life insurance 
selling. 

The congress came to a close with a 
dinner at the Baltusrol Golf Club. Busi- 
ness was for the most: part forgotten 
and to the strains of music furnished by 
a lively orchestra and by several enter- 
tainers the agency members proceeded 
to enjoy themselves. Words of greeting 
were extended by two Sun Life mana- 
gers present. C. Nelson Gray, of Provi- 
dence, and David M. Cowan, of Jersey 
City. Manager Hoy officiated as toast- 
master. 





GROUP LIFE APPRECIATED 





‘Large Amounts Show Attitude of Em- 


ployer and Employe, Says W. J. 
Graham; Average Claim $1,896 

The individual value of group life in- 
surance has greatly increased in the past 
few years, showing the appreciation of 
group life by industry, both employers 
and employes, according to William J. 
Graham, vice-president of the Equitable 
Society. Larger amounts have been fre- 
quently made possible by the employers. 

“In the first years after group insur- 
ance was introduced by the Equitable,” 
said Mr. Graham, “the average group 
death claim paid by the society amount- 
ed to about $770. In 1922 this had risen 
to $1,280, and now we find that it has 
mounted to $1,896, nearly three times the 
per capita income of American citizens. 

“During the first quarter of 1931 the 
Equitable paid 1,747 group death claims 
for a total of $3,313,491, or more than 
$1,000,000 a month, to beneficiaries of 
group-insured workers. Eighty-two per 
cent. of the claims were paid to parents, 
wives and children, the balance going to 
Sisters, brothers, friends and other heirs.” 





Being hazy about what you are going 
to do is as fatal as being lazy about it.— 
Vield Nates.” 


Legg Sentenced to 
Jail for Twisting 


FIRST CONVICTION UNDER S-60 





H. B. Stapler Gets Suspended Sentence; 
Court Told Legg Was Formerly 
Convicted of Larceny 





Clarence A. Legg and Henry B. Stap- 
ler, composing the insurance audit firm 
of Legg & Co., 80 Maiden Lane, New 
York, who were recently convicted un- 
der Section 60, known as the “twisting” 
law, were sentenced this week by the 
Court of Special Sessions. Legg was 


given sixty days in the workhouse, but 
sentence was suspended in the case of 
Stapler. Probation Officer Taylor, at- 
tached to the Court of S»ecial Sessions, 
informed the court that Legg had previ- 
ously been convicted of larceny and was 
sentenced to from one to five years in 
Sing Sing Prison. 

Under Section 60 it is a misdemeanor 
to make misleading representations or 
incomplete comparisons of life insurance 
policies for the purpose of inducing a 
policyholder to lapse or surrender his 
existing insurance. This conviction of 
Legg and Stapler is considered a most 
important development by the Life Un- 
derwriters’ Association of New York 
City. Although the twisting statute has 
been on the books for many years there 
has never been a conviction before this 
case. 





IN SUIT OVER ASSETS 





Latest Development in Reinsurance of 
Home Life of Arkansas by Central 
States Life 
The new suit filed at Little Rock, 
Ark., to enjoin the transfer of the as- 
sets of the Home Life of Arkansas to 
the Central States Life is not expected 


seriously to interfere with the carrying 
out of the reinsurance contract between 
the companies. 

The new legal action was instituted 
by Hal L. Norwood as Attorney General 
for Arkansas, and Clark Sproat, depos- 
itor of the closed American Exchange 
Trust Co. of Little Rock. In addition 
to asking for an injunction to prevent 
the transfer of the Home Life’s assets, 
it seeks the appointment of a receiver 
for the Home Life and also judgment 
for $145,875. 

The defendants named in the suit 
rere Walter E. Taylor as Arkansas state 
banking commissioner; A. D. Dulaney, 
s‘ate insurance commissioner, and the 
Home Life and Central States Life com- 
panies. 

The petition alleges that an assessment 
for $145,875 was levied against the Home 
Life as a stockholder in the American 
Exchange Trust Co.; that this levy has 
not been made and that the Home Life 
has failed and refused to pay the assess- 
ment. 





COLONIAL LIFE BANQUET 





Trenton District Celebrates Company’s 
Seventh Year in New Jersey Capital; 
Record Year 
The third annual banquet and dance 
of the Trenton district agencies of the 
Colonial Life, of which Thomas J. 
Guiniven is manager, was held Thurs- 
day evening of last week at the Hotel 
Hildebrecht. The occasion was to cele- 
brate the company’s seventh fiscal year 
in the New Jersey state capital. All 
previous new business and increase rec- 
ords were surpassed during the year. 
The principal speaker of the evening 
was Godfrey W. Schroth, judge of the 
Common Pleas Court of Mercer County. 
Other speakers were Agency Supervisor 
E. B. Griffith and Ordinary Agency Su- 
pervisor F. K. Howson. L. R. Fanget, 
assistant manager of the Trenton dis- 

trict, was toastmaster. 
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Nylic Agents paid for $900,897,700 of new insurance in 
1930. Of this total 97.1 per cent was on Life and Endow- 
ment forms; only 2.9 per cent was Term insurance. These 
ratios, particularly in the present economic situation, demon- 
strate that Nylic Agents are successfully trained to sell the 
more substantial forms of insurance. 
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LIVE HINTS FOR BUSINESS 





Ppa] 


GETTERS(- 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Effichency 


A working sched- 


A Formula ule that should bring 
from results is suggested 
St. Louis in the Aetna Life’s 


St. Louis agency 
bulletin, which says: 

There are only 245 actual working 
days in a year. Remember, also 10 calls 
per day=50 per week=2450 per year. 
This should result in a minimum of 3 
Interviews per day=15 per week=735 
per year. Furthermore, 8 Interviews 
should produce 1 Paid App. for $5,000. 


Summary 
15 Interviews per week>8=2 
for $5,000—$10,000 
735 Interviews per year~8—92 
X $5,000=$460,000 per year 

The above schedule only calls for five 
days per week, excluding all holidays and 
two weeks vacation as well. 

The size of your average case will 
determine your annual paid life volume 
for any year. 

This schedule calls for a minimum of 
work per day, week and year. 

Mr. Shugg, the St. Louis manager, 
says that if an agent follows this sched- 
ule and is not getting results, he needs 
to make a very careful check with re- 
ference to: his knowledge of the busi- 
ness, his approach, his presentation, and 
lastly, his power to close. 

“These matters,” says the manager, 
“should be taken up -with the agent’s 
general agent or supervisor and if the 
trouble cannot be determined by a per- 
sonal conference in the office then I 
suggest that the general agent or sup- 
ervisor go into the field with the agent 
giving the man every opportunity to 
make the approach and carry on the 
interview. Another excellent way is to 
have the agent make an actual sale 
with the general’ agent as prospect.” 


* * * 
The coldest mo- 
Smiles ment of the selling 
Strengthen interview is the mo- 
Sales ment when you first 


step inside your pros- 
pect’s office, says the Security Mutual 
Roster. He isn’t glad to see you. You 
interrupt. You have something to sell. 
And he doesn’t want to buy. He does 
not want to separate himself from any 
money—ever. He wants to make money. 
If he had his way, in fact he’d like to 
surround a million dollars without part- 
ing with a nickel in the process. 

So, while he may be courteous, he is 
not dying with joy upon seeing you— 
not he! .And right there is where 
you need to wear your pleasantest and 
cheerfullest look. Those first five icy 
minutes have to be thawed—and a warm, 
friendly smile is your blowtorch. 

That same holds good all through your 
interview. Let an expression of dismay, 
uncertainty, depression, anxiety or the 
like, linger on your face for even a mo- 
ment, it betrays to your Prospect that he 
is selling you a “No” instead of your 
selling him a “Yes.” Fortunately, not 
only is smiling an easy-to form habit— 
other things being equal, it’s about the 
best-paying habit you'll ever own. 





The Hoover com- 


Seven pany has a prepared 
Verb sales talk with a 
Close clever way of ending 


= called the seven verb 
close. This is the repetition of verbs of 
increasing intensity, using two to four 
of each. In case the prospect rebels the 
salesman goes back to the first verb. 

The Acacia News prints an extension 
of this seven verb close to life insurance. 
The talk goes thus: 

_ You are convinced that you will take more 
insurance some time, aren’t you? 

You are convinced that you should not wait, 
aren’t you? 

You owe it to your family to have enough 
protection. 

You owe it to yourself to have the satisfac- 
tion of knowing that you have not neglected 
anything. 

You understand that we will take care of the 
premiums for you if you are totally disabled? 

You understand that this company is limited 
to a select group of men? 

You like the $250 sight draft plan? 

You like the sense of security which life in- 
surance alone can give? 

You appreciate that insurance is a necessity? 

You appreciate that while you are doing these 
things for your family you are also doing some- 
thing for yourself? 

You agree that you need insurance? 

You agree that you will never be happy until 
you have protected your loved ones? 

You have decided to have this policy some 
time, haven’t you? 

You have decided to be examined tomorrow 
morning and see if you can get this, haven’t 
you? 


* * x 
A recent Lincoln 
Seven National Life survey 
Virtues Of on the company’s di- 


Direct Mail rect mail system of 
letters indicates the 
value of agents securing business by this 
means. This survey covered all letters 
sent out by the home office from Janu- 
ary, 1930, to July, 1930. It disclosed the 
following facts: 

Careful selection and follow-up of 
names yields an average of $8.53 in first 
year commission per name circularized. 

The average size of policy is higher 
than normal. 

Success comes from a planned program 
of direct mail work over a period of 
time. 

A lapse rate of less than 15% is in- 
curred on this class of business. 

12%% of the names circularized are 
sold. 

Valuable publicity is gained for the 
agent. Ten names a week means five 
hundred people contacted for the year. 

The use of these letters cuts down cold 
canvass to a minimum. 





W. D. CALLAGHAN RESIGNS 


W. D. Callaghan has resigned the man- 
agement of the Pacific Mutual Life in 
Cleveland in order to devote his entire 
time to the direction of the business of 
Wm. D. Callaghan, Inc. He will rep- 
resent the Pacific Mutual Life as a 
broker. 





MADE ASSISTANT MANAGER 

The Colonial Life of New Jersey has 
announced the promotion of William E. 
Gimming as assistant manager at the 
Newark office of the company. 


1851 


Pittsfield 





Eightieth Anniversary Year 
BERKSHIRE LIFE INSURANCE COMPANY is justly 
proud of its record for past year. 

The marked gain of insurance in force has resulted principally 
from the success and efforts of its loyal field force. 

New policy contracts—keeping pace with public demand. 
“Ask Any Berkshire Agent.” 


BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


1931 





Massachusetts 





DAN NELSON’S LATEST 





Guaranteed Renewals Corporation, of 
Which He Is Executive 
Vice-President 


A new corporation to do a nation-wide 
business featuring an income contract is 


announced by Dan Nelson, who will be 
executive vice-president of the company 
the name of which is Guaranteed Re- 
newals Corporation, home office in Min- 
neapolis. Other officials of the company 
are R. R. Rand, president and Howard 
G. Mealey, secretary-treasurer. Mr. Nel- 
son was formerly a director of an in- 
heritance tax service and publisher of 
inheritance tax charts. 

One paragraph of a news release 
quotes Mr. Nelson as follows: “Under 
the terms of the new policy which we 
are writing the life underwriter pays one 
small premium and is protected against 
loss of income in event of the death of 
the insured.” 

Publicity of the new corporation is 
sent out by Batten, Barton, Durstine & 
Osborn, well-known advertising agency. 





COMMISSIONERS STUDY REPORT 


George A. Bowles, Virginia commis- 
sioner, stated this week that he was not 
prepared to say just when another meet- 
ing would be held in connection with the 
inquiry into affairs of the Security Life 
of America. A stenographic report of 
the first hearing held at Richmond early 
this month has been written up and is 
now being studied by commissioners who 
attended that meeting. Further than 
saying that he was without information 
as to when another hearing would be 
held Commissioner Bowles did not care 
to comment upon the situation. 


MAKES PHILADELPHIA CHANGES 





Home Life of New York Opening New 
Branches There; Mellor in 
Personal Production 

A series of branch agencies will be 
established in Philadelphia by the Home 
Life of New York, the first being 
opened on May 1 in the Fidelity-Phila- 
delphia Trust Building with Harry G. 
Remington and Milton Sobel as general 
agents. Both Remington and Sobel re- 
ceived their life insurance trainmg from 
Sigourney Mellor, well known Home Life 
representative who resigned his general 
agency contract several weeks ago to 
devote himself to personal production. 

The company will also open an agen- 
cy office in Philadelphia in charge of 
Mrs. N. S. Conant, also in the Fidelity- 
Philadelphia Trust Building. 





E. A. WOODS AGENCY FIGURES 


$16,850,884 was paid for by the E. A. 
Woods Agency of the Equitable Society 
in Pittsburgh during the first quarter 
of 1931. During the first fourteen days 
of April the paid-for was $3,170,925. 
March had a 33% gain in applications 
over the month last year and a gain 
of a million in volume. M. J. Donnelly 
of New Castle and L. A. Spencer of 
Youngstown, O., are among the field 
vice-presidents. 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 











language. 


Indemnity Benefits. 


to apply to 


34 Nassau Street 


President 
DAVID F. HOUSTON 





The Formula of Success 


IFE INSURANCE can be explained in plain, everyday 
[ The facts can be simply stated. People need to 
be told about life insurance by one who knows life insurance 

and its adaptability. Salesmen of integrity, ability and courage 
who will work systematically and plainly state the facts of life 
insurance service will be Masters of their craft and successful. 


THE MUTUAL LIFE OF NEW YORK, with its long history of 
increasing success, offers opportunity. It writes Annuities and 
all Standard forms of life insurance. 
It has many practices to broaden and 
expedite service for Field Representatives and for Policyholders. 


Those contemplating engaging in life insurance field work as 
a career of broad service and personal achievement are invited 


The Mutual Life Insurance Company 
of New York 


Disability and Double 


New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 


and 
Manager of Agencies 
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Riehle Campaign 
(Continued from Page 3) 
Thursday furnished a splendid prologue 
and gave a momentum in starting this 
major business activity. President John- 
son said to The Eastern Underwriter: 
“We propose to do everything .possible 
to make every life insurance representa- 
tive in this district conscious of a re- 
newed activity and attempt to demon- 
strate to him what an additional sales 
effort can do in the way of increasing 
production. We have every confidence 
that this will bring about a great in- 
crease in production and wish to extend 
to Mr, Riehle our congratulations upon 
his foresightedness, his courage and vi- 
sion in taking the responsibility of pro- 
moting this campaign throughout the 
United States and we assure him of our 

heartiest co-operation.” 
A Message from Clay Hamlin 

The following letter was received from 
Clay Hamlin, general agent, Mutual 
3enefit, Buffalo: 

“Your open letter to the life insur- 
ance fraternity of America is a com- 
mendable piece of work. Every man 
should be inspired by your thoughts and 
appreciative of your work. I trust they 
will all take time to thank you for it. 
Some time I hope to have the pleasure 
of discussing the results of your under- 
taking.” 

On Tuesday morning letters were re- 
ceived of endorsement of the Riehle cam- 
paign idea from these life underwriters’ 
associations: Philadelphia, Albany, At- 
lanta, Madison, Wis., Oklahoma, Bir- 
mingham and St. Louis. 

On Tuesday afternoon Mr. Riehle re- 
ceived wires from three associations of 
life underwriters: Trenton, Richmond, 
Va. and Norfolk and Portsmouth, Va. 

A wire from the Pacific Coast came 
from C. I. D. Moore, vice-president of 
the Pacific Mutual Life, saying that that 
company endorsed the plan and would 
communicate it to its agents. 





CAPPER GROUP EXTENDED 

The group life cover on employes of 
the Capper Publications has been ex- 
tended to employes of the Kansas City 
Kansan, daily paper at Kansas City, Kan. 
At the same time group accident and 
health have been added to the previous 
protection. The group life now covers 
842 employes for $2,558,000. U. S. Sen- 
ator Arthur Capper is the head of the 
publishing company. The insurance is in 
the Equitable Society, which was repre- 
sented in the new transaction by Pen- 
delton A. Miller, Clyde O. Braden and 
Group Supervisor Claude B. Beeks of 
the A. M. Embry Agency, Kansas City, 
Missouri. 





SHEWBROOKS WITH PENN 
Dr. Daniel M. Shewbrooks has been 
appointed an assistant medical director 
of the Penn Mutual Life. His first life 
insurance contact was as assistant med- 
ical director of the Northwestern Na- 
tional Life at Minneapolis. 





CONTINENTAL LIFE SCHOOL 

M. T. Mifflin, director of education for 
the Continental Life, recently held a 
school of instruction at the A. W. Gar- 
taway agency, Jackson, Miss. 





S. H. AND LEE J. WOLFE MOVE 

After having been at 165 Broadway, 
New York, for twenty-four years, S. H. 
and Lee J. Wolfe, consulting actuaries, 
auditors and accountants, are moving to- 
day to their new quarters on the 23rd 
floor of 116 John Street. The members 
of the firm are Lee J. Wolfe and Wil- 
lam M. Corcoran. 





TO HEAD OREGON AGENCY 
Chief Deputy Insurance Commissioner 
Frank L, Lilburn of Oregon has tendered 
his resignation in order to accept the 
general agency in the state for the Capi- 
tal Life of Denver. The resignation 
takes effect May 1. 


FORMING WOMEN’S COMMITTEE 





Insurance Educational Committee Being 
Formed by Members of Home 
Making Center 


A committee on insurance education is 
being formed by three active women 
members of the Home Making Center 
of the Grand Central Palace in New 
York City, Miss E. Marie Little and 


Mrs. Marguerite Lozano of the York 
Agency of the Equitable Society in New 
York City, and Miss Alice Lakey, busi- 
ness manager of Insurance, Newark 
journal. 

The main purpose of the committee’s 
formation is to develop in women gen- 
erally an appréciation, based on knowl- 
edge of the service which life insurance 
can render them and their dependents; 
also to educate women to fight unpro- 
vided old age dependency. The com- 
mittee is aware that despite the fact 
that as beneficiaries women handle a 
very large proportion of the millions paid 
annually by life companies, they, as a 
group, constitute one of the most for- 
midable obstacles to the extension of life 
insurance. 

The committee will probably number 
about fifteen. The three women who 
form the nucleus of the organization are 


asking one or two women from each of 
the leading life companies, women of in- 
surance experience and proven ability, 
to join them in the work. 





PELICAN CLUB ELECTION 

At the annual meeting of the Pelican 
Club, an organization composed of home 
office employes of the Mutual Benefit 
Life, which was held last week, the fol- 
lowing officers for the ensuing year were 
elected: G. Roger Carson, president; 
Miss Elsie M. Pridham, vice-president; 
Miss Elsa Schofield, secretary; C. P. 
Callaghan, treasurer. Board of gover- 
nors elected two years, W. A. Curtin, 
Mrs. M. B. Thompson, A. W. Carswell 
and Miss Helen White. The meeting 
was followed bv a supper and enter- 
tainment. 





BUYS BALTIMORE UNDERWRITER 

The United States Review of Philadel- 
phia has purchased the Baltimore Un- 
derwriter, the oldest insurance trade 
journal in the South. 





ALBERT SCHURR DEAD 
Albert Schurr, second vice-president, 
North American Life of Chicago, died 
this week in Newark, N. J., of a heart 
attack. 


ORIGINAL ORGANIZATION 





Southern National Life Being Started 
Along Original Lines; R. L. Daniel 
To Be President 
Southern National Life Insurance Co. 
is being organized at San Antonio, Tex., 
along original lines. Capital is being 
provided by the issue of a five payment 
ten year endowment bond. At the end 
of the five years each holder will re- 
ceive five shares of common stock and 
‘The com- 
pany is starting with contributing surplus 
equivalent to capital. R. L. Daniel, for- 
merly insurance commissioner in Texas 
and a lawyer by profession, will be the 

president. 


a bonus from the insurance. 





DALLWIG CHICAGO EDITOR 

Paul G. Dallwig has been made editor- 
in-chief of Life Values, the publication 
of the Chicago Association of Life Un- 
derwriters. Mr. Dallwig, who is asso- 


ciate manager in Chicago for the Thur- 
man Agency of the New England Mu- 
tual and who originated the Dallwig pol- 
icy record, succeeds Roy L. Davis of the 
Durham agency. 

















EN WiTH THREE “I’s”—— 


Intelligence, Initiative and Industry are three prime 
requisites to success in the sale of life insurance. 


A man must have a thorough knowledge of the business. 
He must possess an ability to initiate new ways of applying 


that knowledge. And he must work. 


Industry, systematically applied, is the motive power that 
makes the first two “I’s” effective. 


The Missouri State Life is proud of its growing number 
of Three “I” men. The Company’s remarkable growth is 
the result of this three “I” force in its Agency Organ- 


ization. 


In 15 years from One Hundred Million to 
A Billion and a Quarter 


of insurance in force. 


Missouri State Life 


Insurance 


St. Louis 


THE PROGRESSIVE COMPANY 


Company 


Hillsman Taylor, President 
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MAINTAINING PUBLIC 
CONFIDENCE 

When the Metropolitan Life informed 
its managers here in convention last 
week that they must not close their ac- 
counts in banks where there is a run 
or where there are rumors that the bank 
is in bad shape, unless authorized to do 
so by the head office in New York, it 
was a step which can be followed to ad- 
vantage by other leading elements in 
communities throughout the country. The 
last persons to act precipitately under 
such circumstances are representatives of 
great institutions doing a nation wide 
business, and such definite instructions 
as the Metropolitan has given help de- 
cidedly in maintaining public confidence. 
The Metropolitan’s position which was 
told in an address delivered by Henry 
George, treasurer of the company, fol- 
lows: 

In case of a run on your bank or the 
existence of rumors affecting its sol- 
vency, advise the treasurer of this com- 
pany by wire, but do not close the ac- 
count without advice to that effect. It 
is not probable that you will get such 
advice. It is quite likely that such ac- 
tion on your part would be the last straw 
to break the camel’s back—or, the cause 
of the closing of the bank. Your ac- 
count is an important one, not only be- 
cause of its size but because of the great 
institution which you represent. You 
should be the last one to disparage the 
action of the bank’s officials in endeav- 
oring to keep their institution open. You 
will undoubtedly be advised by the home 
office to continue deposits as usual and 
it may well be that this action will go 
a great way toward restoring confidence 
on the part of the depositors. 





SUBURBAN OFFICE PROVES VAL- 
UABLE COMPANY ASSET 

The important relation of the working 
conditions of an office to the health of 
the employe is forc'bly brought home by 
the remarkable health record established 
by the Pilot Life of North Carolina. 
The record indicates that any company 
will do well to give deep consideration 
to office conditions, if not from an altru- 
istic viewpoint, from a purely economic 
one. 

The Pilot experienced a saving of 674 
days’ time lost by employes through 
sickness over and above the national 
average for clerical workers in the sec- 
ond year of occupancy of the suburban 
office in Sedgefield. The company moved 
from the city of Greensboro to Sedge- 
field, a suburb, in 1928 and a steadily 
improved health record has resulted. 

Prior to moving the company’s average 
loss of time from October, 1927, to Oc- 
tober, 1928, was, per man, 2.6 days; per 


= 


woman, 9 days. In the first year of oc- 
cupancy of the Sedgefield office, October, 
1928, to October, 1929, the average loss 
of time became 2.72 days per man, and 
6.26 days per woman. For the year Oc- 
tober, 1929, to October, 1930, this record 
was bettered—the loss of time was cut 
to 1.94 days per man, and 4.58 days per 
woman. 

The national average loss of time per 
year for clerical workers for men is 8 
days, and for women 10 days. 

The Pilot gives credit for this achieve- 
ment to various causes: freedom from 
city smoke, noise and dust; an artificial 
ventilating system; vital rays of sun in 
every working space transmitted by Vita 
Glass; naturally chilled drinking water 
from a 339 foot driven well; scientifically 
supervised meals in the cafeteria, and 
after-hour recreation in the sunlight. 





UNLICENSED INSURANCE 

Howard P. Dunham, insurance com- 
missioner of Connecticut, used the radio 
to good advantage yesterday when he 
warned the public about placing insur- 
ance in unlicensed companies. Although 
there are more than 500 duly licensed 
companies in that state, and Connecticut 
is known as the home of sound insurance, 
yet there are people there who take a 
chance with companies not licensed. One 
company doing a thriving mail - order 
business in Connecticut has $8,468 in as- 
sets. Another had hard work to raise 
money enough to pay the fine of two 
of its agents who were convicted in the 
state, Still another is issuing attractive 
locking policies found to be nothing but 
a swindle, the company having no home 
office or assets. 


A company which will not place itself 
under the supervision of a state insur- 
ance department does not inspire con- 
fidence, he said. Furthermore, disputes 
over claims with such companies are dif- 
ficult of settlement. No one appreciates 
being in a position where there is no 
agent to whom to turn in case of advice 
or trouble. 

“The future prosperity of an individual 
or corporation often depends upon the 
certainty of insurance policies,” says Col. 
Dunham. 





J. P. Graham, Jr., general agent of the 
Aetna Life at 165 Broadway, New York, 
has just been appointed national com- 
mitteeman from the Life Underwriters’ 
Association of New York and will at- 
tend the mid-year executive meeting of 
the National Association of Life Un- 
derwriters on May 1-2 at Atlantic City. 
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View of Liverpool & London & Globe Loss Adjusting Office in a Warehouse in 
San Francisco After the Great Conflagration of April, 1906 


At the time of the San Francisco conflagration twenty-five years ago, C. S. 
Myrick, who is still with the company, was then office manager of the Liverpool 


& London & Globe, Pacific Coast department. 


Mr. Myrick, realizing that the fire 


would undoubtedly destroy the L. & L. & G. building, quickly placed maps and daily 
reports in the vault and removed the block cards of the San Francisco business to 


a private residence outside of the fire zone. 


Thus the company records were saved. 


Although the vaults were not opened until thirty days after the fire, the maps and 


daily reports were found intact. 


Within a week of the fire the company established 


a temporary office for the adjustment of losses in the Stringer Warehouse, shown 
above, on Sutter and Fillmore Streets, which office was in charge of Captain R. G. 


Brush, at that time a special agent; 
broker; 


B. F. Brisac, now a prominent San Francisco 
W. D. Tillinghast, since retired, and others. 








Edward J.. O’Brien, a director of 
Smyth, Sanford & Gerard, insurance 
brokers of New York, and a recognized 
authority on railroad insurance, will 
tomorrow afternoon marry Miss Martha 
Regina Loughney, daughter of Mr. and 
Mrs. John V. Loughney, at St. Philo- 
mena’s Church at Lansdowne, Pa. Mr. 
O’Brien started his career with Johnson 
& Higgins and was in charge of their 
railroad department for a number of 
years. He became connected with Smyth, 
Sanford & Gerard when they organized 
and afterwards was elected a director. 
He has been a lifelong resident of New- 
ark, N. J., and has been active in civil 
and political life there for years. 


* * * 


Alfred Hurrell, who has served as 
mayor of Glen Ridge, N. J.,. for four 
years, and before that was councilman 
for eight years, has declined renomina- 
tion for mayor. Mr. Hurrell is vice- 
president and general counsel of the 
Prudential. 


* * * 


James L. D. Kearney, vice-president 
and general manager of the Hartford 
Accident & Indemnity, has been elected 
vice-president also of the Hartford Fire. 
He has been in insurance since 1906 when 
he joined the American Bonding in Bal- 
timore. Two years later he took charge 
of that company’s New York department. 
In 1911 he was elected vice-president of 
the Equitable Surety, in charge of the 
New York State business. He was elect- 
ed secretary of the Hartford Accident 
when that company was organized in 
1913 and several years later became vice- 
president. 


* * * 


Edgar H. Boles, president, General Re- 
insurance Corp., has been elected to a 
committee of the Marine Midland Trust 
Co. which will supervise its trust de- 
partment investments. 


Jesse G. Read, in his official capacity 
of insurance commissioner, was made 
joint defendant with the Oklahoma Pub- 
lishing Co. in a $100,000 libel suit by 
E. Ethridge Brown, president of the 
New State Life. The plaintiff alleged 
that damage had been suffered by his 
company through information released by 
Joe Thompson, then assistant insurance 
commissioner, and which was published 
in the Oklahoma Times. The case was 
decided in the Federal Court at Guthrie 
last week in favor of the defendants. 

ok * * 


W. J. Greer, general manager of the 
General Adjustment Bureau, has com- 
pleted twenty-five years of service at 
that post and in honor of the anniver- 
sary the executive committee of the Bu- 
reau last Friday adopted congratulatory 
resolutions and recorded its appreciation 
of Mr. Gzeer’s long term of service. On 
Saturday Mr. Greer received the con- 
gratulations of the officers and many 
branch managers of the bureau at a 
luncheon given at the Drug & Chemical 
Club. He was also presented .with a 
watch and chain from all the employes 
of the bureau. Mr. Greer is one of the 
outstanding fire loss men in this coun- 
try and as manager of the bureau has 
advanced greatly the business of adjust- 
ment bureau service. In the first year of 
operation of the General Adjustment 
Bureau 1,182 losses were handled. Last 
year it adjusted 42,500 losses. 

ee 

Terence F. Cunneen, manager of the 
insurance department of the Chamber of 
Commerce of the U. S. A., has been ad- 
mitted to practice before the Supreme 
Court of the United States. Mr. Cun- 
neen first came into insurance attention 
as a deputy superintendent of insurance 
in this state. He presided at many hear- 
ings at the Department. He left to take 
the Chamber of Commerce post where 
he is doing splendid work in the inter- 
est of insurance. 
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Banks Dictating Placing of Much 
Fire Business 
Banking houses in New York City are 
dictating the placing of many lines of 
insurance, especially on skyscrapers. 
Brokers have lost some of their influ- 
ence in this city as compared with their 
position of several years ago. 
* * ” 


Incompetent Reporters 

1 wonder what the resourceful daily 
newspaper reporters of twenty years ago 
would think of some of the men who call 
themselves reporters today, especially 
those who cover banquets at leading 
hotels in New York. At the Hotel Astor 
recently a New York Times reporter was 
completely at sea after sitting through 
a speech delivered before an insurance 
audience by a well-known banker be- 
cause the banker did not have a copy of 
his address in manuscript form to give 
him. The thought that possibly he might 
have taken some notes of the speech 
while it was being delivered evidently 
did not occur to the reporter and when 
he found he could not get the manu- 
script he was sunk. As a result of his 
journalistic flop he did not have any story 
about the speech in the Times the next 
morning. 

Twenty years ago most banquet re- 
porters would have felt insulted if hand- 
ed the manuscript of an address. Their 
attitude would have been, “Why do I 
need your notes? Don’t you think I have 
enough intelligence to understand what 
you are saying?” But in more recent 
years reporters have been depending so 
much on hand outs and other mimeo- 
graphed sheets to do their thinking for 
them that often they have forgotten how 
to think or are too indolent to do so. 

ee 


Royal Fleet Has a Housewarming 

Everything in the open; dozens of ex- 
ecutives and key men at flat top desks; 
plenty of space; no lost motion; an un- 
seen hand directing everything smooth- 
ly, quietly, effectively and with contin- 
uty. 

That is the impression which hundreds 
of visitors got who went into the new 
addition of the Royal Building this week 
to say hello and to extend good wishes 
and congratulations to various repre- 
sentatives of the Royal, Liverpool & 
London & Globe and other members of 
the Royal-Liverpool group who are now 
in new headquarters under one roof. 
The new layout is described elsewhere 
in this paper with some pictures. 

The housewarming lasted several days 
and there were many floral displays sent 
to the main floor by friends. 

The work on the main floor is finished ; 
that on the second and some of the upper 
floors will not be completed for a month 
yet, but when the last painter, decorator 
and carpenter leaves the Royal organi- 
zation will have one of the insurance 
Palaces of the country. I was much im- 
Pressed also while going through the 
nineteenth floor of the annex where will 
be located the private offices of the of- 
ficers of the fleet, the dining rooms and 

















the squash court, which can also be 
used as a handball court. 

The dining rooms, several in number, 
will be beautifully paneled. One is for 
the junior officers and key men. Anoth- 
er is for the senior officers. There is 
also to be a guest dining room, and one, 
too, for the women secretaries of the 
officers. The clerical staff will eat out- 
side of the building as when everything 
is settled there will be 4,000 employes 
in all at the Royal companies’ 150 Wil- 
liam Street address. 

I understand that on one of the upper 
floor there will be a mail room where 
the officers of the companies will arrive 
at 9:15 o’clock each morning to see the 
executive mail. This is a British custom 
but has been used bv the Liverpool & 
London & Globe while in the Pershing 
Square Building from which headquar- 
ters the Liverpool & London & Globe 
has moved. 

I also have been informed that United 
States Manager Warner will delegate to 
committees much of the detail of the 
administration, each committee having 
separate functions but correlating under 
him as a whole. 

Another interesting thing about the 
building is the hospital which is on the 
thirteenth floor. It is up-to-date in every 
respect. The kitchen also has many of 
the latest improvements noted in leading 
hotels. 

The officers of the Royal group should 
be very proud of the layout they have 
at 150 William Street, not only for the 
rapid despatch of business, for the clever 
arrangement of routine, but also for the 
comfort and convenience of the employes. 

e ££ = 


The Kable Twins 


Most people in the insurance business 
who look at fraternal insurance publica- 
tions have noticed that the bulk of them 
are printed in the little town of Mt. 
Morris, Ill., at a plant run by the Kable 
Bros. Co., which, by the way, publishes 
more than three hundred trade publica- 
tions. Recently, I wrote to the Kable 
brothers and asked them how they built 
up an establishment like this so far from 
some of the most populated cities of the 
country. 

It develops that the Kable brothers are 
twins, Harry G. and Harvey J. 

The Kable twins left Mount Morris 
High School in 1896. Harvey then spent 
two years in Mount Morris College while 
Harry became a devil in the printing of- 
fice of the weekly Mount Morris News. 
Two years later the brothers borrowed 
$400 and bought the Mount Morris In- 
dex, one of the two local papers. One 
edited the paper and the other did the 
printing with the aid of a girl as type- 
setter. They went into debt buying a 
linotype machine. This machine brought 
several small publications to their office 
and some additional job work. 

One day came the opportunity to enter 
a bid for the printing of the official 
publication of a fraternal society: Much 
to everybody’s surprise these country 
printers got the bid on condition that 
a modern press should replace the old 


newspaper drum cylinder. They organ- 
ized a small stock company and sold a 
few shares of stock to make the down 
payment on a new job and book press. 
The order really resulted in printing 40,- 
000 eight-page papers once a month. 

A former Mount Morris man was at 
that time an officer of two smaller fra- 
ternal societies in Chicago. He was final- 
ly induced to place the printing of the 
official papers of the fraternals with the 
Mount Morris twins. 

The Kable brothers observed that the 
editor of the official organ of most of 
the smaller fraternals was usually the 
secretary who had plenty of other work 
to do and had few qualifications as edi- 
tor. The logical conclusion was that 
these secretary-editors would welcome a 
little editorial assistance and that this 
might be an inducement in getting fur- 
ther business. At this time the Kable 
brothers added an editor to their staff. 
The fraternals send the printshop editor 
official reports, rough news notes and a 
few clippings. With this material the 
editor was able to get out a paper. Fol- 
lowing the publication of the: fraternal 
papers a large number of other papers 
were added to the plant. The company 
also maintains a fifty-piece concert or- 
chestra. 

e & « 
A Magazine Which Interests Chil- 
dren in the Schools 

Such magazines as the Review of Re- 
views, World’s Work and National Geo- 
graphic would welcome to their columns 
the articles and pictures which are the 
principal features of Safety Education 
for May. One of these articles, written 
by Margaret Mead, assistant curator of 
ethnology of the American Museum of 
Natural History, tells of child training 
and other facts about New Guinea, and 
the other, by Dorothy Verill, describes 
how good pilots are made. Miss Verrill, 
who is an expert pilot, is author of “Air- 
craft Book for Boys.” Miss Mead also 
is an author. Albert W. Whitney, asso- 
ciate manager of the National Bureau of 
Casualty & Surety Underwriters, has a 
page story in Safety Education telling 
what American parents can learn from 
the training of children in New Guinea, 
and it is plenty. 

Safety Education, by the way, has a 
circulation of 11,000 and is growing fast. 
It is published by the educational divi- 
sion of the National Safety Council 
through the co-operation and support of 
the National Bureau of Casualty & Sure- 
ty Underwriters and its readers for the 
most part are school children. 

* & & 


Posthumous Article 

In the current edition of the National 
Union Insurance News Letter appears an 
article by William J. Ryan, adjuster, 
Philadelphia service office of the Na- 
tional Union. After writing the article 
and before it was published Mr. Ryan 
died of pneumonia. 

a ae 


Mrs. F. Norie-Miller Dead 

The death is recorded in the British 
papers of Mrs. F. Norie-Miller, wife of 
the general manager of the General Ac- 
cident of Perth. She recently returned 
from the Riviera where she had been in 
the habit of spending the winter, and 
was on a short visit to Wales when her 
death occurred unexpectedly. 

“oe & 


Receiver Who Placed Insurance 
Upheld 

John S. Stidger, attorney of Denver, 
who represents George W. Beck, insur- 
ance man of Denver, and who has been 
receiver for several industries and who 
was assailed because he insured the va- 
rious properties with companies he rep- 
resented, tells the Colorado Supreme 
Court: 

“As to the charge that Beck acted im- 
properly when he, as receiver, gave in- 
surance business of the Midland Cereal 
Co. to insurance companies he represents, 
counsel would have us believe the insur- 
ance agency kept Beck on its payroll 
on a total salary for all these years of 
approximately $15,000 to give the agency 
the benefit of its commission on insur- 


ance premiums amounting to not more 
than $2,496.62. The very argument on 
such a proposition is ridiculous. Counsel 
for the receiver does not deny that it 
is bad practice for a receiver to have 
any connection, however small, with any 
company doing business with the receiv- 
ership. This occurred, in the present in- 
stance, prior to the retention of present 
counsel. In the present instance, how- 
ever, no profit accrued to the receiver.” 
Beck brought the company out of chaos 
and made it a going concern, so the brief 
relates. . 
6 mas 


Fire-Marine Hearings 
Interesting hearings at the New York 
State Insurance Department about the 
overlapping of fire into marine and ma- 
rine into fire. 
+ 8 ss 


J. M. Parker, Jr., Giving Talks on 
Aetna Life Building 


Some interesting talks on the new 
Aetna Life Building are being given in 
Hartford by John M. Parker, Jr., secre- 
tary of the company. One of them was 
at the Trinity Episcopal Church. The 
Aetna Life Building is now one of the 
principal show places of Hartford and 
is visited by a large number of people 
each day. 

* ¢ *@ 


Summer Courses in Insurance Sub- 
jects for European Students 


During the 1931 summer semester the 
following courses in the insurance sci- 
ences will be offered in European uni- 
versities : 

University of Berlin—Dr. Manes: 
Contemporary problems in the econom- 
ics and social policy of insurance; semi- 
nar in private and social insurance. Prof. 
Nussbaum: Insurance law of notes and 
checks. Dr. Herman Dersch: Social in- 
surance law. Dr. Mises: Probabilities. 
Profs. Burger and Wiethold: The law 
of insurance medicine. Dr. Reckzeh: In- 
surance medicine (sickness, accident, in- 
validity and life insurance). 

Handelshochschule, Berlin—Dr. Manes: 
The major branches of insurance; insur- 
ance seminar. Prof. Hagen: Private in- 


surance law. 

Technische Hochschule, Berlin—Dr. 
Thielmann: Social insurance and labor 
law of mining. Prof. Rothe: Probabili- 
ties. 

University of Bonn—Prof. Zycha: Law 
of commercial paper. Dr. Horn: Insur- 
ance medicine. Prof. Pietrusky: Social 
medicine. 

University of Frankfort—Dr. Patzig: 
Insurance administration. Prof. Max 
Girtler: Insurance administration and 
practical problems in insurance science. 
Profs. Breuer, Girtler and Patzig: Semi- 
nar in insurance science. 


University of Hamburg—Dr. Schu- 
mann: Private insurance law. Prof. 
Stolzel: Seminar in public law. Dr. 


Ernst Bruck: Seminar in insurance law. 

University of Munich—Professors Wil- 
helm Kisch and Silberschmidt: Private 
and social insurance law. Dr. Bohm: 
Mathematics of statistics. Dr. Gross- 
mann: Probabilities. 

Technische Hochschule, Munich—Prof. 
Hanns Dorn: Private and social insur- 
ance law. Dr. Schmachtenberger: Eco- 
nomic aspects of life insurance. 

ae 


500 Fifth Avenue 


The sixty story building at 500 Fifth 
Avenue, opposite the Public Library, 
where leases are now being signed for 
occupancy some months hence, has so 
far among its prospective tenants Miles 
M. Dawson & Son, Inc., actuaries, and 
the General Fireproofing Co. 


Will Somebody Insure a Parrot? 

Zelin Goodell of the Dyer-Jenison- 
Barry agency in Lansing, Mich., is try- 
ing to find some company that will in- 
sure the life of a parrot. Recently a 
client came into the office and explained 
that he wanted life insurance on a parrot 
he had bought in New York. Age of the 
bird, thirty, which is not very old for a 
parrot. Mr. Goodell hasn’t been able to 
place the coverage anywhere. 
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R. P. De Van, Prominent Agent, Is 
Elected Mayor of Charleston, W. Va. 


Wins on Republican Ticket by Majority of 1,670 Votes; 
Former President of National Association of Insurance 


Agents; Well-Known Throughout Country 


The insurance fraternity of Charles- 
ton, W. Va., has rooted successfully for 
R. P. DeVan, former president of the 
National Association of Insurance 
Agents, to win the mayoralty election. 
He ran on the Republican ticket and on 
Monday won by a majority of 1,670 votes. 
He also carried the remainder of his 
ticket with him into office. He promises 
to be independent, to promptly reorgan- 
ize the police force with a personnel of 
high order, to make the fire department 
as strong and efficient and non-political 
as possible, to urge a survey of the water 
situation, to prevent law breaking, to 
give consideration to widening streets in 
traffic relief, to expand parks and play- 
grounds, to eliminate dangerous cross- 
roads. It is a platform which has a wide 
appeal. 

His Career 


Mr. De Van was born in Kansas City. 
His parents moved to New Orleans and 
lived there for about fifteen years. Mr. 
De Van’s father, who had always been 
a Republican, then moved to Philadel- 
phia with his family and settled in Phil- 
adelphia. 

Mr. De Van was educated in the Uni- 
versity of Pennsylvania, taking a course 
of civil engineering in the class of 1907. 
After leaving the university he was con- 
nected with real estate projects on Long 
Island, and in 1909 married Miss Louise 
McCosh of Hanover, Pa., and moved to 
Oklahoma City, where he settled. After 
being active in civic affairs in Oklahoma 
City he visited Charleston, W. Va., in 
1911 in the interest of the Chamber of 
Commerce of Oklahoma City. Impressed 
with Charleston and its future possibil- 
ities he decided to settle there, being 
employed as traffic manager and secre- 
tary of the Chamber of Commerce of 
Charleston. After a year in this work 
he resigned work in the Chamber and 
took active managership of the interest 
of the late Col. Fred Paul Grosscup at 
Dunbar, helping to build and operate the 
Dunbar Flint Glass Co., manufacturers 
of lamp chimneys and _ miscellaneous 
glassware, and the Dunbar Art Glass Co., 
formerly manufacturers of art glass. 
After continuing the operation of these 
plants the Art Glass plant was aban- 
doned and Mr. De Van continued the 
supervision of the lamp chimney factory, 
which originally was operated on a co- 
operative basis with the American Flint 
Glass Union. Eventually Mr. De Van 
and his associates purchased the inter- 
ests of the Union in the factory for cash 
and the plant was continued as a private 
corporation employing union labor 
throughout Mr. De Van’s connection 
with the plant. 

Enters Insurance Business 

Additional interests were taken into 
the Flint Glass organization and Mr. 


The Home Insurance Co. fleet has res- 
urrected Thico, the confidential bulletin 
of the home office for fieldmen which 
was published during the administration 
of President Elbridge G. Snow. Presi- 
dent Kurth has decided. to republish it 
and the first issue came out this week. 





ADJUSTMENT OFFICE MOVES 

The General Adjustment Bureau moved 
its Newark office on April 18 to the Es- 
sex Building at 31 Clinton Street. 


De Van was put in active charge of en- 
gineering work in laying out the city 
of Dunbar, constructing miles of side- 
walks, sewers and street improvements 
and general supervision of the sale of 
lots in that new development. 

In 1915 Mr. De Van entered the insur- 
ance business with the late Adolph E. 
Scherr, a son of the late A. C. Scherr, 





R. P. DE VAN 


former auditor of this state, both of 
whom were stalwart Republicans. 

Mr. De Van eventually purchased the 
interest of Mr. Scherr in the agency. 
Mr. Scherr died just a few months 
after this purchase, and Mr. De Van 
continued the operation of the insurance 
agency as sole owner under the name 
of De Van & Co. 

Mr. De Van has served in all civic 
enterprises with enthusiasm and faithful- 
ness, having received from his commun- 
ity the following honors: President of 
the Automobile Club of Charleston; 
president of the Rialto Amusement Co., 
having promoted and assisted in the es- 
tablishment of one of the best local mov- 
ing picture theatres; president of the 
Charleston Chamber of Commerce in 
1929; exalted ruler of the Benevolent and 
Protective Order of Elks; and in 1929 
president of the National Association of 
Insurance Agents. 
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T. J. Cullen Now First 
Deputy Superintendent 


WITH DEPARTMENT FOUR YEARS 





Charles P. Butler, in Charge of New 
York Office, Advanced to Second 
Deputy; Macpeak Third Deputy 


Thomas J. Cullen has been appointed 
first deputy superintendent of insurance 
in this state by Superintendent Van 
Schaick. Mr. Cullen has been executive 
assistant at the Albany office, and was 
the liaison man between the Department 
and Thomas F. Behan, when the late Su- 
perintendent was confined to his sick 
room before his death. His home is in 
Troy, N. Y. He joined the Department 
about four years ago as registrar. In 
April, 1930, he was made executive as- 
sistant. He quickly made good in that 
position, 

Charles P. Butler, in charge of the 
New York office, has been advanced to 
second deputy. Few men in state official 
channels have done finer service or made 
a better impression than has Mr. Butler 
since coming here as third deputy, fol- 
lowing work as counsel for the Depart- 
ment. His appointment as counsel was 
in April, 1929. He became third deputy 
in November, 1930. During the crucial 
moments in the Department when Su- 
perintendent Behan was dying Mr. But- 


ler was in reality the acting Superin- 


tendent. His work in hearings has es- 
pecially appealed to insurance because 
of his grasp of situations, his fairness 
and ability to make quick decisions. Mr. 
Butler is a graduate of the University 
of Vermont and of Cornell Law School. 

It will be good news that Samuel D. 
Macpeak is coming back to the Depart- 
ment. He has been ill for some months. 
His new title is third deputy. 


G. H. BELL HEADS W. U. A. 
George H. Bell, of Chicago, Western 
manager of the National Fire, is the new 
president of the Western Underwriters 

Association, succeeding -C. R. Street. 


LA BOYTEAUX BACK 
W. H. LaBoyteaux, president of John- 
son & Higgins, returned this week from 
Europe. 














Established 18'79 


The Tokio Marine & Fire Ins. Co., Ltd. 





J. A. Ketsgey, General Agent 


United States Fire Branch: 80 John Street, New York 


Georce Z. Day, Ass’t General Agent 





ASSETS : 
PREMIUM RESERVE 
OTHER LIABILITIES 

NET SURPLUS... ‘ . 








U. S.—Statement December 31, 1930 


$13,257,460.31 
2,265,563.71 
816,124.97 
10,175,771.63 








Gov. Roosevelt Vetoes 
N. Y. Qualification Bill 


IN SYMPATHY WITH PRINCIPLE 





But Held That Measure Before Him 
Was Defective in Several Essential 
Particulars 





Governor Franklin D. Roosevelt of 
New York this week vetoed the agency 
qualification bill which had passed both 
houses of the State Legislature before 
the recent adjournment. This veto meets 
with the approval of the National Board 
of Fire Underwriters and most company 
men, but comes as a severe disappoint- 
ment to the local agents and brokers of 
the state. However, the governor said 
in his veto message that the New York 
Insurance Department will be glad to 
assist the agents in drafting another 
qualification bill for introduction next 
year which will not contain the defective 
parts which the McKay-O’Brien bill con- 
tained and which led to the veto. 

Following is the full text of Governor 
Roosevelt’s veto message: 

“T am in sympathy with the general 
purpose of this bill. I am unable to 
approve it, however, for the reasons con- 
tained in a letter filed with me by the 
Insurance Department reading as_fol- 
lows: 

“The Department of Insurance _be- 
lieves that a written examination for 
insurance agents is in line with progres- 
sive insurance administration. This state 
required written examinations for brok- 
ers in 1928, and that law has worked 
well. A written examination for agents 
will undoubtedly raise agency standards 
and work for the protection of the pub- 


c 

“The present bill is defective in the 
following particulars: 

“*(1) No appropriation is made for 
the additional administrative expense of 
the Department, It is true that, as the 
bill does not go into effect until July 
1, 1932, a subsequent legislature could 
make provision. However, much pre- 
liminary work is entailed in installing 
the machinery to effectively carry out the 
provisions of the bill. The Department 
is now months behind in getting out 
agents’ certificates of authority or li- 
censes where no examination is_ had. 
The bill should carry an appropriation 
available at least three months before 


the examinations are actually held. 


“(2) The sponsors of this bill in- 
tended that this should not and belicve 
that it does not require a written exam- 
ination for agents who have received 
certificates of authority before the act 
takes effect. To carry out this intent, 
the bill provides: “This section as 
amended shall affect only licenses grant- 
ed hereafter, and shall not affect licenses 
granted heretofore.” All agents’ licenses, 
however, under the law, expire on De- 
cember 31 of the calendar year in which 
issued. Any renewal license is a license 
granted in the year it is issued. This 


bill contains the additional provision that 

no examination shall be required for 

the renewal of a certificate of authority 
(Continued on Page 35) 
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ROYAL-LIVERPOOL Companies 


New LOCAL D 


The completed Royal Building at 150 


William Street was formally opened 
Monday morning of this week. Its out- 
standing exterior architectural beauty 


makes it one of the gems of the lower 
New York and the magnificent ground 
floor corridor and new large room hous- 
ing the metropolitan departments of the 
several companies in the groups are un- 
surpassed in beauty by any other insur- 
ance office in the city. For several years 
more than half of the Royal Building 
has been occupied, but the addition ex- 
tending eastward to Gold Street, thereby 
taking up the entire block bounded by 
William, Fulton, Gold and Ann Streets, 
was constructed during the last few 
months. 

In arrangement, equipment, facilities 
and appearance the space devoted to the 
metropolitan departments of the Royal, 
Liverpool & London & Globe, Queen and 
Royal Indemnity, is worthy of the high- 
est commendation. One long, high-ceil- 
ing room extends half way down the 
Fulton Street side on the grade floor, 
along the entire Gold Street front and 
a considerable distance back on Ann 
Street. 

Full length, dark draperies set off the 
long series of large windows in this room. 
A special sound absorbing ceiling pre- 
vents the lateral spread of conversation- 
al noises. There are wide main aisles 
and all the desks are liberally spaced. 
Upon entering this room at the end of 
the long corridor (illustrated on this 
page) one is deeply impressed. Its splen- 
dor, spaciousness and quiet dignity re- 
minds the visitor of the large lobbies 
of New -York’s fashionable hotels. The 
comparison was especially noticeable on 
Monday when many of the department 
heads’ desks carried large bouquets of 
beautiful roses and other flowers. 


Beauty and Efficiency Combined 


Yet this room is keyed up to a high 
state of efficiency, for beauty and utility 
have been effectively combined. The of- 


fice furniture throughout is handsome 
and new, with all modern appointments 
to aid in the prompt despatching of busi- 
ness. Much time and thought was given 
to the floor arrangement before a single 
desk was moved in over the last week- 
end. The improved facilities reflect in 
a concrete and practical way the fre- 
quently expressed intention of these 
well-known insurance companies to ren- 
der the high standard of service which 
will merit the continued patronage of 
agents, brokers and the insuring public. 
Not only on the ground floor but else- 
where, too, is this program of efficient 
concentration and placing of departments 
being carried with the ttmost care. 

Half way down the main _ lobby, 
through a doorway at the right, is found 
the metropolitan department of the 
Royal, under the supervision of Super- 
intendent P. T. Tilly, and also the met- 
ropolitan department of the Royal In- 
demnity under the supervision of Super- 
intendent E. T. Mara. At the extreme 
end of the corridor are the new quar- 
ters of the metropolitan departments of 
the Liverpool & London & Globe, with 
W. C. Howe as manager, and of the 
Queen with J. W. Nichols as local secre- 
tary, the former to the left and the lat- 
ter to the right. 

The suburban departments of the 
Royal, Queen, Newark Fire and Amer- 
ican & Foreign, John Roy, superintend- 
ent, are located on the sub-grade floor 
reached through an individual entrance 
on the Gold Street end of the building. 
On the same floor is located the sub- 
urban departments also of the L. & L. 
& G., the Star and the Federal Union, 
under the supervision of Agency Super- 
intendent J. P. Murray, Jr. For the 
present the cashier of the L. & L. & G.’s 
metropolitan department will be found in 
this location, at the right of the entrance. 

New Central Recording System 


Each desk in the grade floor room is 
connected by telephone with the new 
central recording room downstairs so 
that specific information about fire risks 
may be obtained quickly from a card in- 
dex file instead of having to make ref- 
erence to the maps on each call. The 





Interior of Metropolitan Department’s Headquarters 


EPARTMENTS 





Long Main Corridor on Grade Floor of Royal Building 


information generally written on the map 
borders has been copied onto these cards 
and these are placed in a file directly 
alongside of the desk of the person de- 
tailed to give this data to whoever may 
call for it from any desk in the met- 
ropolitan departments. Thus is saved a 
great deal of running back and forth to 
map racks for information that may now 
be obtained with more speed and less 
effort. 

Another feature in these grade floor 
departments is the presence of desks 
scattered conveniently throughout the 
roum reserved for use of brokers for 
writing and telephoning. 

On the second floor, at the Gold 
Street end of the building, reached by 
newly-installed elevators, is found F. I. 


Crisfield and his staff of adjusters; also 
the general cover department of which 
H. C. Conick is superintendent and the 
inland marine department with J. P. 
Mayer superintendent. At the William- 
Fulton Street corner of the building 
headquarters have also been provided on 
the second floor for the publicity depart- 
ment of which R. W. Smiley is super- 
intendent. 

Prior to this general rearrangement 
and concentration of department head- 
quarters the L. & L. & G. metropolitan 
department was located at 123 William 
Street for many years. The Queen’s 
local department makes the change after 
having been located for some time in 
temporary quarters at 156 William 
Street. 





STATE AGENT FOR ROYAL 


Cecil L. Davis has been transferred 
from the special service department of 
the Royal to the position of state agent 
for Wisconsin to succeed E. O. Basse, 
who has resigned on account of his 
health. Mr. Basse will take an extend- 
ed vacation and will announce his future 
plans at a later date. Mr. Davis has 
lately been engaged in agency service 
work throughout western territory, spe- 
cializing in use and occupancy and vari- 
ous side lines, prior to which he was 
state agent in Kansas and Missouri for 
the Royal and affiliated companics. 





ON TRIP TO WEST COAST 

Otho E. Lane, president of the Fire 
Association group, and Franklin Van- 
derbilt, vice-president of the Constitu- 
tion Indemnity, are now in California in 
connection with the joint fire-casualty af- 
fairs of the companies. Mr. Lane in- 
tends to return to Philadelphia by way 
of Texas where he will visit the general 
agency of Trezevant & Cochran. 





MARINE OFFICE TO MOVE 
The Marine Office of America is mov- 
ing tomorrow, April 25, from its head- 
quarters on Beaver Street to the twen- 
ty-fifth, twenty-sixth and twenty-sev- 


enth floors of the new building at 116 
John Street. Samuel D. McComb is 
manager of this marine underwriting or- 
ganization and O. C. Torrey assistant 
manager. The Marine Office of America 
has been on Beaver Street for more than 
a decade and represents a number of 
the largest marine writing companies. 





Ww. U. A. PUBLICITY REPORT 

W. H. Lininger, of the Springfield Fire 
& Marine, presented the report of the 
Committee on Publicity & Education at 
the Western Underwriters Association 
meeting at Atlantic City this week. This 
reviewed the large amount of literature 
issued since the last meeting to meet 
the competition of the mutuals and re- 
ciprocals, with letters from agents saying 
that it has been helpful in holding or 
regaining lines from the assessment com- 
panies. Much material dealing with fire 
prevention and education work has also 
been issued, especially on farm insurance 
conditions, the total distribution since 
the last meeting being 946,000. 





OPENS BRANCH OFFICE 
Tiernon & Co. Buffalo agency, has 
opened a branch at Niagara Falls with 
Reginald F. Meek manager. It oper- 

ates in all branches of insurance. 
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Bulkley President Of 
Factory Association 


LAYTON REFUSES RE-ELECTION 


E. J. Sloan and F. C. White Vice-Presi- 
dents; Annual Meeting in New 
York Well Attended 





George G. Bulkley, president of the 
Springfield Fire & Marine, was last week 
elected president of the Factory Insur- 
ance Association which held its forty- 
first annual meeting at the Hotel Van- 
derbilt in New York on Thursday even- 
ing. About 150 attended the meeting, 
including many officers of the seventy- 
five stock fire companies which are 
members of the association. Manager 


H. P. Smith reported on the year’s ac- 
President Frank D. Layton of 


tivities. 





GEORGE G. BULKLEY 


the National Fire of Hartford, who has 
been president of the F. I. A. for the 
last two years, declined re-clection. 

The other officers elected last week to 
serve with President Bulkley are as fol- 
lows: Vice-President, E. J. Sloan, vice- 
president of the Aetna (Fire), and F. C. 
White, vice-president of the Hartford 
Fire; secretary, J. H. Vreeland, United 
States manager of the Scottish Union 
& National, and treasurer, J. K. Hooker, 
vice-president of the Automobile. F. 
Minot Blake, secretary of the Phoenix 
of Hartford, was re-elected chairman of 


the executive -committee. The other 
members of this committee are: 

C. W. Pierce, vice-president of the 
Continental; C. Shallcross, United 


States manager of the North British & 
Mercantile; Logan J. Borland, secretary 
of the Great American; Gilbert Kingan, 
president of the Orient; F. D. Layton, 
president of the National Fire, and John 
Kremer, vice-president of the Insurance 
Co. of North America 





PIEDMONT DOUBLES CAPITAL 

The Piedmont Fire of Charlotte, N.C., 
one of the subsidiaries of the Aetna 
(Fire) group, has increased its capital 
stock from $100,000 to $200,000 and com- 
pleted plans to extend its operations to 
other states. 
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FIRE AND CASUALTY 


ROSSIA INSURANCE COMPANY 


of America 


THE FIRE REASSURANCE COMPANY 
of New York 


METROPOLITAN FIRE INSURANCE COMPANY 
of New York 
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HEADS ALLEMANNIA FIRE 





G. W. Unverzagt Elected President; W. 
A. Steinmeyer Chairman of the 
Board; Other Promotions 

The directors of the Allemannia Fire 
of Pittsburgh at a special meeting last 
week elected G. W. Unverzagt president. 
He succeeds the late William Steinmeyer. 
Mr. Unverzagt has been with the com- 
pany since 1906. In June, 1920, he was 
elected assistant secretary and in Jan- 
uary, 1926, was elected director, secre- 
tary and treasurer. He became vice- 
president on September 14, 1927. 

William A. Steinmeyer has been elect- 
ed chairman of the board of directors 
of the Allemannia. This-is a newly 
created office. He was first elected a 
director in December, 1911, and two 
years later became identified with the 
management as assistant to the presi- 
dent. On September 8, 1920, he was 
elected vice-president and in January, 
1928, became treasurer. 

W. A. Forrest, Jr.. was last week 
elected a director, secretary and treas- 
urer. He has been with the company 
since January, 1928. In September of 
the same year he was elected assistant 
secretary. Prior to joining. the Alle- 
mannia Mr. Forrest was with Crum & 
Forster for many years. D. H. Doherty 
was last week elected assistant secretary 
and assistant treasurer. He has been 
associated with the company since Sep- 
tember, 1915. 





L. & L. & G. CHANGES IN PA. 





Special Agent G. T. Butler Transferred 
To N. Y. Suburban Area; Petrik’s 
Territory Enlarged 

The Liverpool & London & Globe has 
made the following field changes in 
Pennsylvania: Special Agent George T. 
Butler is transferred from central Penn- 
sylvania to New York suburban territory 
with headquarters at 150 William Street, 
New York City. The territory super- 
vised by State Agent Godfrey S. Petrik 
has been increased to include part of cen- 
tral Pennsylvania and he will be assist- 
ed by Special Agent Ray H. Priest, who 
was recently transferred to the field from 
the home office. Their headquarters will 
be in the Arrott Building at Pittsburgh. 

The remainder of central Pennsylvania 
has been added to the territory super- 
vised by Special Agent A. W. Kline, 
who will continue to operate from his 
pent headquarters at Wilkes-Barre, 

a: 





Position of Agents In 
Home Town Ownership 


ACTING AS INDIVIDUALS ONLY 





Movement Against Chain Stores and 
Other Alien Ownership Makes Head- 


way; “Power Development” Data 





Reports that insurance agents are 
picketing chain stores, advising prospect- 
ive customers to go elsewhere, are de- 
nied by officers of various agency asso- 
ciations seen by The Eastern Underwrit- 
er. Likewise, reports that agents’ asso- 
ciations are passing resolutions or taking 
other action as associations in the “pat- 
ronize home town ownership” movement 
which is sweeping certain parts of the 
country are denied. It is admitted, how- 
ever, that there are some insurance 
agents active in the movement as it could 
not be otherwise as whenever there is 
a large co-operative movement of a civic 
character there will always be insurance 
men participating because you can’t take 
a cross section of community leaders 
without finding some insurance men 
among them. 

Individualistic Movement Growing 

The sentiment now being built up in 
some of the smaller cities in favor of 
“individualism in business and profes- 
sion” is: growing. There is even a news- 
paper which is being printed in various 
towns—with the same text, but in each 
town under a local name. Copies of this 
newspaper are distributed by the tens 
of thousands of copies, in some places 
every home and apartment getting a 
copy. The editor of these papers is Earl 
Akers, a former state treasurer of Kan- 
sas and once mayor of Topeka. He has 
been living in California for five years 
and has made many addresses on the 
home patronage idea. 

The Eastern Underwriter has received 
one of these papers, which bears the title 
“El Centro Home Builder,” published in 
El Centro, Cal. At the top of the flag- 
staff are two boxes. One of them reads, 
“For the home, the state, the nation.” 
The other reads, “For our town, our 
churches and schools.” The captions of 
the stories reflect the context. “Greed 
would Monopolize the Rubber Business,” 
“Community Dollar Belongs Where Cre- 
ated,” “He Bought Himself Out of a 
Job,” “This Town Belongs to Its Local 
Citizenship,” “Intelligence Must Over- 
come Non-Intelligence.” 

In a number of cities a questionnaire 
of “power development information” ‘s 


being signed. In insurance this data is 
used to influence placing of business with 
local agents where it goes or threatens 
to go to outside brokers. The question- 
naire reads as follows: : 


Power Development Information 


“For the benefit of the members of 
your community and the state it is quit 
necessary that the central office be fur- 
nished with definite statistics pertaining 
to your business. You are requested to 
furnish this office with the information 
herein requested. I can assure you that 
the particular information furnished by 
you will be kept confidential and its par- 
ticular identity will be lost in volume 
figures. Please do not hesitate to fill 
out the questions and mail them in at 
once as this will be as much to your 
benefit as to anyone else. 


1. Number of salaried employes or 
commission solicitors in your office. 

2. Total amount of monthly salary or 
commission paid to the above. 

3. Number of individuals, partners, or 
executive officers making up the 
ownership of your business. 

4. Amount of monthly remuneration 
drawn by the above individuals, 
partners or executives. 

5. Total number of voters in your or- 
ganization including employes, so- 
licitors, yourself, partners or execu- 
tives. 

6. Total number of individuals making 
up the families of employes, solici- 
tors, yourself, partners or execu- 
tives. 

7. Total number of voters in the fami- 
lies of your employes, solicitors, 
yourself, partners or executives. 

8. Estimated total amount of taxes to 
city, county and state paid by your- 
self, partners, executives, employes, 
solicitors and families of same. 
(Give this figure in total in dollars 
and cents.) 


“We are attempting to secure this in- 
formation from every insurance agent in 
our state. When the totals are received 
as pertaining to the state in each of the 
above questions, they will be furnished 
to any agent requesting same and will 
be furnished to every secretary of every 
local board where there be one, also the 
total figures as pertaining to each ter- 
ritory in which there is a local board will 
be furnished; in other words, total state 
figures and total local community figures. 


“It will be considerable work on the 
part of your secretary to compile these 
figures, but you can readily see the ben- 
efit they will be to you to use in solicit- 
ing insurance in your community, in so- 
liciting your assureds who now favor 
mutual insurance and in reclaiming chain 
store insurance to the local community 
where the values are domiciled. Very 
truly yours, “Secretary.” 





KENTUCKY AGENTS’ MEETING 


The annual meeting of the Kentucky 
Association of Insurance Agents, or lo- 
cal agents of the state, will be held at 
the Brown Hotel, Louisville, June 17 and 
18. Norman I. Taylor of Burnside, Ky., 
is president; and Leo E. Thieman, sec- 
retary of the Louisville Board of Fire 
Underwriters, is also secretary of the 
state body. 





DEATH OF LEOPOLD JAY 
Leopold Jay, president of the Newark 
insurance and real estate firm of Jay & 
Jay, Gied last week at the age of 67 years. 
He was formerly for many years a cloth-, 
ing dealer. Born in Newark Mr. Jay 

spent all his life in Essex County. 
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‘SAN FRANGISGO IN RUINS 


514 City Blocks Wiped Out—28,000 Buildings! 
- Destroyed— — Damages Mounted to.$350,0U0,000)° 
Over 300, 000 Homeless. 


SAN FRANCISCO, April 18, 1906—25 years ago—Following 
jan earthquake shock at 5:13 A.M., fire, uncontrolled from lack 
ab | of aw; er, ravaged the ey for three days and two nights. 





















secured all Company records. Almost 
. | before the smoke had cleared from the |. 
smouldering ruins, claims were being 

paid at new temporary quarters.. 
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J. R. Moore Discusses 
Automobile Problems 


HOPES FOR FINANCE SOLUTION 





Manager of National Auto Underwriters’ 
Association Asks Agents’ Help on 
Excess Commissions 





Granting that local agents should re- 
ceive somewhat greater remuneration for 
automobile business than for straight 
fire risks, J. Ross Moore, manager of 
the National Automobile Underwriters’ 
Association, told the members of the Am- 
erican Association of Insurance General 
Agents at their annual convention this 
week at Dallas that local producers ought 
not to strive for obviously excess com- 
missions because by so doing they aided 
the development of automobile insurance 
specialty companies sponsored by manu- 
facturers, mail order houses and others. 
Mr. Moore asked for the co-operation 
of the general and local agents to main- 
tain the acquisition cost of automobile 
insurance upon a reasonable level. 

Although Mr. Moore has been man- 
ager of the National Automobile Under- 
writers’ Association for several years this 
is one of the first occasions upon which 
he has spoken publicly upon the prob- 
lems and opportunities of auto insurance. 
He was listened to with much interest 
as he discussed individual and fleet rates, 
manuals, the finance situation and other 
matters of national interest. With re- 
spect to finance business which affects 
more than half of the new cars sold an- 
nually Mr. Moore said that the associa- 
tion still has before it certain concrete 
proposals which it hopes will lend stabil- 
ity to insurance on instalment-sold cars 
and which will prove satisfactory to the 
majority, if not all, of the interests con- 
cerned. 

“It is estimated that 50% to 60% of 
all new cars are annually sold on the 
instalment plan, corresponding roughly 
to what is known as wholesale business 
in other commercial activities,” said Mr. 
Moore. “For the insurance companies 
this creates a very real problem. Finance 
insurance business is the result of these 
fundamental changes in merchandising 
of automobiles. Most certainly the in- 
surance companies themselves are not 
responsible for these changes but they 
are asked to provide the necessary in- 
surance therefor. It has often been said 
that insurance companies should be able 
to handle their own business. ° 


Problem of Finance Risks 


“It is generally conceded that the 
brains in the insurance world are equal 
to those in average business endeavors 
but some critics overlook the fact that 
while insurance is the foundation-stone 
of nearly every legitimate activity in 
these modern times, it does not always 
have the same freedom in meeting its 
problems as do others in the business 
fraternity. In order to solve this finance 
problem, the companies again must meet 
the ideas of the insurance companies 
themselves, the insuring public, the au- 
tomobile industry, finance companies, 
your agency system and last—but by no 
means least—the insurance statutes of 
the various states. This has constituted 
a continuing problem.” 

Mr. Moore said there has been a down- 
ward trend in recent years of rates of 
automobile risks written by fire compa- 
nies, especially in theft rates. This he 
explained to be due to the following 
factors: greater co-operation by police 
and other legally constituted authorities; 
more efficient service on the part of the 
insurance companies’ theft bureaus; 
greater assistance from automobile man- 
ufacturers in making identifications; de- 
velopment of both state and federal theft 
legislation, and the depressed value of 
used cars. One of the greatest needs at 
the present time, however, he said, is 


uniform theft laws and vigorous enforce- 
ment thereof. 

Speaking specifically on the subject of 
automobile insurance manuals and rates, 
Mr. Moore said in part: 

“General agents and agents frequently 
ask us questions like these: 

“Why don’t you use a |jst price basis 
of rating? 

“Why is the Manual seemingly so 
complicated? 

“Why are fire and theft rates so high? 

or 

“Why are they so low? 

“Please do not forget that in every 
automobile underwriting situation there 
are many interests to be considered. 
Without attempting to list them in their 
order of importance, they are those of 
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the insurance companies themselves; the 
viewpoints of the agency field—you and 
your local representatives; the automo- 
bile industry as a whole; the insuring 
public; and, lastly, but by no means least, 
the Insurance Departments of our vari- 
ous states. To bring these five factors 
into harmony on any question would be 
an almost utopian condition and, right 
now exceeds the fondest hopes of any 
of us charged with the responsibility. 


Rating Cars by List Prices 


“To look for a moment at the list price 
method of rating, thereby creating a very 
simple Manual under which the rates 
would be shown according to the list 
price of the car irrespective of its make: 
So to do would require the establish- 
ment of certain arbitrary list price 
groups. Some of you will remember that 
we had that plan at the beginning of the 
business and I hope you also remember 
some of the difficulties resulting. Five 
dollars’ increase or decrease in the list 
price of the car frequently changed its 
rate without necessarily a change in the 
hazards. 

“Moreover, such a basis of rating might 
well group important competitive makes 
of cars under the same rates; as for 
example, the Ford, the Chevrolet and the 
Whippet, and that was actually one of 
the results when the system was origi- 
nally used. The Chevrolet might well 
complain that its statistical experience 
was helping to carry the experience on 
the Ford and the Whippet, or the Whip- 
pet might well claim that it was carry- 
ing the burden for the Ford and Chev- 
rolet or Mr. Ford might insist that fa- 
vorable experience on his car was help- 
ing his competitors insurance-wise. 

“Under our present method whereby the 
the bulk of the present-day auto output 
creates its own rates on the basis of its 
actually developed experience, there can 


(Continued on Page 26) 


General Agents Seek 
Casualty Settlement 


DEPLORE EXCESS COMMISSIONS 





President Stebbins of General Agents’ 
Association Also Talks on Commis- 
sions at Dallas Meeting 





The future of the general agency sys- 
tem for fire insurance companies appears 
most hopeful, Herbert Cobb Stebbins of 
Denver, Colo., president of the American 
Association of Insurance General Agents, 
told the Association at its annual con- 
vention on Monday at Dallas, Tex. He 
said that there are many of the opinion 
that the future handling of the business 
will be largely in the hands of bona fide 
supervising general agents in those sec- 
tions of the country removed from the 
home offices. He was also optimistic be- 
cause the separation of the local and 
general agency fire business is now’ tak- 
ing place throughout the country except 
in a few places where means have not 
yet been found to secure this separa- 
tion. 

However, President Stebbins said he 
regretted to report that the situation 
with regard to casualty and surety com- 
panies was not so favorable because lo- 
cal agents are still being appointed so- 
called general agents merely for the sake 
of paying excess commissions. He hopes 
that the time is not far off when the 
casualty and surety executives will co- 
operate with the general agents’ asso- 
ciation to the same degree as the fire 
company officers are now doing. 

Another subject touched upon by 
President Stebbins in his annual report 
to the association was that of commis- 
sion payments. He said he believed that 
the question of statutory control over 
commissions is now vital and that it will 
not be long before many states will 
regulate commission costs. He assumed 
that most general agents are opposed to 
state control of commissions for the rea- 
son that such would result unfavorably. 

In this connection Mr. Stebbins said 
that the possibility of such legislation 
forcibly emphasizes “the wisdom of at 
all times avoiding the common mistake 
of ‘confusing the remuneration paid to 
supervising general agents with commis- 
sion acquisition cost and likewise shows 
the wisdom of divorcing from all gen- 
eral agencies any semblance of local 
agency operations.” 

Reverting to his discussion of general 
agency problems with casualty and sure- 
ty companies President Stebbins said: 

Hopes for Casualty Settlement 

“IT do not believe that there is any 
need for a different method of operation 
general agency-wise in the surety and 
casualty business than in the fire insur- 
ance business. It is my belief that time 
will prove that there is just as much 
need for bona fide supervising casualty 
general agencies having no interest in 
any local agency and writing no local 
business, as there is for such fire in- 
surance general agencies. 

“As long as the surety and casualty 
companies maintain rules which make it 
possible for such a multiplicity of so- 
called general agency appointments to be 
made throughout the nation and as long 
as the casualty title ‘General Agent’ sig- 
nifies nothing more than the fact that 
the maximum scale of commissions is 
being paid to such agents, the incentive 
for any bona fide supervising general 
agent to develop a surety and casualty 
business is lacking and the commission 
acquisition cost of the surety and cas- 
ualty companies will continue to mount. 

“It is no secret that local agents have 
no .difficulty in securing the maximum 
scale of commissions upon their surety 
and casualty business in most sections 
of the country whether they be called 
‘General Agents’ or not. There are 
thousands of such cases where the com- 
panies are knowingly paying the top 
commission cost for business without re- 
ceiving any supervisory service therefor, 


which is not rendered by local agents 
receiving the minimum commission scale. 

“The rules regarding acquisition and 
field supervision cost for casualty insur- 
ance were passed in 1923 and revised in 
1925, and in my opinion have in many 
ways outlived their usefulness. 

“T believe this is particularly true in 
connection with that portion of the rules 
pertaining to general agencies and branch 
offices. The number of casualty com- 
panies has been so largely increased 
since the rules were established that the 
complexion of things has materially 
changed. 

Feels Rules Will Be Changed 

“Because of the universal dissatisfac- 
tion expressed by surety and casualty 
general agents, which is not by any 
means confined to the members of this 
organization, I feel that it is only a ques- 
tion of time until the rules will be 
changed. 

“My files are full of letters from cas- 
ualty general agents who do not belong 
to our association, outlining their prob- 
lems and the difficulties which confront 
them in retaining a casualty plant under 
the existing rules. 

“During the past year we have con- 
sistently sought recognition of certain 
fundamental essentials of the true gen- 
eral agency system of operation. We 
have done everything within our power 
to secure the support and co-operation 
of insurance executives, insurance com- 
missioners, general agents and_ local 
agents in obtaining recognition of the 
principles; 

“That no general agency should write 
any direct business in competition with 
local agents but should, on the contrary, 
confine itself in every particular to the 
various duties peculiar to a supervising 
general agency; 

“That the remuneration of bona fide 
supervising general agency is not com- 
mission acquisition cost and_ should, 
therefore, not be reported by any insur- 
ance company as commission cost but 
should be classified with all other ex- 
penses of management and supervision; 

“That the title ‘General Agent’ should 
never be used to designate an individual, 
firm or corporation engaged in the writ- 
ing of local business by any fire, auto- 
mobile, casualty or surety company. 

_ “I recommend to the incoming admin- 
istration that our executive committee 
(Continued on Page 26) 


General Agents Meet 


(Continued from Page 1) 
encountered when the I. U. B. first start- 
ed to operate have been solved, and while 
many yet remain to be tackled, the Board 
is giving real service and furnished need- 
ed coverage. He likewise cited some of 
the changes made recently by the I. U. 
B. to render its service more thoroughly 
satisfactory. 

President Stebbins of the General 
Agents’ Association expressed himself as 
satisfied with the progress made in ne- 
gotiations with fire companies to sepa- 
rate general and local agency business 
by having general agents act in a super- 
visory capacity only and not as competi- 
tors of local producers. He said, how- 
ever, that the situation is not so favor- 
able with respect to casualty business as 
many of these companies are still pay- 
ing top commissions to so-called general 
agents who really are nothing but local 
producers in control of desirable busi- 
ness. He is hopeful, nevertheless, of 
further co-operation on this subject from 
casualty companies and the association 
will carry on its negotiations with both 
the fire and casualty insurers. 

Other speakers at the general agents’ 
convention included Mabry Seay of Dal- 
las, a member of the executive commit- 
tee of the National Association of In- 
surance Agents; Cyrus K. Drew, editor 
of the Insurance Report of Denver; K. 
S. Dargan of Cravens, Dargan & Co. 
general agents of Houston, Tex., and 
Edward Wright, vice-president of the 
Industrial Insurance Co, of Dallas. 
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-LOYALTY GROUP 


TRUE OPTIMISM 


True Optimism is Faith; Faith in Humanity; Faith in the Nation: Faith in its Institutions: 
Faith in Yourself: Faith in the Present; and Faith in the Future. 


False Optimism is Hope based on Desire. 


Pessimism is compounded of lack of Faith in all that True Optimism is founded upon. and is acknowledg- 
ment of unbelief in self. too often coupled with the wish to profit through the misfortunes of others. 

History, that Just Judge of Humanity. reads the record and inexorably records the verdict. 

The Verdict is. always has been. and always will be that True Optimism is justified and its results proven: 
that False Optimism cannot last because of its unsound foundation: and that Pessimism cannot prevail. but 
must ever fail because of its inherent untruth and viciousness. 


History records that the world progressed. and was in every way better and more prosperous in the year 
100 than in the year 1 A. D.. History records that the world progressed. and was in every way better and 
more prosperous in the year 1000 than in the year 100 A. D.. History records that the world progressed. and 
was in every way better and more prosperous in the year 1900 than in the year 1000 A. D.. and History will 
continue to record the progress of the world. and this record will show the year 2000 in every way better and 
more prosperous than the year 1900 A. D. It is reasonable to believe, and it is wise to believe, and 
most people do believe that the year 1931 will be in every way better and more prosperous than the 
year 1930. Voice, therefore, your belief by word and act and aid it to come true in fullest measure. 

Almost two thousand years ago a wise teacher and leader of men said: 

‘‘Now Faith is the substance of things hoped for, the evidence of things not seen"’. 
Today Faith is as then. Today, as then, True Optimism is Faith. Thinking men must be and are True Opti- 
mists. That individuals have suffered misfortunes in the past and many have succumbed. and that individuals 
will suffer misfortunes in the future and more will succumb. cannot be denied, but such misfortunes. however 
hard for the individuals, are after all individual misfortunes and will not. in fact cannot stay the world march 
of progress and prosperity. . 

Do not be ashamed of your True Optimism, and do not be afraid to express it because you 
fear some pessimist may ridicule it and tell you that some day he will say ‘‘I told you so’’. Have 
courage and make known your True Optimism by voice and deed; make known your Faith in 
Humanity; make known your Faith in your Nation; make known your Faith in the Future; 
make known your Faith in Yourself; and make known your Faith that the tide has turned and 
that Prosperity has its hand stretched to knock at the door, and will surely enter if we but heed 
it, instead of harkening to cowardly fear. 
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I. U. B. Is Making Real 
Progress, Says Dumont 


ADDRESSES GENERAL AGENTS 





Manager Says 172 Companies Are Now 
Reporting to Association; Many 
Early Problems Solved 





The Interstate Underwriters Board is 
now making real progress, Manager John 
R. Dumont told the American Associa- 
tion of Insurance General Agents at its 
convention in Dallas this week. He said 
that while the I. U. ®. has been con- 
fronted with many perplexing problems 
during the last year it has been able in 
most instances to solve these in a satis- 
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factory way. The number of companies 
reporting regularly to the I. U. B. is now 
172 as compared with 150 four months 
ago and only 100 eight months age. 

Ir. Dumont told the convention that 
the I. U. B. was the first of the com- 
pany organizations to accept the general 
agents’ association definition of a’ bona 
fide general agent. The effect of this 
definition is to place the legitimate gen- 
eral agents in the country on an equal 
basis, so far as the rules of the I. U. B. 
are concerned, with branch offices, and 
recognized the fact that the compensa- 
tion paid to a general agent is some- 
thing different from that paid to local 
agents, and not a part of the acquisition 
cost. 

Specifically mentioning some of the 
other accomplishments of the I. U. B. 
during the last twelve months Manager 
Dumont said: 

New Application Blank 

“Another. forward step taken was the 
adoption by the I. U. B. of a new appli- 
cation blank embodying an agent’s or 
broker of record letter. This must be 
signed by the assured, appointing an 
agent or broker as the sole representa- 
tive of the assured at the Interstate Un- 
derwriters Board for the purpose of ne- 
gotiating with the board with respect to 
any insurance of the classes coming 
within its jurisdiction on the property 
described in the application. It also pro- 
vides that such authorization revokes any 
authority heretofore given with respect 
to such forms of insurance. 

“The application itself has a number of 
questions which are aimed to bring out 
the antecedents of the risk and has done 
a great deal toward stopping the switch- 
ing of the business from one member 
company to another. 

“T think I should stress here the im- 
portance of having these applications 
completed in detail. Be sure proper 
street addresses are given for each loca- 
tion, that all questions are answered and 
that the application is properly signed 
by the assured. This will speed up I. 
U. B. service as we must return the ap- 
plication otherwise. 

“It is also a real protection to the 





agents and the companies. As a matter 
of practice in our offices, whenever we 
receive a new broker of record, we im- 
mediately notify the former broker of 
record and the company interested that 
they have been superseded and we wait 
for ten days thereafter before we will 
do anything toward computing an ad- 
visory average rate. Furthermore, we 
are very careful in checking the list of 
locations and values on the new applica- 
tion to make certain that these are cor- 
rect and that this is not an attempt to 
file fictitious values or practice some sub- 
terfuge. 


“The I. U. B. has always refused to 
compute an advisory rate unless we are 
satisfied that the entire line is under 
central control and single ownership. We 
have been approached a number of times 
with requests to handle associations, but 
it is our opinion that this is not proper. 
As a means of checking these cases, dur- 
ing the past year we have subscribed to 
a national reporting organization so that 
whenever there is more than one as- 
sured named or we have any doubt in 
our minds on the question of single own- 
ership or control, we immediately ask for 
a credit report. We do not rely on the 
statement of the company, the assured 
or the agent. 


Monthly Reports of Values 


“Other safeguards and methods of 
closely checking have been developed this 
past year. Commencing with the Octo- 
ber monthly reports of values, all asso- 
ciated companies have been required to 
file with the Interstate Underwriters 
Board a copy of these reports signed by 
the assured. These are all tabulated 
and compared with the values as sub- 
mitted in the original application, and 
specific insurance if any noted, which 
might have a vital bearing on the rate. 
On the 12th report of values, we also 
require a statement of all losses paid. 
This gives us a constant check as to 
the accuracy of the estimated average 
values as submitted and also a check-up 
on the locations which have been fur- 
nished in order to qualify for I. U. B. 
advisory rating. In cases of any wide 
discrepancy, the I. U. B. advisory rate 
is withdrawn and the company requested 
to discontinue the policy. 

“One of the worst troubles with re- 
porting forms prior to the organization 
of the I. U. B. was the inability to se- 
cure reports of value promptly. We 
have a rule that the I. U. B. will not 
compute any renewal advisory rate until 
it has received at least eight monthly 
reports of value. In view of the fact 
that the company and the agent or brok- 
er is usually desirous of having the re- 
newal rate computed thirty to sixty days 
before expiration, this keeps the reports 
very close up to that period. 

“We also have a very complete sys- 
tem of follow-up on these reports. I as- 
sure you that reporting is undoubtedly 
in better shape today than ever in the 
history of our business. 


“For the past two years the manage- 
ment has been very insistent on putting 
in a system of auditing the assured’s 
books, as we believe this will bring about 
many good results. We have gone so far 
now as to submit a plan to our govern- 
ing committee which has been adopted 
in principle and a small committee ap- 
pointed to work out the details. Natur- 
ally it will take some little time before 
this can be put into actual effect. If 
our plan is carried out the matter of 
auditing will be centered in the I. U. B. 
and the auditing of every contract wiil 
be compulsory. 

“From actual experience we are cer- 
tain that this will prove not only bene- 
ficial to insurance companies and agents 
but also to the assured. It usually re- 
sults in increased values being reported 
for insurance purposes and at the same 
time eases the mind of the assured in 
regard to the possibility of becoming a 
contributor under his reporting of float- 
er form of contract. 


Keeping Limits Within Reason 
“Another new rule found in the April 
15 revisions but not effective until June 
1, 1931, is as follows: 
“Provisional Amount 


under Forms 


No. 2 shall not be less than the highest 
limit of liability at any one location.’ 

“This was adopted in order to keep the 
limits within reason and to guarantee the 
company a proper premium for such lia- 
bility. Some agents, brokers and as- 
sureds have been asking and demanding 
limits much beyond the requirements 
necessary to amply protect the assured 
for fluctuations. The companies neces- 
sarily have to underwrite on the limits 
and if these are unnecessarily high the 
company oftentimes must reinsure while 
if reasonable and necessary limits were 
used the company could retain a larger 
percentage of the contract net. 

“Tt is unfair and poor salesmanshin to 
ask for excessive limits and should al- 
ways be discouraged. 


Over-Writing Commissions 


“There seems to be some question in 
the minds of some local agents in regard 
to the so-called over-writing commis- 
sions. These agents apparently do not 
understand how this must be handled. 

“Under the interpretation of the com- 
mission rule of the Interstate Underwrit- 
ers Board adopted last November, the 
producing agent receives 10% on the 
entire line at the inception of the policy. 
He is then permitted an additional 5% 
on that portion of the premium as is ap- 
plicable to the liability located in the 
city or town and immediate vicinity in 
which such agent is commissioned. . ‘This 
allows 5% to be paid to other agents 
throughout the country where values are 
similarly located. This 5%, however, can- 
not be paid until after the final report 
and adjustment is made. 

“When you take into consideration 
that the first daily report passing 
through the I. U. B. for stamping was on 
September 1, 1929, and that it is prac- 
tically impossible for a company to se- 
cure the final report of vaiues and make 
its final adjustment until sixty to ninety 
days after the end of the policy year, the 
agents should readily understand why 
these, over-writing commission checks 
have not come to them sooner. 

“IT have personal knowledge that thou- 
sands of these checks have been distrib- 
uted during the last four months. One 
group of companies alone tells me that 
they estimate they will distribute over 
20,000 of these checks during the next 
twelve months. I anticipate that when 
these reach the local agents as they are 
now doing, we will hear less complaint 
on this score. 

“The interpretation which the I. U. B. 
placed on the commission rule was an 
attempt to conform to the agents’ pledges 
to the National Association of Insurance 
Agents in regard to over-writing com- 
missions. Apparently this pledge has not 
met with favor with some of the mem- 
bers of the National Association them- 
selves when applied to multiple location 
coverages.” 





MEIJI ADMITTED TOU. S. 





J. A. Kelsey Will Be Underwriting 
Manager; Assoc.ated With Tokio M. & 
F. and Standard Fire Here 
The Meiji Fire of Tokio, Japan, has 
been admitted to the United States and 
licensed in New York State for fire in- 
surance. Johnson & Higgins are United 
States managers of the company and 
the underwriting will be done by Joseph 
A. Kelsey, general agent, and George Z. 
Day, assistant general agent. Thus the 
Meiji will be associated with the man- 
agement which has the Tokio Marine & 
Fire and the Standard Fire of New 
York. The Meiji starts business here 

with total assets of $1,008,283. 





KENTUCKY FIRE MEETINGS 

In connection with the semi-annual 
meeting of the Kentucky Fire Under- 
writers’ Association, scheduled for the 
Lafayette Hotel, Lexington, Ky.,:May 13 
and 14, the Kentucky Fire Prevention 
Association will also meet on May 14. 
The Kentucky Pond of the Blue Goose 
will arrange a dinner and dance the 
night of May 14. A larger than usual 
attendance of company officials from Chi- 
cago is anticipated. 


Auto Insurer Recovers 
In Parking Lot Case 


OPERATOR HELD RESPONSIBLE 





Facts of Auto Theft Showed Negligence 
in Care of Cars; Liability Denial 
of No Use 





Insurance companies writing auto 
theft lines in Michigan were given 4 
source of recovery in the case of thefts 
from parking lots in an opinion handed 
down by the Michigan Supreme Court in 
General Exchange of New York \s. 
Service Parking Grounds, Inc. There 
has been much laxity in the administra- 
tion of parking lots, particularly in De- 
troit, and frequent thefts have been re- 
ported. Apparently there has been no 
previous instance carried through the 
courts there, however, in which an in- 
surer, acting under its subrogation 
rights, has obtained a judgment against 
a parking lot operator. 

The parking lots are in the habit of 
giving out claim checks in the wording 
of which they expressly repudiate re- 
sponsibility by declaring “We are not 
insurers.” This fact may have prevented 
previous suits, but the Supreme Court 
virtually holds it meaningless as it af- 
fects any such organizations which do 
not show proper zeal in guarding the 
property of others for hire. 

In the case just decided, the Genera] 
Exchange was insurer for one David S 
Block, who had been utilizing a parking 
lot convenient to his place of business 
for several weeks before his machine 
was stolen. He had _ been habitually 
parking the machine in the morning, re- 
ceiving a day claim ticket, and drivine 
it away in the evening some time after 
the day parking limit had expired. 

The ticket he received warned that the 
lot was without attendants after the dy 
hours, but night parking was apparentl: 
accepted, according to the testimony, an’ 
service was given until nearly midnight 
The failure to hold Block to the d- 
parking terms, by accepting without pr-- 
test his ticket when presented in t' 
evening, nullified any wording of the 
ticket itself, the court held. Finally ** 
car was missing one evening when cill~ 
for. Block filed a claim with his incure: 
and received $375, value of the marhire 
the insurer taking subrogation rights. 


Lower Court Dismissed Case 


When the car was finally recovered * 
was found to be worth only $150 ar’ 
the company sued the parking lot for the 
difference. It was brought out at the 
Circuit Court trial that the only atten’. 
ants at the lot in the evening were an 
aged woman and a 14 year old girl wh 
lived in a shack overlooking the lot. The 
lot was unlighted in the evening, it ws 
disclosed, was located in a district where 
there were many residents and habituss 
of questionable character, and the ex’ 
and entrances to the lot were unguerde’ 
The circuit judge, although evidently ¢v- 
bious as to his own decision since b: 
expressed a hope that the case would )- 
appealed and reviewed, held that t'> 
parking lot company’s showing of the’ 
in view of the circumstances, warran‘c’ 
a verdict of no cause of action. 


The Supreme Court disagrees diam“: 
rically with the lower court’s decision” 
finding that the parking lot managem¢ nm 
accepted responsibility for cars par! 
on its property at least to the extent a 
providing reasonable care and allowine 
no machine to be removed without a 
showing of the proper claim check. 
Every circumstance surrounding — the 
theft of the Block car indicated ne¢gli- 
gence on the part of the parking lot 
management, it was found, and proved 
culpability for the loss. A 1919 law was 
cited holding garage owners and others 
accepting cars for storage liable for dam- 
ages and declaring that “proof of dam- 
age is prima facie evidence that the dam- 
age was the result of the negligent act 
of the owner... of the establishment 
where stored.” Total loss of the machine 
must be considered. as included in the 
word “damage,” the court found, and 


the same principle applied. 
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Moore on Automobile Problems 


(Continued from Page 22) 


be no such allegation and by placing 
upon each manufacturer the responsibil- 
ity for his own insurance, material im- 
provements in protection of the output 
from the fire, theft and collision stand- 
points have resulted. 

“While development of rates by make 
of car has corrected many earlier faults, 
violent fluctuations in rate levels for 
particular makes of cars have some- 
times resulted, due largely to the man- 
ufacturers’ insistence that rates shall an- 
nually be recast on the basis of but one 
year’s experience. There was a time 
when the propriety of rating current 
models on the experience of earlier ones 
would be open to debate but during the 
past five years motor cars generally have 
become so standardized physically that 
changes in construction are minor inso- 
far as they affect insurance hazards, Ne- 
gotiations are now under way with the 
industry through its Chamber of Com- 
merce looking toward the use of two, 
and perhaps three, years’ experience in 
developing annual rates, thereby spread- 
ing the effect of these fluctuations over 
a period of years. 

Rate Levels and Commissions 

“Let me say in all kindness that we 
feel sometimes you general agents and 
agents are a bit vigorous in your criti- 
cisms of our rate levels. Occasionally 
some of you have particular interests in 
certain makes of cars—there may be 
straight fire business at stake in secur- 
ing low rates for certain manufacturers. 
Sometimes, also, when we reduce rates 
you tell us they are too low to make it 
worth your while to solicit the business 
because of the small commissions de- 
veloped thereon. We’ raise them, and 
you then tell us you cannot meet the 
competition of non-co-operating compa- 
nies or mutuals! We have yet to learn 
to be ‘all things to all men.’ 

“Again, some of you have advised us, 
through your companies, that you are 
faced with the payment of excess com- 
missions by non-Association companies 
but at the same time you insist that our 
rates are too low. If the majority of 
these non-co-operating companies can 
pay excess commissions, they must be 
collecting premiums which will enable 
them to do so. In some instances they 
have even paid excess commissions and 
cut the rates. If we hold the rates up 
to the level some of you suggest, even 
by ignoring statistical experience, the 
fault is not all ours when you experience 
the competition of others who de not fol- 
low our rates. 

“With more companies engaged in in- 
surance than there is business available, 
many accounts have been moved from 
the books of one company to another 
through the medium of excess commis- 
sions, and much of the present-day un- 
rest in all lines of underwriting is charge- 
able to that very fact. Companies ac- 
cuse agents and agents accuse compa- 
nies of being the cause thereof. Let 
me say to you quite frankly, however, 
that, in my opinion, there is no point in 
which there is right now greater need 
for co-operation between you and the 
companies you represent than on this 
question of commissions. If the Agency 
System, as our chief business developer, 
would stand firmly for a reasonable scale 
of compensation, giving therefor value 
received, you would have the heartiest 
support of all right- thinking companies. 
You would improve the standard of that 
agency representation. You would re- 
tain for the insurance fraternity business 
rightly belonging to it and now going 
to insurance adjuncts of other lines of 
business. 

Fleet Underwriting 


“A third troublesome subject has been 
the underwriting of fleets, including at- 
tempts by some companies to read into 
such fleets, cars owned by officers and 
employes of the concern being so insured. 
Many states have recognized that such 


a practice discriminates against the in- 
dividual car-owner who must purchase 
his insurance individually. The hazards 
incidental to these so-called ‘group’ cars 
are not materially different from those on 
individually owned cars. They are not 
subject to the same influencing condi- 
tions in the way of upkeep, storage, etc., 
as apply to fleets of automobile under a 
single ownership. Many insurance de- 
partments have ruled against group in- 
surance and it is hoped that, in the fu- 
ture, others may take a more positive 
stand thereon, The National Automo- 
bile Underwriters’ Association has spe- 
cifically ruled against the practice as dis- 
criminatory and as contrary to the prin- 
ciples of sound underwriting. 

“Many of you have criticized the oc- 
casional delays in connection with prep- 
aration of fleet rates. I wonder if all 
of you understand why delays are some- 
times necessary. Our committee has se- 
riously studied a reformation of the Flect 
Formula to eliminate the use of the con- 
tents rate on the storage location. While 
undoubtedly desirable in the interests of 
speedy promulgation of rates, a thorough 
test of alternative methods presented to 
date, proves that the results would ab- 
solutely upset the business—such alter- 
native methods developine too high rates 
in many instances and too low in many 
others. 

“A number of non-Association compa- 
nies who have operated individually have 
personally admitted to me the correct- 
ness of our present theory of rating 
such fleets stating that were it with- 
drawn, their advantage as non-co-operat- 
ing companies would be entirely lost; 
further, that were their methods adopt- 
ed generally by Association companies, 
they would not receive approval from 
many insurance departments. Certain 
standards of underwriting are absolute- 
ly essential. Much of the present delay 
is the result of inaccurate or incomplete 
information being submitted by the agent 
to his company and, in turn, by the 
company to our Association offices. 

“You can greatly assist if you will sub- 
mit complete information and, in cases 
requiring speedy promulgation, if you 
will accompany your application with ver- 
ifications of contents rates signed by the 
rating bureaus having jurisdiction. The 
Association has established certain modi- 
fications in its own procedure which will 
greatly expedite the preparation of these 
rates and it will appreciate your assist- 
ance in these other matters. Our com- 
mittee is also considering certain im- 
provements in its formula which, in its 
opinion, will more accurately measure 
the hazards on differing types of fleets. 

Aims of the Association 

“The specific aims of the National Au- 
tomobile Underwriters’ Association are: 

“First, to develop and facilitate scien- 
tific and intelligent underwriting of all 
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forms of motor vehicle insurance; 

“Second, to study and promote si:npli- 
fication and accuracy of rating methods 
and rate presentation; 

“Third, to investigate class or general 
hazards and to devise, advocate and pro- 
mote reasonable and proper means of 
reducing the hazards insured against; 

“Fourth, to procure information and 
statistics concerning losses and their 
causes and to compile them, and to seek 
agreement upon such rules, regulations 
and procedure in connection with the 
adjustment and payment of losses as 
may be desirable and in the interests 
of all concerned; 

“Fifth, to secure adoption of suitable 
and uniform policy forms and caluses 
where possible; 

“Sixth, to prevent rebating and unfair 
discrimination and to promote, regulate 
and advance good underwriting prac- 
tices; 

“Seventh, to harmonize insurable val- 
ues, methods of rating, agency commis- 
sions, brokerage and policy forms; 

“Eighth, to serve as a medium for ex- 
change of information; 

“Ninth, to foster cordial relations with 
the automotive industry, law enforce- 
ment and other legal authorities and the 
general public. 

“The Association completed its first 
year of life February 26, 1931. It has 
not accomplished all the reforms set as 
its task but commendable progress is 
generally conceded. There is a splendid 
feeling of understanding between various 
sections of the country and the organi- 
zation can and should continue to be 
an increasing power in stabilization of 
the. business.” 


Stebbins’ Report 
(Continued from Page 22) 


meeting be held this year in Los An- 
geles concurrent with the National As- 
sociation of Insurance Agents’ annual 
meeting. Nowhere is there afforded such 
a splendid opportunity for the members 
of our association to fraternize with the 
members of the National Association of 
Insurance Agents. 
General Agency Advertising 

“I desire to refer again to the impor- 

tance of our general agency advertising. 

















LONDON SEATTLE 

WINNIPEG DETROIT DULUTH 
PITTSBURGH CLEVELAND BUFFALO 
PHOENIX COLUMBUS PORTLAND 


NEW YORK SAN FRANCISCO 
MINNEAPOLIS RICHMOND 


MARSH & McLENNAN 
INSURANCE 


FIRE LIABILITY MARINE 
164 W. Jackson Boulevard, Chicago. 


MONTREAL | 














IN 
E FOR ALL LIABILITIES. ... 








In traveling about the United States dur- 
ing the past two years I have repeatedly 
been impressed with the value of the co- 
operative advertising which we are doing 
and I recommend to our members indi- 
vidually and collectively an extension of 
such advertising. 

“While some of our members naturally 
receive more benefit in one particular 
paper than in another because of the 
particular part of the country which that 
paper covers, yet it is also true that the 
general agent who individually does nov 
benefit particularly from one paper, does 
benefit from the advertising done in an- 
other, which is made possible because of 
the participation in the advertising done 
by those general agents who do not 
benefit to any appreciable extent. 

“T wish to emphasize the fact, how- 
ever, that we all benefit when in any 
section of the country the general agency 
system of operation is strengthened, and 
the more that we can all co-operate in 
keeping before the companies and the 
local agents of the country the advan- 
tages of the general agency system, the 
more we increase the prestige and value 
of our individual general agencies. 

“We deplore the fact that there seems 
to be an increasing tendency for certain 
powerful company groups to unhesitat- 
ingly ignore the requirements of the ter- 
ritorial organizations having jurisdiction 
over the writing of business. It is not 
to be wondered at that both general and 
local agents object to foreign offices re- 
ceiving privileges which are denied the 
resident agents. How can the compa- 
nies which are guilty of such practices 
expect to hold the loyalty of their rep- 
resentatives, where such discrimination 
is indulged in? 

Support for Association Companies 

“We all, of course, deplore the fact 
that certain non-association companies 
choose to operate in a manner not in 
conformity with the ideas of the great 
majority, and time is showing the advis- 
ability of all general agents and local 
agents confining themselves to the rep- 
resentation of association companies. 

“Tf the American agency system is 
anywhere seriously threatened by the 
branch office system, I feel quite certain 
that the real danger therefrom lies not 
in the ranks of the association compa- 
nies. The action of certain companies 
during the past year in canceling general 
agency contracts of long standing and 
opening branch offices in competition 
with their former general agents, also 
has been injurious to the interests of 
both local and general agents.” 


SHEPHERD HEADS ASSOCIATION 








Little Rock General Agent Succeeds 
Herbert Cobb Stebbins; Other Offi- 
cers Elected; Membership 146 

Joshua K. Shepherd of Little Rock, 
Ark., former secretary-treasurer, was 
elected president of the American Asso- 
ciation of Insurance General Agents, at 
the closing session of the sixth annual 
convention at Dallas, Texas, on Tuesday. 
He succeeds Herbert Cobb Stebbins of 
Denver. Arthur M. Brown, Jr., of San 
Francisco and William J. Miller of To- 
peka were named vice-presidents and 
Henry Steckler of New Orleans was 
elected secretary-treasurer. The total 
membership of the Association is now 
146 general agencies, an increase from 
a total of only eight recorded at the first 
convention in 1926. 
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AFTER the great San Francisco confla- 
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of the QUEEN’s cherished assets. Time 


has but served to strengthen the stability 
and improve the service of the QUEEN. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s,of N. J. 








No Summer Meeting of “The Old 
Association” 

At a meeting of the executive commit- 
tee of “The Old Association”’—the New 
York State Association of Supervising 
and Adjusting Fire Insurance Agents—it 
was unanimously voted that in view of 
the present economic situation the an- 
nual Summer meeting, scheduled for Sar- 
anac Inn, July 7 and 8, would be omitted. 

This is a matter of regret to all as it 
breaks a series which has lasted since 
1872 with the exceptions of the years 
1917 and 1918 when the nation was at 


war. 
2k * * 


Field Men as Adjusters 

There was a young special agent 
among us in the early nineties who 
later became an officer in 1912, who 
was able, but had to learn through hard 
knocks that some of his ideas were not 
practical and made enemies for him. 
Among other good accomplishments he 
was a short-hand expert. He was on the 
adjustment of a claim with several of 
us, then younger men, and there were 
some of the older men present, This 
was before the days of the adjustment 
bureaus and was a committee loss. 

Mr. “Smarty” took out his note book 
and commenced to jot down everything 
that assured said to us, thinking this a 
great and original: stunt. The loss was 
an honest one and differences were hon- 
est differences of opinion as to amount 
of loss to a high grade haberdasher’s 
stock heavily damaged by water and 
smoke, involving what we then called a 
commercial damage. In other words a 
shirt might have been only slightly dam- 
aged and in the consumer’s hands there 
would be practically no loss except the 
re-laundering. But in the merchant’s 
hand, and from the point of view of 
merchandising, after relaundering, there 
is more loss to the merchant than ap- 
pears on the surface. 

It needed only this young man’s un- 
diplomatic action to get the assured an- 
gry and after inquiring what he was 
doing the young special agent was or- 
dered off the premises, the assured say- 
ing he would not go on if he remained. 
This did not benefit the young man in 
the eyes of his agent, nor did it benefit 
his company’s standing in the commu- 
nity, nor did it help us in the adjust- 
ment. It was senseless all around, and 
one of the fool things some young men 
do, before they have learned to handle 
men. He profited by this and other 
mistakes and in time rose high in the 
councils of his company. 

This is an illustration of the valuable 
training we got in the adjustment of 
losses, a training which, alas, the young 
fieldman does not get today. Not only 
did we learn how to exercise tact and 
diplomacy, but we gained an insight into 
human nature and values, to be gained 
in no other way. It also posted us in 
hazards as we learned the causes of 
fire, irrespective of theoretical stuff, and 
it acquainted us thoroughly with the 
wording of the contract. We did not 
have to ask ourselves theoretical ques- 
tions to test our knowledge. We had 
actual hard nuts to crack nearly every 
day. 

I question whether the companies have 
benefited themselves in the end by grad- 
ually allowing the bureaus to eliminate 
the fieldman from the adjustment of 
losses. The bureaus started in the East 
in 1907, after I had adjusted nearly every 
loss for my company for over thirteen 





years, so I have had the opportunity to 
watch results under both systems. I do 
not say that the bureau system hasn’t 
its good points, and there were abuses, 
too, when the old system of adjustment 
of losses by fieldmen was in full force. 
But, by and large, I think the work was 
done more quickly, more efficiently and 
satisfactorily as to net results, and cer- 
tainly more economically, as the leading 
fieldmen helped each other out every 
day and charged nothing for this service 
to each other, I may be wrong, but 
above is, nevertheless, my opinion. 
ae ae 

Will Bill Hecox Verify This? 

Bill Hecox, one of the best known lo- 
cal agents in New York State, and very 
well known by company officers, and for 
a time special agent of the Guardian of 
England (which withdrew from the U. S. 
about 1893, though still doing business 
in Canada) who is located at Bingham- 
ton, N. Y., and is greeted by old and 
young alike on the streets of their nice 
city as “Uncle Bill,’ and is universally 
beloved, told me the other day with 
great glee, about an episode which hap- 
pened at the old Yates at Syracuse, 
many years ago. He, Jim Carothers of 
the Phoenix, and myself, were the char- 
acters involved. 

It so happened that Bill and Jim and 
perhaps “Frank” and others had had an 
all night’s session playing “little casino” 
or whatnot, and as the party lasted all 
night, they had omitted the formality of 
going to bed, and were having their 
breakfast in the dining room when I 
dropped in. They invited me to their 
table with great cordiality and told me 
that they were going to have a_ hot 
lemonade as an appetizer and to join 
them. Such open hearted cordiality 
could not be refused, Bill being our agent 
at Binghamton and I could not well af- 
ford offending him and having it show 
in the premium account. 

The drinks came on, but they were 
old fashioned whiskey cocktails. Having 
accepted their hospitality I had to stand 
to my guns twice and on an empty 
stomach. They had a powerful effect, 
but being young and my stomach able 
to stand almost anything, I successfully 
weathered the storm, although I called 
to my aid two cups of black coffee and 
some good warm solid food, after I left 
them. Bill recently requested me_ to 
publish the facts in my Tales of the 
Road, and his version of the story may 
be different, but don’t believe him, as his 
memory is not so good as it used to be. 
Anyway he still chuckles about it, what- 
ever the real story was. 

* * x 


Turning Handicaps to Assets 

One of the most ingenious contriv- 
ances for putting natural adverse con- 
ditions to work, turning them from a 
handicap to an asset, was a gravel pit 
equipment near Rochester which I in- 
spected in 1927. Usually the gravel is 
gathered by a steam shovel or scoop, or 
hand shovel labor from the sides or bot- 
tom of the pit and conveyed to a 
screener by hoisting apparatus, then as- 
sorted and screened by the screener— 
which is a perforated metal revolving 
cylinder—thence chuted to a pile or into 
waiting railroad cars. Very often sur- 
face or spring water gathers in the bot- 
tom of the pit making work difficult. 

In this case, foreseeing this difficulty 
and profiting by it, the owners of the 
plant widened and deepened this water- 


hole into a miniature pond, erected a 
floating suction pump and sucked the 
gravel from the bottom out of the pond, 
which when removed would be immedi- 
ately replaced by more gravel rushing 
in. By the same floating suction pump 
outfit it was pumped up into the 
screener, thus saving a lot of extra ma- 
chinery and labor. The labor account 
was reduced fo a minimum, Truly an 
ingenious and portable idea. 
ie 


Mr. Stevens of Geneseo 

I won back an agency at Geneseo, N. 
Y., where the agent became disgruntled 
because my company had cancelled a 
perfectly good country store, by driving 
cut ten miles in a horse and buggy, 
when it was very cold, to inspect the 
risk and get the company to revise its 
opinion. This so impressed him that he 
withdrew his resignation, although I did 
not promise him to write the risk, as 
we had a man at headquarters who was 
cancelling a lot of good business, for no 
other reason than that he seemed to 
think that any part of the U. S. outside 
of New England was a howling wilder- 
ness. The agent said he wanted to do 
business with a company that sent out 
as conscientious. and painstaking a man 
as I appeared to be, although to me, it 
was all part of the day’s work. Many 
of the older men will remember this fine 
agent, Mr. Stevens of Geneseo, whose 
kind it is not so easy to find. 

* * * 


The Good That Frank Tyler Did 

Frank Tyler, for many years special 
agent of the Queen in New York State, 
perhaps one of the most brilliant men 
of his time on the road, looked up to by 


company officials, had numerous offers 


to become an executive at home offices. 
Though of old New England descent he 
looked typically southern European so 
that some of his intimates called him a 
“dago” in a spirit of fun. I asked him 
“how come?” when he was feeling good, 
and he was always very nice to me, and 
helped me a great deal, He said that 
one of his grandfathers or great grand- 
fathers had married a native of the Lan- 
guedoc, which is in southern France, and 
that he was a “throwback” to the na- 
tionality and look of this ancestor. 

Frank was beloved by all who knew 
him and his advice and counsel was 
sought by all. He died in 1917, and at 
a special memorial meeting held during 
the session of the Underwriters Asso- 
ciation hardly an eye was dry, when his 
many friends spoke about him. His in- 
fluence on the agents and fieldmen had 
been tremendous and in his quiet way 
he wielded a tremendous influence for 
the good of the business in New York 
State. 

I often met him week-ends at Buffalo 
and we spent Sunday afternoons to- 
gether, and to ask him questions and 
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receive his replies or just to listen to 
him speaking on his own initiative, was 
a liberal.education. He was one of the 
men who moulded me a great deal in 
my first ten years I was on the road. 
He stands enshrined in the hearts of all 
who knew him. He supported his sister 
all through life and educated his 
nephews, who had been bereft of their 
father. He helped a great many field- 
men, who through sickness or loss of 
position needed pecuniary help. 
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STRENGTH 
rk 
IS SAFETY! 
noadiiaa HE New Hudson River Bridge with its great length and high 
Ae | $24,000,000.00 towers imbedded deep in their rock foundations is typical of 
og Net Surplus enduring strength. Thousands of tons loaded on this steel arched 
f a eaauue ede back would never make it sag. 
his Surplus to Policyholders : 
elt. $61,491,905.53 Spanning the field of fire insurance is the financial strength of 
| Penge pebtanr The Home Insurance Company of New York. Through a period 
ah Cote Genened ation of over Seventy-eight years “The Home of New York” has en- 
for Mincellaneous pce Dividends and dured, paying in full all losses— 
$14,682,997.71 including such conflagrations as 
Cash on sian invested or Chicago, Baltimore, Boston and San 
5116,896,195.24 Francisco. It is this enduring financial 
3 = W@ strength that assures greater safety. 
THE HOME ‘ouexy NEW YORK 
COMPANY 
ORGANIZED 1853 WILFRED KURTH, President 
59 MAIDEN LANE 
Strength «» Reputation «» Service 
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Conference Meetings 
Are Resumed in N. Y. 


COMPANY MEN-AGENTS CONVENE 





Former Adopt Resolution to Secure Com- 
mittee of Executives to Confer With 
Agents’ Representatives 





Conference relations between fire in- 
surance companies and their agents have 
taken a step forward as the result of a 
meeting of a group of company execu- 


tives and representatives of the National 
Association of Insurance Agents held at 
the Metropolitan Club in New York City 
last week. At this meeting the company 
officers adopted a resolution that they 
will seek to secure the appointment of a 
committee of chief executives of stock 
fire companies to constitute a joint com- 
mittee with representatives of the agents’ 
association. 

President Edward Milligan of the 
Phoenix of Hartford and also president 
of the Eastern Underwriters Association, 
presided over the meeting. The group 
of some of the leading fire insurance ex- 
ecutives included President Wilfred 
Kurth, Home of New York; President 
Paul L, Haid, America Fore Companies; 
President Ralph B. Ives, Aetna (Fire); 
President R. M. Bissell, Hartford Fire: 
President J. Lester Parsons, United 
States Fire; United States Manager 
Cecil F. Shallcross, North British & Mer- 
cantile; Vice-President Sheldon Catlin, 
North America; Vice-President A. R. 
Phillips, Great American; Vice-Presi- 
dent George C. Long, Jr., Phoenix of 
Hartford. 

President Percy H. Goodwin, Execu- 
tive Committee Chairman William RB. 
Calhoun, Past President Thomas C. 
Moffatt and Secretary-Counsel Walter 
H. Bennett represented the National As- 
sociation, 

Colonel Frank D. Layton, president of 
the National of Hartford, was scheduled 
to be present, but was called away on 


was convened, After each guest had been 
called upon by the chair to present his 
views, and the prevailing conditions in 
fire insurance had been discussed at 
length, the following resolution was 
adopted unanimously by the company ex- 
ecutives present: 


Text of Company Resolution 


“Whereas, It is the sense of this meet- 
ing that ways should be found for more 
free discussion of matters of common in- 
terest to companies and, to agents, be it 

“Resolved, That the company execu- 
tives here present will seek to secure 
the appointment of a committee of chief 
executives of stock fire insurance com- 
panies which, together with a committee 
from the membership of the National As- 
sociation of Insurance Agents, will be 
constituted a joint committee for the 
purpose of conferring, when not pro- 
hibited by law, on matters affecting the 
business of fire insurance and its allied 
lines, for the better understanding of the 
problems of producers, insurers and the 
insuring public, and for endeavoring to 
bring about such improvements and re- 
forms in the conduct of the business as 
may be agreed upon.” 

It was decided that the company com- 
mittee shall be appointed at the earliest 
possible time, that President Goodwin 
shall appoint a similar committee for the 
National Association, and that a subse- 
quent meeting will be held. 

President Goodwin, sensing that the 
better class of agents are becoming 
thoroughly discouraged over their in- 
ability to operate the fire insurance de- 
partments of their offices except at a 
financial loss, has bent his efforts to- 
ward securing a measure of relief ever 
since he became chairman of the Na- 
tional Association’s executive committee 
in 1929 says the National Association in 
a statement which follows: 

“The meeting with the chief execu- 
tives of some of the leading fire com- 
panies in New York marked the culmi- 
nation of his efforts to date. It holds 
out a promise of future co-operation be- 
tween companies and agents such as has 


urgent business just before the meeting 
never been known. It proved conclu- 
sively that company heads, as well as 
agents, appreciate that both company and 


agency fields are overcrowded; that more 


harmonious conditions can be brought 
about only through the instrumentality 
of conference; that the companies value 
their agency plants and will exert every 
means towards their conservation. 


Discussions Were Harmonious 


“Discussions were spirited but harmo- 
nious throughout and while the entire 
arrangement is as yet in its formative 
period it is predicted freely that Presi- 
dent Goodwin has brought about a con- 
summation that will mean an entirely 
new era in fire insurance, and that mem- 
bers of the National Association may ex- 
pect confidently that the critical condi- 
tion of their fire insurance business will 
be alleviated. 


“Some of the company executives pres- 
ent have expressed themselves as en- 
thusiastic over the arrangement, and 
there is every indication that they expect 
to proceed in perfecting their plans with- 
out delay. 

“Both company and agent representa- 
tives at the meeting are of the opinion 
that a movement has been started which 
will be of the most far-reaching conse- 
quences. The means will be provided 
for consideration of the manifold contro- 
versial questions which have harassed 
com#anies and perplexed agents in the 
past. The consensus is that the ar- 
rangement will prove itself workable and 
will exert a beneficent influence on the 
business.” 





80 YEAR OLD AGENT DIES 


At the age of 80 George C. Jefferson, 
local agent, Richmond, Va., died of a 
heart attack a few days ago. He was 
senior member of Jefferson & Harvie, 
sole agents in Richmond for the Hart- 
ford Fire, which company he first rep- 
resented in 1890. He individually never 
represented any other company. 


AMERICAN FIELDMEN MEET 


Eastern, Southern and New England 
Special Agents Attend Four Day 
Conference in Newark 
The Eastern, Southern and New Eng- 
land field men of the American of New- 
ark companies held their annual home 
office meeting last week in Newark. The 
sessions began Monday morning and 
ended Thursday with a dinner at the 

Newark Athletic Club. 

President C. Weston Bailey welcomed 
the field men at Monday’s opening ses- 
sion and Vice-President William S. 
Stewart and Secretary Frederick Hoad- 
ley also spoke. On Tuesday Manager 
John R. Dumont of the Interstate Un- 
derwriters’ Board spoke on the aims and 
purposes of that organization and Special 
Agent Samuel H. Reiter gave a talk on 
“Instalment Premium Payments.” Sey- 
eral other special agents read papers on 
important subjects. 

George W. Nixon of the Marine Office 
of America,on Wednesday gave an ad- 
dress on personal floater policies and 
Thursday morning Robert G. Clarke, 
manager of the general cover depart- 
ment, spoke on multiple location insur- 
ance. 

At the annual dinner Thursday night 
the Kennel. Klub, the fieldmen’s own so- 
cial organization, elected the following 
officers for the coming year: president, 
Leon McGilton, special agent for Tenn- 
see; vice-president, Clarence J. Stalliday, 
special agent in the New England de- 
partment at Boston; secretary, James A. 
Semple, special agent in northern New 
Jersey, and treasurer, Malcolm F. Jones, 
special agent for Virginia. The dinner 
was presided over by President Bailey 
and Walter H. Bryant, retiring president 
of the Kennel Klub. Joseph F. Kysela, 
agent of the company at Cleveland, was 
speaker of the evening and brief talks 
were made by Harry R. Bush, president 
of the Dixie Fire, and H. P. Jackson, 
president of the Bankers’ Indemnity. 
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Highway and byway, side road and main road, ing and thieves are ceaselessly carrying on their 
filled to overflowing with all kinds and condi- profitable racket. 
tions of cars, from the glittering foreigner costing The answer to the question “What to do?” is 
$20,000 to the efficient though joke provoking of course automobile insurance and plenty of it. 
midget—all going somewhere and seemingly in The owner realizes this in a vague sort of way. 
a hurry. The Atna Fire Group companies help 

Bumps, crashes, sideswipes are inevit- the agent make the car owner know 
able. Injuries to passengers and pedes- that to drive without proper insurance 
trians are always a part of this never- ) is to gamble against tremendous odds— 


ending migration. Property damage is Y a foolhardy rather than a sporting prop- 
a commonplace. Fire is forever destroy- Osition. 


THE AZETNA FIRE GROUP 
AETNA INSURANCE COMPANY “ THE CENTURY INDEMNITY CoO. 


THE WORLD FIRE AND MARINE INSURANCE COMPANY 
HARTFORD, CONNECTICUT | 





PIEDMONT FIRE INSURANCE COMPANY - CHARLOTTE, NORTH CAROLINA 
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Finds Fire Prevention 
Reducing All Prices 


MALLALIEU ON NAT’L BOARD 





General Manager Tells Credit Men Stock 
Fire Companies Help to Prevent 
Business Disruption 





W. E. Mallalieu, general manager of 
the National Board of Fire Underwrit- 
ers, tells the story of the National 
Board’s efforts to keep fire losses down 
and to cut the cost of insurance protec- 
tion to assureds in the current issue of 
Credit and Financial Management. In 
this article, after reviewing the close 
association of insurance and credit Mr. 
Mallalieu writes how the National Board 
has a large squad of carefully trained 
investigators co-operating with police 
and fire departments, as well as with 
prosecuting officials, in the detection and 
prosecution of arsonists. In this work 
he says business and financial men all 
over the United States have been of 
great assistance. 

Going further into the close relation- 
ship between insurance and credit, Mr. 
Mallalieu writes: 

“So closely are bankruptcies and com- 
mercial failures linked with attempts to 
burn property that an even closer co- 
operation between business organizations 
such as the National Association of 
Credit Men and the National Board 
would tend to eliminate the dishonest 
citizen who preys upon business or men- 
aces society in general through incendi- 
ary fires. 

“The structure of business today has 
become so complex that the importance 
of the work of the National Board and 
other organizations supported by stock 
fire insurance might be overlooked were 
it not clearly evident in the constantly 
declining average cost of insurance and 
in the consequent narrowing margin of 
expense in the manufacture of raw ma- 
terial to finished products in the hands 
of consumers. The average cost of stock 
fire insurance has declined practically 
every year for the past twenty, in spite 
of the fact that the actual buying power 
of the dollar has constantly changed and 
only a few months ago the average cost 
of other commodities was 60 points over 
the pre-war level of prices. 


Low Cost of Insurance Influencing 
All Prices 

“It is significant that the low cost of 
fire insurance, resulting from the fire 
prevention efforts of the companies, has 
in turn helped to reduce all prices. Con- 
sider, as an example, the manufacturer 
transforming raw materials into finished 
products. Every step in the manufac- 
ture, and later in its distribution, is de- 
pendent upon the financial protection 
of invested capital. Without this pro- 
tection, without insurance, higher prices 
would be necessary at each step; a 10% 
charge would not be too much to cover 
the unprotected liability, forcing the ulti- 
mate consumer, the buyer, to pay many 
times more. With insurance, from raw 
material to finished product, high specu- 
lative charges can be omitted and prices 
maintained at a lower level. : 

“Just as business is interested in the 
reduction of prices over a period of years, 
so, too, the safety of life and property 
is an important consideration. It would 
not be an extravagant statement to say 
that the National Board, through its rec- 
ommended building code and its regu- 
lation for industries and buildings, has 
made America a safer place in which to 
live and work. * * * 

“Stock fire insurance companies do 
more than insure property. By their 
efforts they preserve it from burning 
and prevent the disruption of business 
and the consequent financial disorder 


that is brought about by large fires. 
Fire losses in this country are still too 
large per capita and are still too great 
a burden on progress, but with improved 
construction, better materials and better 
fire-fighting equipment, the menace to 
American business can be controlled.” 


U. S. FIRE LOSSES INCREASE 


Total in March for the Country Was 
$44,074,362; Somewhat Higher Than 
in March, 1930 : 

Fire losses in the United States during 
March as reported by company members 
to the National Board of Fire Under- 
writers totaled $44,074,362, which is 
slightly more than $1,000,000 in excess of 
the figures for March, 1930, and about 
$2,800,000 above those for the same 
month of 1929. During ‘the last three 
years there have been only’ three months 
in which fires have crossed the $44,000,- 
000 mark. These are January, 1929, Jan- 
uary, 1931, and March, 1931. For the 





first three months of this year the total 
losses are $129,940,832 compared with 
$128,515,367 for the same months of last 
year and $127,511,929 for the first quar- 
ter of 1929. 





PENNSYLVANIA FIELD CHANGES 


H. C. Chase, who has been special 
agent of the New York Underwriters In- 
surance Co. in western Pennsylvania, has 
been appointed state agent of the com- 
pany in Tennessee, succeeding the late 
Garnett M. Beattie. He will have his 
headquarters in the Stahlman Building 
at Nashville. Special Agent Edward D. 
Purkey, who has been associated with 
Mr. Chase in western Pennsylvania, has 


been placed in charge of that field and 
will continue to make his headquarters 
in Pittsburgh. Both men have had long 
experience in field work. 


HOME BRANCH IN ST. LOUIS 


The Home of New York has moved its 
St. Louis headquarters to Suite 252-57 
Pierce Building. The Peoples National 
Fire of Delaware, the National Liberty 
and the Baltimore-American will also 
occupy space in the suite. All of these 
companies are part of the Home fleet. 








Monroe Flegenheimer has removed his 
insurance brokerage office to 123 William 
Street. 











That word—"“SERVICE” 


“Service” is a word of varied meanings. 
The Ohio Farmers policy is to give its 
agents assistance beyond he conveniional 


aid that the word “Service” implies. 


The fact that Ohio Farmers agents are 
prosperous and contented would indicate 


this policy and its execution are successful. 


If you want to learn what Ohio Farmers 
service will do for your agency write to the 
Home Office at LeRoy. 


OHIO FARMERS 
INSURANCE Co. 


Organized 1848 


LERoyY 


The Ohio Farmers Insurance Company owns and operates the Ohio 
Farmers Indemnity Company, a casualty insurance running mate. 
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Millions Hear Radio 
Program from Coast 


THOMAS H. ANDERSON SPEAKS 





Wm. H. Butterworth, Gov. Rolph of 
California and Others Tell of San 
Francisco Disaster 





Hundreds of thousands of radio listen- 
ers in the East and millions throughout 
the country heard the nationwide broad- 
cast of the program commemorating the 
twenty-fifth ‘anniversary of the San 
Francisco earthquake and fire over sta- 
tions allied with the Columbia Broad- 

casting System between nine and ten 
ocléek last Saturday evening. It was 
feared for awhile that the suspension of 
all broadcasting following receipt of an 
S.0.S. message from a vessel at sea 
might cut off several Eastern stations 
from this broadcast but fortunately the 
ban was lifted just at the hour when the 
anniversary program began. The pro- 
eram went on the air through more than 
sixty stations over the country. 

William Butterworth, president of the 
Chamber of Commerce of the United 
States, was the first speaker, talking 
from Washington. He told something of 
the history of San Francisco from its 
earliest days. At the beginning of the 
century it was the twelfth largest city 
in the country. He also gave a brief 
sketch of the fire itself and then went 
on to relate how the fire insurance com- 
panies paid nearly $200,000,000 in losses. 
He paid a fine tribute to the business and 
said that San Francisco today stands as 
a great monument to fire insurance. 

At this point the broadcasting was 
transferred from Washington to San 
Francisco where the Board of Fire Un- 
derwriters of the Pacific took charge of 
the program with Percy F. Garnett of 
the Board as master of ceremonies. He 
introduced the Blue Goose Glee Club 
and the underwriters’ orchestra which 
rendered several musical numbers. Ed- 
win G. Imhaus sang a solo. 


T. H. Anderson Speaks 


Thomas H. Anderson, president of the 
Pacific Board and Pacific Coast man- 
ager of the Liverpool & London & Globe, 
then spoke. He told something of the 
fire and of the 280,000 people rendered 
homeless. Waiving all technicalities he 
said the insurance companies paid their 
tremendous claims to the best of their 
ability. It was a staggering obligation 
calling in many cases for large assess- 
ments of company stockholders. He said 
there were 243 companies affected and 
ome: there were close to 200,000 claims 

eG, 

The huge liquidation of securities by 





the fire insurance companies to provide 
cash for the payment of the San Fran- 
cisco fire claims undoubtedly was a con- 
tributing factor to the panic of 1907 Mr. 
Anderson said. He then went on to list 
the general evils of fire itself and how 
a fire loss affects not only the insured 
but those who have business connections 
with him and many others, too, He 
made a plea for better fire prevention 
and fewer local fires, saying this would 
lower the national fire waste. He told 
what the National Board of Fire Un- 
derwriters and local insurance organiza- 
tions are doing to prevent fires. 

At the conclusion of Mr; Anderson’s 
talk an American Legion Band played a 
wartime march and this was followed by 
a short address by Governor James 
Rolph, Jr., of California, who is himself 
a prominent insurance man. He was 
chairman of the San Francisco relief 
committee in 1906 and afterwards mayor 
of the city for nearly two decades. He 
devoted his remarks to the growth of 
California from the days of the 1849 gold 
rush to the present. He said that San 
Francisco was essentially rebuilt within 
two years after the fire, this being due 
to the relief afforded by the insurance 
payments. The program closed with a 
few remarks by Mayor Angelo Rossi of 
San Francisco. 





AN INVALUABLE BOOKLET 





Fireman’s Fund Devotes April Issue of 
Record to Illustrated History of 
San Francisco Fire 
The Fireman’s Fund has devoted the 
April issue of its monthly publication, 
the Record, to a story of the San Fran- 
cisco earthquake and fire of April 18-22, 
1906. Not only are there graphic stories 
of the fire itself and the destruction of 
the city but also an account of the re- 
habilitation of the Fireman’s Fund after 
paying its share of the gigantic losses 
and a remarkable collection of photo- 
graphs of the fire while in progress and 

the ruins afterwards. 

Especially dramatic is the cover of this 
edition of the Record. At the base is 
a photograph of the ruined San Francis- 
co of April, 1906, showing the vast area 
utterly laid waste by the fire. Directly 
above this, as if arising through a haze, 
is the beautiful San Francisco of today 
with its magnificent tall, sturdy buildings. 
Out of the ruins there arose a new and 
more modern metropolis, made possible 
by the full and quick payments of the 
fire insurance business. Those who re- 
ceived copies of the April Fireman’s 
Fund Record have in their possession a 
small but an invaluable illustrated story 
of this unsurpassed conflagration in Am- 
erican history. 








Rolla Watt’s Observations On 
Effects of San Francisco Fire 


Reflections on the San Francisco fire 
of twenty-five years ago would scarcely 
be complete without mention of the late 
Rolla V. Watt, one of the city’s most 
Prominent citizens and manager of Pa- 
cific Coast departments of the Royal and 
Queen insurance companies at the time 
of the fire. The following is quoted from 


an interesting letter which he wrote im- 
mediately after the fire: 

“The disaster which befell San Fran- 
cisco last week was so appalling as to 
Stir the sympathies of the world. Two 
hundred thousand people were made 
homeless and most of them penniless in 
a few hours. You cannot appreciate the 
terrible experiences of the people who 
lived in hotels, boarding houses, apart- 
ments and dwellings in the burned sec- 
tion. The earthquake had terribly fright- 
ened them, especially those in the high 
buildings, and then followed the fires— 
eight separate ones at first, then scores 
of them. The fire department promptly 
tesponded, only to find there was no 
water, the earthquake having destroyed 


the mains in many places in and out 
of the city. 

. . I went to the nearest fire, 
oe: was in a district with some water, 
and saw it under control; then went 
down town, only to find that all of the 
office buildings just across Sansome 
Street from ours had already burned, 
but the fire had not then crossed to 
the Royal Building. 

. . The Royal Building was not 
destroyed until the evening of the 18th 

. . None who witnessed it can ever 
blot from memory those three fearful 
days. Throngs of struggling people with 
blanched faces, trying to find places of 
safety with all their worldly goods in a 
bundle or ‘grip, or toy cart, or trunk 
drawn from place to place, up steep hills 
and into public squares or out into the 
parks. Happy comfortable artisans, 
salesmen or clerks one day, penniless, 
homeless and unemployed the next. 
Withal, when the fire was subdued the 
spirit of the people came back and 
amidst the most adverse circumstances 
wonderful pluck and courage and kind- 
ness were manifested . . ..” 
































At An Early Age, 
‘*Poor Richard’? Entered a Printshop 


RANKLIN’S father had intended 

that his youngest son, Benjamin, 

should enter the ministry. But as the 
boy did not take to the idea, it was finally 
decided to apprentice him to his brother 
James for work in the latter’s printshop. 
While in his brother's employ, he not only 
learned the printing trade but he also 
wrote for his brother’s newspaper, the 
New England Courant, gaining a fair 
reputation as a writer. 


The Franklin Fire Insurance Company, the first 
to perpetuate the name of Franklin has 
provided sound insurance for 
more than a century. 


The FRANKLIN 


FIRE INSURANCE COMPANY 
of PHILADELPHIA 


ORGANIZED 1829 P\ WILFRED KURTH, Pres. 
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C. R. Street Deplores 
Overhead Writing 


RAPS IRREGULAR COMPETITION 


W. U. A. Head Tells Atlantic City Con- 
vention Casualty Auto Inducements 
.Should Be Curbed 
Irregular fire underwriting practices 
growing out of excessive competition 
must be discontinued and rules observed 
for the protection of underwriters, com- 
pany stockholders and local agents, 
President Charles R. Street of the West- 
ern Underwriters’ Association, told those 
present at the annual meeting Tuesday 
at Atlantic City. More than 100 com- 
pany officers representing about 250 com- 
pany members of the W. U. A. attended 

this convention. : 

Despite the existence of some unscru- 
pulous competition Mr. Street, who is 
also vice-president of the Great Ameri- 
can, said that the W. U. A. was meet- 
ing under conditions which afford hope 
of material betterment within a further 
reasonable time. He believed that the 
situation to-day appears favorable for 
permanency, which reflects credit upon 
the membership of the association. 

On the subject of unfair competition 
President Street said that the practice 
of writing business in New York, Chi- 
cago or other large centers by a few, 
either direct or through subsidiary com- 
panies, with utter disregard of the rights 
of agents, is in no sense creditable. That 
local agents have not attacked the plan 
used more vigorously is surprising, Presi- 
dent Street said. He feared that ap- 
parent indifference will react some day 
in disagreeable fashion on the far great- 
er number who hew to the line in main- 
taining their association obligations. Ac- 
cording to Mr. Street every such irregu- 
lar transaction is a direct challenge to 
the agency force which suffers from it 
along with those who obey rules and 
laws. 


Would Strengthen Stamping Office. Rule 


Either as regards rates or commissions 
there is no reason in Mr. Street’s opin- 
ion why the mere control or placing of 
a risk in some large center should carry 
an advantage other than convenience as 
compared with the control or placing of 
the same risk by or through local agents 
in the immediate neighborhood of the 
risk. It is absurd he said to ask agents 
to favor companies with business they 
control locally while deliberately com- 
peting with them on preferential terms 
accorded to some outside competitor. The 
W. U. A. companies should class as un- 
friendly conduct, he said, the failure to 
report ali business through the Stamp- 
ing Bureau, wherever located, and the 
association should observe or repeal the 
rule on overhead writing. President 
Street stated that he preferred to see 
it strengthened and observed. 

“Let us be honest with our agents, our 
principles and ourselves,” said the presi- 
dent, “resolving to observe the proprie- 
ties of the business as we all know them. 
Such observance will carry with it re- 
gard for law, for the law requires nothing 
to which we are not already pledged. It 
is necessary only to keep our own word 
as it has been given—to be honest with 
ourselves.” 

Another evasion to which President 
Street referred is the payment of an ex- 
cess commission for the casualty end of 
combined automobile policies by some 
W. U. A. member companies with cas- 
ualty running mates. He said the asso- 
ciation was co-operating with the Na- 
tional Automobile Underwriters’ Associa- 
tion by having its members observe the 
automobile body rules and that this was 
being carried out faithfully with the ex- 
ception of the casualty circumventions. 


Effects of Auto Competition 





“T feel that replacing association com- 
panies in an agency or taking business 
away from association companies through 
the payment of a commission in excess 
of the prescribed scale for the casualty 


Complete Program of 
N. Y. Suburban Meeting 


AGENTS AT ASTOR APRIL 30 
Prentiss B. Reed, Fred Bruns, T. L. 
Rogers, A. Bruce Bielaski, C. S. S. 
Miller and Others to Speak 





The Suburban New York Association 
of Local Agents has completed a fine 
program for its first convention which 
will be held next Thursday, April 30, at 
the Hotel Astor in New York. A large 
number of local agents from the New 
York City suburban area will be present 
and in addition a general invitation has 
been extended to all local agents in the 
New York and Brooklyn metropolitan 
districts to be present. The meeting will 
continue all day, with morning and after- 
noon sessions. 


Among the featured speakers on the 
program are Prentiss B, Reed, assistant 
United States manager of the Phoenix 
of London group; A. Bruce Bielaski, 
head of the arson department of the Na- 
tional Board of Fire Underwriters; Fred- 
rick V. Bruns, president of the Excel- 
sior Fire of Syracuse, N. Y., and also 
a prominent agent; Theodore L. Rogers, 
president of the New York State As- 
sociation of Local Agents; Chauncey S. 
S, Miller, publicity director of the North 
British & Mercantile fleet, and Warren 
E. Buell, president of the New York 
Suburban Field Club. 


The meeting will open at 10:30 a. m. 
with President James L. Brownlee, Jr., 
of Flushing, presiding. After he has de- 
livered his report, Secretary Charles J. 
Schoen of Mt. Vernon will report on his 
office, to be followed by the chairmen 
of standing committees. There will then 
be a general discussion of current agen- 
cy problems after which Mr. Bielaski 
is to talk on solving arson cases. 

At the conclusion of the luncheon pe- 
riod Mr. Bruns will speak. He is to be 
followed by J. Paul Leonard of Ralph 
B. Leonard & Co., insurance stock brok- 
erage house, who has for his subject 
“Agents’ Participation in Insurance Com- 
pany Investments.” 

Mr. Reed will relate some interesting 
fire loss cases and Mr. Miller will speak 
on “Advertising That Gets Results.” 
President Rogers of the New York State 
Association will report on the activi- 
ties of that organization and Mr. Buell 
will cite ways for further co-operation 
between the suburban agents and field- 
men. 








end of automobile business is a form of 
competition which cannot be permitted 
to continue if the automobile organiza- 
tion is to live and the W. U. A. is to 
remain an effective body,” said Mr. 
Street. He went on to say that it con- 
stitutes distinctly unfriendly conduct for 
which the offending company should be 
cited under the association rules. He said 
also that it is not merely automobile 
premiums that are involved but fire busi- 
ness as well which is purchased in this 
reprehensible way. 


President Street announced that the 
policy of conferring freely with commit- 
tees of agents who felt they had matters 
of particular interest to discuss has been 
continued with gratifying results. In 
such conferences it has been the practice 
he said to give these agents an oppor- 
tunity to present their cases to all mem- 
bers in Chicago and vicinity who have 
been invited to sit with the governing 
committee of the W. U. A. on such oc- 
casions. He asked the W. U. A. to give 
full consideration to a report of the com- 
mittee on contractual relations with 
agents. That agents of fire companies 
should have been appointed these many 
years without a formal contract defining 
the rights and duties of both parties 
thereto Mr. Street characterized as a 
tribute to the character of agents and an 
exemplification of that mutual confidence 
which should always govern agency rela- 
tions. 
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Beresford Manager 
Of the Union Marine 


ENTERING FIRE INSURANCE 





Name Changed to Union Marine & Gen- 
eral; Spelman Marine Manager; Re- 
insures Queensland Risks 





The outstanding business of the 
Queensland in the United States has 
been reinsured in the Union Marine & 
General of Liverpool. The Union Marine 
& General (formerly known as_ the 
Union Marine) was organized in 1863 and 
has been writing marine business in the 
United States for over fifty years. It 
has now extended its operations to the 
fire field under Percival Beresford, its 
United States manager and attorney, 
with headquarters at 150 William Street, 
New York. The marine department will 
continue as heretofore under the man- 
agement of W. C. Spelman at 47 Beaver 
Street, New York. 

The Union Marine & General is con- 
troled by the Phoenix Assurance and 
its world-wide standing and reputation, 
coupled with the extensive facilities and 
service it is in a position to offer agents 
and brokers, should ensure for it success 
in the fire field. H. J. Robinson, who 
has been assistant manager of the 
Queensland, has been appointed assis- 
tant secretary of the Union Marine & 
General and other fire companies of the 
Phoenix group in the United States. 

W. J. Comans, who has been United 
States manager of the Queensland for 
the last seven years, will return to the 
head office of the company in Sydney, 
Australia, in the near future. 


Qualification Veto 


(Continued from Page 18) 
or license issued pursuant to an exami- 
nation, except under certain circum- 
stances. 

“Tt is silent as to any such exemption 
for renewal of a license which has been 
issued without examination. It follows 
that it is likely under this bill as it stands 
that an examination will have to be held 
for renewals of certificates or licenses 
which have been issued without exami- 
nation. This is just what the sponsors 
of this bill did not intend. Whether this 
is a joker which has crept into the bill, 
or whether it has resulted from hasty 
preparation is not apparent. 

“*(3) There are other minor inaccura- 
cies which it is not necessary to enumer- 
ate. The bill was passed by a substan- 
tial majority in both houses, and a sim- 
ilar bill would undoubtedly pass another 
year. Inasmuch as it would not be ef- 
fective until July 1, 1932, in any event, 
_ the Legislature next year can pass a 
new bill with an appropriation and with 
all uncertainties removed, and if ap- 
proved it can go into effect just as soon 
as this bill would have gone into effect, 
namely July 1, 1932. 

“*The Department would be glad to 
assist in drafting a bill which would es- 
tablish an effective requirement for writ- 
ten examinations as to the competency 
of agents, together with such other safe- 
euards as to trustworthiness as can be 
devised. It is obvious that a written 
examination of an applicant offers no 
effective test as to the applicant’s busi- 
ness reputation and trustworthiness as 
the present bill provides.’” 

“The bill is disapproved.” 


KLINE WITH LONDON ASSURANCE 

The London Assurance has appointed 
William B. Kline as special agent in the 
New England field on agency production 
work, He will be located at the Hart- 
ford office of the company, and for the 
present will work in conjunction with 
Special Agent Worley in Connecticut and 
Rhode Island. Mr. Kline is well known 
in New England and eastern New York 
State, having travelled that field since 








EXPLOSION CLAIM UPHELD 





Alabama Appeal Court Says Continental 
Is Liable; Building Dynamited to 
Check Conflagration 

The Alabama Court of Appeals has 
sustained a judgment of the State Su- 
preme Court holding the Continental 
liable for a claim sustained when the 
insured building was wrecked by dyna- 
mite by firemen trying to control a con- 
flagration to a given area. The court 
decided that the loss was the same as if 


it had been caused by flames. In the 
lowest court in which the case was tried 


judgment was given for the insurer. 

The Court of Appeals upheld the view 
of the Supreme Court that a loss re- 
sulting from the use of explosives to 
stop spread of fire comes within the 
scope of the standard fire policy as 
incident to the fire. In most states the 
courts have consistently ruled that an 
insurance company is not liable for an 
explosion loss unless sustained directly 
as result of fire on the insured prem- 
ises. The loss occurred four years ago 
and the claim was for $744.41. 





MICH. AUTO RATE BILL 
The fight over regulation of automobile 
rates in Michigan, brewing in the legis- 


lature since the introduction in the first 
days of the session of Senator Herbert 
Rushton’s bill to give the commissioner 
rate control, was brought onto the floor 
of the House this week when the senate 
insurance committee favorably reported 
the Rushton measure as amended. The 
principal amendment to the bill provides 
for establishment of a rating bureau to 
which every automobile insurer licensed 
in the state would be required to belong. 
The bureau would be made up, on an 
equal basis, of representatives of stock 
and non-stock carriers with the commis- 
sioner of insurance given the deciding 
vote in case of deadlocks over the bu- 
reau’s procedure. 
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LIFE INSUR 


ou can really enjoy lite 


it you are properly insured 


I. your house insured so that if it 
burns down you would not lose it all, including the money loaned you on 
mortgage? Have you Life Insurance to cover the mortgage on the house 
in case you should die, so that your wife and children would not have to 
pay it? Have you Life Insurance to secure them an income, or to help put 
your children through college if you should not be here to do it? 


Have you provided against want in your old age should you then be “out 
of business” or possibly have lost your property? Is your business insured 
amply for Fire and Life Insurance so that your family will be protected? 
Are your employees, or any for whom you may be liable, properly insured 
for compensation? Are you insured against accident, disability, and ill- 
ness? Is your automobile insured against fire, theft, collision, and personal 


Have you Life Insurance to cover inheritance taxes? If you haven’t an 
estate on which to pay an inheritance tax, have you a Life Insurance Estate 
which you can leave whole and free from such taxes? If you are insured 
against such contingencies your mind is free trom worry because you have 
made yourself and your family secure for the present and for the future. 


Consult any John Hancock agent for all kinds of life insur- 
ance and annuities; also the modern forms of Group. 


Life, Health, Accident and Total Disability. 


Co TS 


OF BOSTON, MASSACHUSETTS 


Sixty-eight years in business. Outstanding Insurance over Three and One-half 
Billion. More than 4,500,000 policy holders. If your policy bears the 
name John Hancock, it is as secure as any bond. 
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This border is adapted from the design of the frame used by John Singleton Copley for his famous portrait of John Hancock 
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Canadian Reactions To 
Agents as Adjusters 


R. L. FOSTER RAISES QUESTION 





Ontario Superintendent Seeks Informa- 
tion; Canadian Weekly Finds Most 
Opposed to Dual Role 





When R. Leighton Foster, Ontario su- 
perintendent of insurance, recently asked 
a group of insurance men in Toronto 
whether a local agent should be permit- 
ted to adjust losses or whether a li- 
censed adjuster should be allowed to act 
as an insurance agent, Canadian Insur- 
ance, a weekly contemporary published 
in Toronto, interviewed a number of ad- 
justers and company managers to secure 
their views. It was found that most of 
them are opposed to agents acting as 
adjusters except under certain circum- 
stances. This is the view generally theld 
in the United States, with the excep- 
tion, too, that many agents are allowed 
to adjust losses so small that to send a 
special adjuster would be_ excessively 
costly. 

One adjuster told Canadian Insurance 
that he would be inclined to allow an 
agent to adjust losses when liability is 
obvious and the agent could easily ar- 
range a satisfactory settlement. In cases 
where liability is also not excessive this 
adjuster saw no reason why reliable and 
competent agents could not handle the 
losses. 

Whether agents should assume the re- 
sponsibility of adjustment work in cases 
of complicated liability, an executive con- 
sidered was’ a debatable point. There 
may be in the minds of agents, a feeling 
which has been growing over a period 
of years—that is a feeling of the impor- 
tance of the adjusting profession, and it 
is debatable whether many agents would 
care to assume the responsibility in cases 
of complicated liability. 

Doesn’t Think Agents Want to Be 

Adjusters 


If an agent is progressive, a good pro- 
ducer, and a live-wire generally, he will 
not want to interfere with the adjust- 
ing angle of the insurance business. This 
was the opinion ‘of another executive 
interviewed. The agent will prefer to 
leave these matters to the adjusting de- 
partment and spend his time to -better 
advantage canvassing for insurance, The 
big producers don’t want to waste time 
adjusting losses. This type of agent has 
gained the knowledge as to the profi- 
cient manner in which the adjusting de- 
partment operates. He is satisfied to 
leave it to them. “There is no real need 
or advantage in the agent being adjuster, 
or the adjuster being also agent,” con- 
cluded this executive. 

There seemed to be a doubt in the 
minds of some of those interviewed as to 
whether the small-town agent should be 
allowed to make adjustments, on account 
of the time saving factor. Others, how- 
ever, contended that the time saving fac- 
tor did not apply. There was no time 
saved when agents were permitted to 
adjust. Usually things were bungled, and 
re-adjustments had to be made. 

One Canadian executive said that the 
time saving element was no longer a fac- 
tor. Claims could be settled by the ad- 
justment departments within forty-eight 
hours. Most claims can be settled by 
return mail. The average small-town 
agent could not handle losses or business 
in the efficient manner in which the 
average adjusting department can. A 
large staff of experts in the claims de- 
partment, coupled with modern methods 
in mail services eliminates the plea of 
time saving, or that small-town agents 
should couple adjusting with their sell- 
ing activities. 

Company managers, interviewed on the 
question, are almost unanimously of the 
opinion that the insurance agent should 
not be entitled to adjust losses, and also 
that the adjuster should not act as an 
agent. 











ST. PAUL FIELD CHANGES 





Territory of W. N. Edwards in New 
Jersey and Pa. Divided; Moyer State 
Agent in Eastern Pa. 
Because of increased business the St. 
Paul Fire & Marine has relieved State 
Agent W. N. Edwards, who has had 
charge of both northern New Jersey and 
eastern Pennsylvania, of the latter ter- 
ritory and from May 1 he will devote 
his entire attention to ,northern New 
Jersey. To handle eastern Pennsylvania, 
exclusive of Philadelphia and Philadel- 
phia suburban fields, the company has 
appointed M. E. Moyer state agent of 
the St. Paul, the Mercury, the St. Paul- 
Mercury Indemnity and the Minnesota 
Underwriters. He will make his head- 
quarters in Harrisburg after May 1. 
Mr. Moyer in 1914 became an inspector 
for the Underwriters’ Association of the 


Middle Department and about nine years 
ago was made special agent of the Am- 
erica Fore companies in Pennsylvania. 
Two years ago he became state agent 
of the Southern Fire of New York in 
eastern Pennsylvania so that he knows 
this field well. 





VENABLE SELLS INTEREST 

Dargan, Venable & Whitington, Inc., 
one ot the prominent insurance agencies 
in Atlanta, Ga. has purchased the in- 
terest of Oscar Venable who has been 
with the agency for several years in an 
official capacity. The officers of the 
agency will now be Milton Dargan, Jr., 
president; Walter W. Whittington, vice- 
president and treasurer, and John L. 
Connor, secretary. The agency has been 
in existence for nearly forty years, rep- 
resents a number of the best fire and 
casualty companies and has a fine repu- 
tation. i 


NATIONALE 100 YEARS OLD 


The Nationale of Paris, France, which 
celebrated last year its Centenary, has 
issued a handsome volume of 272 pages 
in which the full history of the com- 
pany, a leader in France, is fully set 
forth, a copy of which is in the library 
of the Insurance Society of New York. 
It does not only give the history and de- 
velopment of the Nationale and its pre- 
decessors, but the documents attached to 
the volume shed much valuable light on 
contemporary economic and political con- 
ditions. 





AGENT FOR CONNECTICUT FIRE 


Nathaniel J. Ontell, who has been en- 
gaged in the insurance business for a 
number of years in New Jersey, has been 
appointed an agent in Arlington, N. J,, 
for the Connecticut Fire. 





NEA 












twenty-five years after its great trial 
by fire—twenty-five years after its set- 
tlement of the greatest loss in the his- 
tory of insurance—the assets of the 
Fireman’s Fund Insurance Company 
amount to more than thirty-eight 
millions, and its policyholders’ sur- 
plus to over eighteen anda half mil- 
lions, both figures fully five times 
greater than they were at the 
opening of 1906. 
































W 


BLAS AALAA D144. Abidedr...ddeiteen..datoitein...dirtitt....datatinten. = 


- Bliss BALese...edeiede. 














April 24, 1931 











Page 57 














MARINE & AUTOMOBILE 











Oscar Prentice On 
Hull Outlook for 1931 


HUGE REINSURANCES ABSENT 





Manager of Sea and Head of Liverpool 
Ass'n Also Comments on Heavy 
Cost of Surveys 





Oscar Prentice, manager of the Sea 
Insurance Co., chairman of the Liverpool 
Underwriters’ Association and one of 
the leaders in British marine insurance 
circles, while not very hopeful of ma- 
rine hull results this year, told the Liv- 
erpool Association at its recent annual 
meeting that hull rates are now bene- 
fiting by the elimination of large hull 
reinsurance treaties. He said that this 
devastating system had led to the down- 
fall of several old-established Continen- 
tal European insurers which had incurred 
heavy losses through reinsurance treaties 
involving huge obligations. 

He went on to say that underwriters 
could not hope for prosperity in the 
times through which they were passing, 
and that it had been found impossible 
to obtain co-operation where it was most 
needed. However, he had noted that 
during the past year there had been 
more free interchange of information 
between underwriters, and he thought 
that if this were increased five-fold the 
business would vastly benefit. During 
1930 Liverpool underwriters had stood 
together and had given each other a 
helping hand. 

Every office and agency had been will- 
ing to divulge information at their dis- 
posal about fleets or risks with which 
they were acquainted, and this had been 
the means of avoiding the acceptance of 
many hull and cargo contracts which 
were better left alone. This reference 
to the interchange of experiences be- 
tween underwriters was important, for 
it dealt with a modern feature of un- 
derwriting policy and one which the In- 
ternational Union of Marine Insurance 
has had under close consideration in 
recent years. 

Repeats Warning on Hull Risks 

Apropos of underwriting experience, 
Mr. Prentice repeated his warning of 
the previous year, when he said that 
although a fleet might show a fair credit 
balance over a few years, the heavy loss 
would inevitably occur and it would be 
ridiculous to accept a rate which did nor 


. leave a considerable margin for a serious 


casualty. He added: 

“It would be better if underwriters 
would look more carefully at the liability 
they are running than at the paltry mar- 
gin of premiums which, in so many, many 
cases is all that is left after paying 
small claims.” 

A constructive feature of Mr. Pren- 
tice’s speech was his suggestion of stand- 
ardized information concerning risks 
submitted by brokers. This information 
should include (1) premium, net of re- 
bates, returns and after deduction of 
premium for unexpired periods, and (2) 
the owners’ own estimate of the cost of 
outstanding claims in addition to claims 
paid and those in the course of collec- 
tion. Were: this to become the prac- 
tice, underwriters would have a better 
guide to help them in quoting for renew- 
als, for under the present system a brok- 
er may often quite truthfully state that 
he knows of no serious claims outstand- 
ing, when, in fact, there is a substan- 
tial percentage of the value to be col- 
lected. 

An important matter touched upon by 
Mr. Prentice was the cost of surveys, 
a matter to which he hoped more atten- 
tion would be paid in 1931. In view of 
the extremely heavy claims which come 
forward for casualties of the most trivial 
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nature, he could not help feeling that 
in the long run both owners and brok- 
ers as well as underwriters would be 
glad to see the matter carefully investi- 
gated. Even more important, perhaps, 
was his advocacy of an increased use 
of wireless aids to navigation. 
ants More Radio Beacons 

He said that he would like to see round 
the coast of the British Isles the erec- 
tion of a far greater number of radio 
beacons. The coastlines of the United 
States and British North America are 
splendidly equipped, and an analysis of 
the results obtained had shown that they 
are of inestimable value to shipping, The 
value of wireless direction finding had 
also been strikingly proved in the last 
few years, and he hoped there would 
be a considerable increase in the number 
of ships equipped with this service. 

With regard to the financial situa- 
tion, Mr. Prentice said that, whatever 
1931 might have in store, underwriters 
should be happy that they had been 
immune from the catastrophes which had 
overtaken so many trades, and that with 
their immense financial resources and 
conservative policy they had been able 
to tide over the disastrous times with— 
generally speaking—increased funds and 
reputations still more secure. 

Finally, Mr. Prentice came out with a 
strong advocacy of what is, in effect, the 
“affaires deplacees” policy of the In- 
ternational Union. He said that he 
thought British underwriters should pay 
more respect to the views and _ local 
knowledge of their Continental friends 
so far as the underwriting of foreign 
risks was concerned: 

“After all, the foreign insurance cen- 
ters usually have a more intimate knowl- 
edge of their own business than we have 
here, and it seems to me folly for Eng- 
lish underwriters to cut in on their rates, 
particularly in view of the fact that, 
taken as a whole, there has not been a 
penny of profit in marine insurance on 
the Continent for several years past.” 





MARINE OFFICES CONSOLIDATE 

. L. Schweikert, marine insurance 
broker in New York, has consolidated 
with the Marine Agency Corporation and 
the business will continue under that 
name. The latter office has been op- 
erating in New Jersey for some time 
and recently was licensed as a brokerage 
concern in New York. The New York 
office is at 82 Beaver Street. By this 
consolidation Mr. Schweikert becomes 
president; Samuel G. Nullet, vice-presi- 
dent, and E. S. Nullet, secretary-treas- 
urer. 





GREAT LAKES FLEET OUT 
The winter flect at Buffalo, including 
130 freight steamers and more than a 
dozen passenger boats, is now getting 
into action. 


Japanese Worried By 
Reinsurance Treaties 


BRITISH MARKET TIGHTENING 





High Loss Ratio on Japanese Hulls Re- 
acts on Original Insurers; Higher 


Rates Advised 





Insurance companies in Japan are ap- 
prehensive of nossible trouble in con- 
nection with reinsurances effected on 
Japanese hulls in the London market, 
according to a recent issue of the Japan 
Weekly Chronicle. It is said that in 
view of heavy losses on these risks Jap- 
anese concerns are having difficulty in 
renewing their reinsurances for this year. 
The writer says: 

“The London market may assume a 
stronger attitude in view of the sharp 
increase in the number of cases of dam- 
age. The reinsurance policy is usually 
drawn good for one year, with a clause 
allowing underwriters to cancel it at thir- 
ty days’ notice. Should the underwrit- 
ers take such a radical action as can- 
celing contracts in accordance with the 
above clause most Japanese marine in- 
surance companies will incur a great 
blow and some will be rendered unable 
to carry on business.” 

In Japan it is the custom for many 
marine insurers to often take the whole 
value on an insured vessel and distrib- 
ute the balance which they do not retain 
through reinsrrance channels, this run- 
ning up to 90% of the coverage. Most 
of this reinsurance goes to London. The 
problem of reinsurance, after all, is one 
for the Japanese themselves to solve by 
obtaining adequate rates on the direct 
business. Then if the reinsurance charg- 
es are raised, there will be still some 
profit left for the original insurers. The 
London market reports that it is not 
averse to Japanese risks and will not act 
drastically against these but must in- 
crease hull reinsurance rates if experi- 
ence demands it. 

For some years this business was quite 
profitable, and it had the advantage of 
being effected on a reasonable profit 
sharing basis, the reinsurers returning 
to the reassured an agreed proportion 
of any profits made after all the liabili- 
ties had run off. In recent years, how- 
ever, Japanese reinsurances have un- 
doubtedly gone badly,-largely on account 
of the heavy fall in insured values which 
has resulted in a decided increase in 
the number of total losses and a heavy 
increase in the ratio of average claims. 
The increase in the number of total loss- 
es is, of course, due to the fact that with 
a low insured value a “constructive” loss 
is more easily reached, and because of 
this, vessels which might have been 
salved had the insured value been high, 
are left to their fate because it is obvi- 
cus that even were thev salved they 
would become constructive losses. 
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AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $6,565,762.78 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $13,257,460.31 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,387,252.42 
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M. V. Ayres Upholds 
Instalment Buying 


FINDS NO INHERENT FAULTS 





Analyst Says Business Depression Was 
Not Brought on or Aggravated by 
Partial Payments 





Milan V. Ayres, analyst of the Na- 
tional Association of Finance-Companies, 
denies that anything has happenéd to 
instalment selling during the business de- 
pression or that such selling contributed 
to the decline, in an article he has writ 
ten for the American Bankers’ Associa- 
tion Journal. He writes that he is sorry 
to disappoint the pessimists but auto- 
mobilewise and in other lines of instal- 
ment buying the reaction has been about 
in proportion to the changes for all bus- 
iness. 

No definite or heavy blow has befallen 
the instalment field, according to Mr. 
Ayres, as was expected by many of those 
who felt that the American public was 
over-mortgaging its future and that when 
the blow came there would be a tre- 
mendous volume of sales cancelations 
and sacrifices. ; 

In a summary of instalment selling 
conditions arising out of the current bus- 
iness depression, Mr. Ayres says: 

“Tnstalment selling has gone through 
a boom and a depression. What con- 
clusions may justly be drawn from that 
experience? First, a depression does not 
result in an excessive volume of defaults 
or repossessions and does not produce 
any appreciable amount of frozen cred- 
its in the instalment field. Second, the 
soundness and liquidity of finance com- 
panies are not at all adversely affected 
by a depression and as a consequence 
finance company paper is an exception- 
ally desirable asset for banks during a 
depression period. Third, the volume of 
instalment buying during a boom and 
during a depression varies in about the 
same proportion as the volume of all 
buying of the classes of goods which are 
commonly sold on instalments. 

“In other words, the volume of instal- 
ment selling increases during a depres- 
sion, but these changes are a result and 
not a cause. Fourth, the volume of in- 
stalment outstandings varies only mod- 
erately and slowly and does not exhibit 
the violent movements that are char- 
acteristic of many of the common index- 
es of business durine the oncoming of a 
depression period. Fifth, there is no evi- 
dence that instalment selling is an im- 
portant factor either in bringing on a 
depression or in bringing a depression to 
an end.” 





NEW D. OF C. INSURANCE SUP’T 





Herbert L. Davis Appointed to Succeed 
T. M. Baldwin, Jr.; Formerly Referee 
for Supreme Court 

Herbert L. Davis has been appointed 
Superintendent of Insurance for the Dis- 
trict of Columbia succeeding Thomas M. 
Baldwin, Jr., who has resigned. Mr. 
Davis was formerly referee and auditor 
of the Supreme Court of the District 
of Columbia. 


NEW AUTO INSPECTION OFFICE 


The William-Joseph Motor Co. of New 
York, which handles automobile inspec- 
tions, appraisals and estimates of dam- 
aze, has onened an office in Union City. 
N. J., under the name of the General 
Appraisal Service Co. This firm has had 
twenty-five years’ experience. 





BRITISH INSURANCE BLDG. 

The progressive County Council of Es- 
sex, England, has found its London of- 
fices at River Plate House too small for 
the many committee meetings which are 
held in the city, and accordingly it has 
decided to purchase Municipal Insurance 
House. 
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CASUALTY AND SURETY 








“General Agent” Title 
Discussed at Dallas 


FEATURED IN LEIGH’S REPORT 





Sees American Ass’n of General Agents 
Principle on This Point Endorsed 


by Commissioners 





That the conference committee of the 
American Association of Insurance Gen- 
eral Agents has done considerable in the 
past year toward securing further rec- 
ognition of the Association’s principle 
that “general agents should not engage 
in the local business and their compen- 
sation as supervising officials should be 
treated as a supervising and not an ac- 
quisition cost,” was conclusively indicat- 
ed in the report made by its chairman, J. 
G. Leigh of Little Rock, to the annual 
meeting of the Association this week in 
Dallas. His full report follows: 

“We have secured the full acceptance 
of our principle by the Inland Marine 
Underwriters’ Association organized 
during the year, and the committee also 
attended three meetings of the acquisi- 
tion cost committee of the Insurance 
Commissioners’ Convention, presenting 
to these organizations the Association’s 
views on this subject. 

Recognition by Commissioners 


“The insurance commissioners felt 
compelled to recognize, as this associa- 
tion has always done, that there are 
many bona fide, legitimate general agents 
in the United States, both fire and cas- 
ualty, who actually and efficiently super- 
vise the business produced by sub or lo- 
cal agents reporting to them and who 
also conduct a local business, which rep- 
resents a valuable asset to them. 

The commissioners further recognize as 
does also this association that if gen- 
eral agency appointments could be lim- 
ited to that class, no objection could 
be made to them, but unfortunately as 
the fire companies have found to their 
regret, such appointments open the door 
to abuse by conferring the title of Gen- 
eral Agent on strictly local agents, thus 
placing companies not following the 
practice at a disadvantage as to those 
who do, and bringing about unfair dis- 
crimination in compensation to the det- 
riment of experienced and loyal local 
agents who have built up their valuable 
business through many years of efficient 
service to customers and companies. 

“Accordingly, and in recognition of the 
principles for which we stand, the report 
of the acquisition cost committee, ac- 
cepted and approved by the Insurance 
Commissioners’ Convention, contained 
the recommendation “that the title ‘Gen- 
eral Agent’ be used only in designating 
supervising officials and not in any case 
for the purpose of qualifying strictly pro- 
ducing agents for higher commissions. 
Three Types of Casualty General Agents 

“There are at this time three types of 
casualty company representatives who 
enjoy the title of General Agent: 

“1, The strictly supervising general 
agent who does no local business what- 
ever. 

“2. The general agent who gives bona 
fide supervision to the business of sub- 
agents or local agents in a territory su- 
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pervised by him but also does a direct 
local business. 

“3. The agent who does a strictly lo- 

cal business but who has been desig- 
nated ‘general agent’ to make him eli- 
gible to receive highest scale of commis- 
sions. 

“The recommendation of the Insurance 
Commissioners’ Convention is that the 
title of ‘general agent” be not conferred 
on the third class. 


A Prediction 


ect asset course well understood that 
our association is not seeking a reduc- 
tion of commissions paid any agent, nor 
does it object to casualty companies (or 
fire companies either for that matter) 
having more than one rate of commis- 
sion to producing agents if they feel such 
a course sound and proper. In fact such 
practice is in line with the present tend- 
ency and the principles of the National 
Association of Insurance Agents which 
holds for a differential in commission 
naid to recording and soliciting agents, a 
highly meritorious distinction and in ac- 
cord with our own principles. What our 
association is contending for is that all 
these grades of producing agents be des- 
ignated by some title other than ‘gen- 
eral agent’ which should be used only 
as applying to a supervising official. 

“Unless all signs fail there will, in the 
reasonably near future, be some revision 
in casualty agency contracts with these 
princinles fully recognized. 

“This committee is glad to report the 
continuation of the cordial attitude to- 
ward our organization. from all quarters, 
as a result of our willingness to co-op- 
erate with both companies and_ local 
agents in the solution of common prob- 
lems and the improvement of our busi- 
ness and the preservation of the Ameri- 
rE agency system which is vital to us 
all.” 





PREPARING FOR BUSY WEEK 
Annual Bureau Meetings to Draw Com- 
pany Executives to N. Y. on May 
5-6; Biltmore Dinner 
The No. 1 Park Avenue headquarters 
of the National Bureau of Casualty & 
Surety Underwriters and the Associa- 
tion of Casualty & Surety Executives 
will be the scene of plenty of executive 
activity next week when the annual 
meetings of these organizations are held 
on May 5 and 6. F. Robertson Jones, 
general manager of the Executives’ As- 
sociation, is working up the agenda for 
that meeting with a full discussion ex- 

pected on important problems, 

The National Bureau’s meeting will be 
featured by the presentation of General 
Manager James A. Beha’s annual report, 
the election of executive and other com- 
mittees, and discussion of these ques- 
tions among others: 

1. The Chicago situation—getting re- 
newal of pledges as to rules and prac- 
tices from member companies and giv- 
ing more power to the branch bureau 
office in that city. 

2. The rate situation in which discus- 
sion the fate of the graded commis- 
sion plan proposed under the compensa- 
tion rating program may be decided. 
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W. Y. Boyd, Canal Zone, 


Visitor to New York 


HE REPRESENTS THE U. S. F. & G. 





Visiting Its William Street Office, He 
Runs Into Crowd Waiting for Jap- 
anese Prince and Princess 





About a year ago W. Y. Boyd of An- 
con, Canal Zone, diplomat, naval officer, 
holder of the Legion of Honor decora- 
tion of France, and a member of Boyd 
Brothers, large -Canal Zone insurance 
agency, paid a visit to both the New 
York and Baltimore offices of the United 
States F. & G., with the idea in mind of 
representing that company in the Canal 


Zone. His conferences with Edward R. 
Lewis, co-manager in New York, and 
with R. Howard Bland, president, 


reached a successful culmination in June, 
1930, and the arrangement proved so sat- 
isfactory that Boyd Brothers were later 
appointed general agent for the Republic 
of Panama. The firm does a substantial 
business in automobile, liability and 
other casualty lines as well as fidelity 
and surety. 


Gets a Surprise on William St. 


One day last week W. Y. Boyd made 
another visit to the New York office of 
the United States F. & G., getting a big 
surprise when he found the entrance to 
the office almost blocked in by a‘ huge 
crowd,: which extended half way up the 
Liberty Street block and to the intersec- 
tion at Maiden Lane. There were more 
than a dozen motorcycle officers, patrol- 
men and mounted policemen trying to 
keep the crowd in order. 

Mr. Boyd had arrived in the insurance 
district the afternoon that Prince Taka- 
matsu and his bride, Princess Kikuko, of 
Japan, on an extended honeymoon to the 
United States, were making a tour of in- 
spection of the Federal Reserve Bank, on 





3. Acquisition cost conditions gener- 
ally. 

The evening before the bureau meet- 
ing the annual dinner will be held at 
the Hotel Biltmore and it is expected 
that insurance officialdom will be repre- 
sented in full strength with several 
speakers of national prominence on the 
program. 


TSE 


Liberty Street. If Mr. Boyd had had 
the opportunity of meeting the Japanese 
prince and princess he might have 
swapped experiences with them, telling 
about his own diplomatic career, for it 
has been an extensive one. Here are 
some facts about this career: 


Work on Brazil Cable Censorship 


Born in Auburn, N. Y., and a graduate 
of Syracuse University in 1906, Mr. Boyd 
served as lieutenant commander in the 
United States Navy, assigned to duty 
in the Department of Naval Communi- 
cations in Washington, D. C. He spent 
two years as attache at the American 
Embassy in Rio de Janeiro, organized 
the Brazilian system of cable censorship ; 
was the United States delegate to the 
international cable censorship committee 
in Brazil, and undertook the coordination 
of censorship between European allies 
and Brazil. 

His career as a diplomat also took him 
in 1924 to Denmark, Germany and Hol- 
land where, by appointment of the Presi- 
dent of Panama, he surveyed and inves- 
tigated the free ports of those countries. 
The following year he was a special en- 
voy to Germany from Panama to adjust 
questions arising from German migration 
to Panama. France decorated him with 
the Legion of Honor and he was given 
the Cross of Sts. Laurizio and Lazzarro 
by the Italian Government, 

As to his insurance connections, he is 
a member of Boyd Brothers, organized 
in 1909; a member of Goethals, Wilford 
& Boyd, Inc., formed by General Goe- 
thals and in which he bought an interest; 
and a director of Thos. Boyd, Inc. 

His clubs include the University of New 
York, Army and Navy, New York, and 
Union Club of Panama. He is also a 
member of the American Society of 
Naval Engineers. 





NEW PHILA. SERVICE OFFICE 


The United States Casualty has opened 
a Philadelphia service office in charge 
of Edgar Campbell, who was formerly 
with the London Guarantee & Accident 
as assistant manager of its office in that 
city. The United States Casualty office 
is located in the Lafayette Building. 





James R. Garrett, manager, Eastern 
accident and health department, National 
Casualty, and who is one of the active 
Federation workers in this state, is han- 
dling the publicity on the forthcoming 
Glens Falls convention. 
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Hartford A. & I. Report 
On Construction Costs 


TELLS HOW THEY MAY BE CUT 





Company’s Special Risks Dep’t Recom- 
mends Firm Policy Regarding 
Accident Prevention 





In an effort to aid contractors in ef- 
fecting the control of accidents the spe- 
cial risk and engineering department of 
the Hartford Accident & Indemnity has 
prepared a thoroughly comprehensive 
35-page report entitled “Cutting Con- 
struction Costs” which has received con- 
siderable favorable publicity from inter- 
ested parties in the construction and en- 
gineering world. This report not only 
reviews the big topic of accident preven- 
tion and production but goes into the 
problem of accident control, the neces- 
sity for leadership in accident preven- 
tion, supervision of workmen and the 
part played by foremen. A special sec- 
tion devoted to non-insurable losses is 
well worth reading. 


A Brief Review 


In a brief review which serves as an 
introduction the Hartford Accident & In- 
demnity says: 

“Accidents cost the construction indus- 
try millions of dollars annually. The 
provision of compensation insurance cov- 
erage in no way relieves the contractor 
of his share of the cost of accidents, 
which is variously estimated at between 
four and five times the amount paid out 
by insurance companies. This cost is 
due to non-insurable losses such as: 
Time lost by the supervisory force 
through the investigation of accidents, 
training of new employes to take the in- 
jured’s place, attending hearings on com- 
pensation cases and in preparing acci- 
dent records; time lost by the injured 
through receiving first aid or doctor’s 
treatment and in recovering from injury ; 
time lost by other employes rendering 
assistance to the injured, etc. In addi- 
tion to these losses, accidents also make 
necessary an increase in compensation 
insurance rates. 

“Believing that a firm policy regarding 
accident prevention saves time and low- 
ers costs, we have prepared this report 
to aid contractors in effecting the con- 
trol of accidents. If it provides our pol- 
icyholders with helpful information, we 
shall be well repaid for the careful in- 
vestigation which preceded its issuance.” 





Mackall Executive V.-P. 


Luther E. Mackall was elected ex- 
ecutive vice-president of the Liberty 
Surety Bond of Trenton at a special 
directors’ meeting on Tuesday. This 
is a newly created office. The news 
of his joining the Trenton company 
was exclusively announced in The 
Eastern Underwriter last week. 

Robert M. Johnston, who has been 
vice-president and general manager 
since the Liberty started five years 
ago, has asked the board to relieve 
him of his duties as general manager 
so that he may give more time to his 
Atlantic City interests. He will con- 
tinue, however, as vice-president and 
as an executive committee member, 
retaining an active interest in the 
company of which he and his friends 
are large stockholders. 


MORRIS, HAID, GRIFFIN DONORS 


Frank G. Morris, president, Standard 
Surety & Casualty, is the donor of the 
Prize award for the student who makes 
the best showing in the Casualty—Part I 
examinations of the Insurance Society 
of New York; Paul L. Haid, president, 
Fidelity & Casualty, for Part III, and 
John A. Griffin, vice-president, Fidelity 
& Deposit, for the Suretyship—Part I 
examinations. 











E. C. Lunt Draws Big 
Washington Turnout 


TALKS BEFORE INSURANCE CLUB 
After Hearing Him Producers Have 
Clearer Conception of Bankers’ 
and Brokers’ Blanket Bonds 





Edward C. Lunt, surety vice-president, 
Great American Indemnity, gave another 
speech a week ago on one of his pet 
subjects, bankers’ and brokers’ blanket 
bonds, the occasion being a meeting of 
the Insurance Club of Washington, D. C. 
Held at the Hay-Adams House, it was 
the largest turnout this club has had in 
many a month. On more than one occa- 
sion recently Mr. Lunt has given his 
frank opinion of blanket bonds which is 
that “no division of the surety business 
is more complicated, more beset with 
exceptions and inconsistencies, harder to 
understand, more difficult generally, than 
this division of the surety business.” His 
talk to the Washington men covered a 
lot of ground, taking the three insuring 
clauses, A, B, C, and describing them. 

Writing a Book, Maybe 

It will be good news to the surety 
business that in his talk Mr. Lunt 
dropped the hint that he was seriously 
considering writing a book about blanket 
bonds. In fact, he has already started 
it but he gets discouraged at times be- 
cause, as he puts it, “As soon as I get 
one chapter finished a new wrinkle is in- 
troduced and all mv material is changed 
in a twinkling.” 

Humorously he will tell an audience: 

undoubtedly there are fewer 
people on earth today who thoroughly 
understand blanket bonds than the 
dozen or so who understand the Einstein 
theory of relativity.” He also refers to 
the fact that there are “nineteen differ- 
ent basic forms of blanket bonds. each 
more incomprehensible than all the 
others,” and then he proceeds to give a 
first rate description of them. 


“ 





St. Louis Petition Denied 


Judge Moses N. Hartmann of the 
St. Louis, Mo., Circuit Court has de- 
nied the petition of a number of pol- 
icyholders of the Federal Automo- 
bile Association of Indianapolis, 
Ind., a defunct automobile reciprocal, 
to intervene in the Missouri re- 
ceivership for the automobile insur- 
ance concern and to prevent Ro- 
dowe Abeken, Missouri receiver, 
from collecting extra premiums lev- 
ied for the years 1924, 1925, 1926 and 
1927 to help make up its losses. 

This was the second time that an 
attempt of policyholders, who ob- 
ject to paying the assessments as 
authorized under their policies be- 
cause of the reciprocal plan of the 
“insurance,” has been defeated in 
the St. Louis Circuit Court. When 
the Indianapolis reciprocal went into 
a financial tail spin and crashed 
there were about 19,000 of its poli- 
cies in force in Missouri, held by 
about 12,000 persons. 











BALDWIN DENIES MERGER 
Prudential C. & S. President Not Par- 
ticipating in Proposed $12,500,000 
Organization Deal 
William M. Baldwin, president of the 
Prudential Casualty & Surety Co., of St. 
Louis, Mo., has denied that there is any 
basis in fact for the report sent out from 
Dayton, Ohio, that his company is to be 
a basic unit in a proposed $12,500,000 
casualty organization to include also the 
Federal Surety, the Liberty of Dayton 
and the Automobile Underwriters of 

Dallas. 

Mr. Baldwin stated emphatically that 
his company has not participated in any 
negotiations toward such a merger, has 
not been approached on the subject, and 
knows absolutely nothing about it. He 
added that the Prudential is not plan- 
ning to merge with any other company 
at this time. 











CASUALTY 








EXCESS 


INSURANCE COMPANY 
OF AMERICA 


JAMES GIBBS, President 


REINSURANCE 
EXCESS AND SHARE 


Executive Offices: 


84 William Street, New York City 


Telephone: Beekman 3-0890 


& SURETY 














Allstate Insurance Co. 
Now Doing Business 


ELECTS OFFICERS, DIRECTORS 





Not Interested in Commercial Car Lines; 
Arranging Nation-wide Claim Facili- 
ties; Sears, Roebuck Project 





_ The Allstate Insurance Co., automobile 
Insurance company project sponsored by 
Sears, Roebuck & Co., has completed 
its organization, secured its license from 
the Illinois department and is now ac- 
tively engaged in writing business. Col. 
G. E. Humphrey, assistant to R. E. 
Wood, president of the mail order house, 
was elected president and treasurer of 
the company at a meeting on April 18. 
L. J. Rosenwald was elected vice-presi- 
dent; Carl L. Odell, vice-president and 
secretary, and F. F. Fowler, comptroller. 
The directorate is composed of Messrs. 
Wood and Rosenwald; E. J. Pollock, 
Colonel Humphrey, D. M. Nelson, E. 
H. Powell—all of whom are executives 
of Sears, Roebuck & Co.—Charles Led- 
erer, general counsel for Sears, Roebuck, 
and Mr. Odell. 

As previously announced, Mr. Odell 
will have general management of the 
Allstate in close contact with President 
Humphrey. He is an experienced in- 
surance man who resigned as a member 
of the firm of Moore, Case, Lyman & 
Hubbard of Chicago the first of the year. 

Conservative Underwriting Policy 

That the Allstate Insurance Co. will 
adopt a strict underwriting policy in the 
acceptance of business was indicated in 
the statement as follows made by Presi- 
dent Humphrey: 

“The underwriting of risks will be 
based strictly on the character of the 
applicant. Our company is in business 
to write automobile insurance insuring 
individual owners in cases of bodily in- 
jury liability, property damage liability, 
glass damage, collision, firt, lightning, 
transportation, theft, robbery and pilfer- 
age, tornado, cyclone. windstorm, hail, 
earthquake and explosion, The writing 
of policies will be confined to privately 
owned cars; no commercial business, no 
taxis, trucks or buses will be covered. 

“Arrangements have been made to 
handle claims wherever they occur. Ar- 
rangements have also been made for re- 
insuring excess liability. 

“Our company is organized with cap- 
ital of $350,000 and surplus of $350,000, 
both of which are fully paid. Ours is 
a conservative stock insurance company. 
It is a separate and distinct corporation 
although financed by Sears, Roebuck & 
Co. The insurance company will be con- 
ducted separately except that we shall 
take advantage of Sears, Roebuck mail- 
ing lists and business contracts.” 





N. Y. FEDERATION MEETING 





Judge Albert Conway on Program for 
Glens Falls Convention May 8-9; 
Awaits Saunders Report 
Glens Falls, N. Y., will be the scene 
of the Insurance Federation of New 
York convention on May 8 and 9 at the 
Queensbury Hotel. From present indi- 
cations the gathering is going to surpass 
previous years both in turnout and qual- 
ity of the speeches. Judge Albert Con- 
way of Brooklyn, former Superintendent 
of Insurance of New York State, is slat- 
ed as a speaker on “The General Situa- 
tion of the Insurance World Today.” His 

talk alone should attract delegates. 
Other speakers are Francis D. Culkin, 
member of Congress from the 32nd Dis- 
trict, New York, who will discuss “Ex- 
perience of Government in Commercial 
Enterprises”; also Assemblyman Burton 
D. Esmond with the topic, “The Legis- 
lature of the State of New York.” 
Leonard L. Saunders, executive sec- 
retary of the Federation, will turn in a 
report to the convention on legislative 
activities which will thoroughly cover the 
work done by the Federation in fighting 
hostile insurance bills in the 1931 session. 
Elaborate preparations are being made 
for the entertainment of delegates, 
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Significant Changes 
In Burglary Manual 


“COLLUSION EXCLUSION” OUT 





National Bureau Also Gives Recognition 
to Blanket Bonds as Small as 
$10,000; Other Features 





One of the important changes noted in 
the revised burglary manual which be- 
came effective on Monday was the elim- 
ination of the “collusion exclusion” clause 
from policy forms. The National Bu- 
reau of Casualty & Surety Underwrit- 
ers in making known this elimination 
indicated that the premium rate would 
not be advanced because of it. 

The “collusion exclusion” clause, one 
of the most ancient in the policies, now 
follows the still more ancient “invasion 
by a public enemy” clause which was 
dropped out in the latter part of 1929. 
It permitted the insurer to deny liabil- 
ity for a claim if “the assured, any as- 
sociation or interest, watchman or offi- 
cer, or clerical employe of the insured 
was a principal or an accessory in effect- 
ing or attempting to effect the burglary 
or robbery.” This clause has been fre- 
quently invoked to deny liability where 
it was proven that the employes of the 
assured were implicated in the commis- 
sion of the crime either as accessory or 
as principals. Its elimination is another 
step by the companies toward granting 
the public more comprehensive policy 
coverage under contract forms which now 
contain but few exclusions. The collu- 
sion clause, however, will remain in the 
mercantile open stock policy. 


Extend Scope of Personal Holdup 
Policy 


Insurance actuaries are now convinced 
that the press has made the American 
public “crime conscious.” The compa- 
nies evolved some years ago a personal 
holdup policy which was limited in cov- 
erage. The scope of this policy will now 
include all personal effects as well as 
money, jewelry and articles of personal 
adornment. 

Of paramount interest to modest size 
banks and brokerage concerns carrying 
blanket bonds in smaller amounts is the 
recognition which will now be given to 
these bonds for insurance excess over 
an underlying bond of at least $50,000. 
The new rules provide for recognition 
of blanket bonds as small as $10,000. 
Assureds who have fifty or more loca- 
tions or custodians insured are subject 
to experience rating, a plan whereby 
their actual experience over a period of 
three years figures in establishing their 
insurance rate. This plan has now been 
revised so that greater credence will be 
given the actual experience of the as- 
sured in the making of the adjusted rate. 
It is believed this move will stimulate 
chain risks of all types towards crime 


prevention, so that they may improve 
their experience in order to obtain the 
maximum credits under the new plan. 

To meet the needs of mercantile estab- 
lishments who require on special sales 
days, Saturdays and on other occasions, 
additional robbery insurance in excess 
of their nominal year-round require- 
ments, rules and rates have been set up 
permitting the granting of such cover- 
age provided that it shall not exceed 
50% of the regular amoynts of insurance 
carried. 





NEW POST FOR T. P. MOYLETT 





Prominent Burglary Underwriter Now 
Connected with N. Y. Office of Alli- 
ance Casualty; His Career 
Thomas P. Moylett, well known met- 
ropolitan burglary underwriter who has 
been with the Franklin Surety for the 
past few years in charge of burglary 


and plate glass departments, is now asso- 
ciated with the New York office of the 


‘Alliance Casualty in a similar capacity. 


Mr. Moylett succeeds Vincent A. Demp- 
sey who resigned a week ago to join 
the New York branch of the Constitu- 
tion Indemnity. 

Starting his insurance career with the 
American Surety. where he stayed for 
six years. Mr. Moylett resigned to ioin 
the Fidelity & Deposit and after four 
vears with that comnany he was selected 
by the Franklin Surety to organize and 
manage its plate glass and burglary de- 
partments. He has a good reputation 
along William Street and is the president 
of the Burglary Underwriters’ Associa- 
tion of Greater New York. 





TO HEAR E. IRVING FIERY 





Bowes & Co. Gen’] Manager Selected as 
Chicago Casualty Sales Congress 
Speaker;, Program Completed 
E. Irving Fiery, general manager, 
Bowes & Co., Chicago, has been selected 
by the Casualty Field Club of Illinois 
to speak on “Compensation Insurance” at 
its fourth annual Casualty Sales Congress 
May 4 at the La Salle Hotel. Mr. Fiery 
is regarded as an expert on this line. 
This completes the program of speak- 
ers for the congress, others being Ralph 
Newman, United States Casualty; E. C. 
Lawson, Fireman’s Fund western marine 
manager, and J. W. Hartley, United 
States F. & G. The luncheon speaker 
will be announced next week. A large 

attendance is in prospect. 





R. R. GILKEY TO SPEAK 


R. R. Gilkey, secretary, Surety Asso- 
ciation of America, is to be the guest 
speaker at the May 5 luncheon meet- 
ing of the Surety Underwriters Asso- 
ciation of New Jersey in the Downtown 


Club, Newark. 





Many Motorcyclists Forced Off Roads 
By New British Compulsory Law 


Three months’ experience of compul- 
sory insurance for motorists in Britain 
has shown that, while automobile owners 
have been little affected, motorcyclists 


have fallen afoul of the law in a num- 
ber of unforeseen ways. It is also be- 
lieved to have driven a very considerable 
number of former motorcyclists into dis- 
posing of their machines. The registra- 
tion figures for the first quarter show 
a substantial fall compared with the same 
period of last year, and for part of this 
at least the extra cost of insurance is 
held responsible. 

When the law came into force it was 
estimated that 90% to 95% of automo- 
bile owners were already insured, but 
only 50% of motorcyclists. The new bus- 
iness done by insurance offices this year 
confirms this estimate. Although the av- 
erage cost of insuring a motorcycle is 
only 22s. 6d. ($5.60) per annum, this sum, 


which cannot be paid in instalments or 
reduced by laying up the machine for 
part of the year, has proved the last 
straw for many men who, by buying 
a second-hand machine for $25 or $50 
and exercising rigid economy, were just 
able to afford this means of transport to 
and from their work. 

The London Daily Telegraph says: 

“A number of motorcyclists, previously 
uninsured, have recently got into trouble 
by carrying a pillion passenger without 
realizing that they were not entitled to 
do so under the terms of an Ordinary 
policy. Riders in various parts of the 
country have been fined, and have had 
their licenses suspended for twelve 


months for this offence. 

“A thoughtless act of chivalry to a girl 
. friend is liable to stop a young man’s 
motoring for the rest of the year if he 
is not insured for the additional risk of 
carrying her on his pillion seat.” 











Latest Surety Ratings Of 
US. Treasury Department 


Based on the financial statements of the various surety companies as of 
December 31, 1930, the United States Treasury Department has issued as 
follows its semi-annual list of carriers as acceptable sureties on Federal bonds. 
Information is given as to the net limit for which these companies may be 


accepted on any one bond, the maximum being 10% of the combined capital 
and surplus. 


Surplus and Net Limit on 














Capital Undivided Any One 
_ Company ; . Stock Profits Bond 
Associated Indemnity, San Francisco...... $500,000 $1,000,000 $150,090 
'Fireman’s Fund Indemnity................ 1,000,000 2'683,712 368.371 
International Re-Insurance, Los Angeles... 1,500,000 2'842.275 434.227 
National Automobile, Los Angeles......... 250,000 "252,989F 50,299 
Occidental Indemnity, San Francisco........ 500,000 678.865 117.886 
Pacific Indemnity, Los Angeles............ 1,500,000 2,209,650 370.965 
The Aetna Casualty & Surety.............4 3,000,000 10,155,296 1,315,529 
The Century Indemnity ..... sseeee mises iasieisia 1,206,000 353,530 155.343 
Hartford Accident & Indemnity............ 3,000,000 6,817,335 981.733 
St. Paul-Mercury Indemnity .............. 800,000 "355,752 115.575 
Continental Casualty ..........eeeeeeeeeee 3,500,000 3,500,000 700.000 
Inland Bonding, South Bend............... 300,000 248,455 54.845 
I IEE Sac neacuscacancotonscscess  fakiioais . |. lace ene RY dae 
The Western Casualty & Surety. xs 750,000 511,266 126.126 
Union Indemnity .........cseeeesecescoees 1,000,000 1,034.052 203.405 
American Bonding ........s.cssesssceeeees 1,000,000 543,957 154,395 
Fidelity @> Deposit -o5.5. 6 acccceciec cccsc cece 6.000.000 5,112,602 1,111,260 
Maryland Casualty .......e.seeeseeeeeeees 5,000,000 5,131,940 1,013,194 
United States Fidelity & Guaranty......... 10.000.000 11,280,472 2,128,047 
American Employers’ .........0.-ssseeeees 1,000,000 606,612 160.661 
Massachusetts Bonding .................+5 4,000,000 4,042,553 804.255 
Central West Casualty............. GAs aa 1,000,000 425,341 142.534 
Detroit Fidelity & Surety.................- 1,000,000 1,297,967 229.796 
National Casualty .........seseeeeeee seen 750,000 500,000 125.000 
Standard “ACen ss o55 esas visas < ene ss 59 2,500,000 1,057,531 355.753 
Central Surety & Insurance Corp........... 1,000,000 907,848 190,784 
Employers Reinsurance ........-..+.eeeeee 1,500.000 2,250,000 375,000 
Bankers Indemnity .........2+.2+eeeeeeees 1,600,000 759,107 235,910 
Commercial Casualty .............. pee eceees 2,500,000 1,270,207 377,020 
The Excess Insurance Co. of America...... 750,020 854,347¢ 100.436 
PERUUISONY COMEBIEY aie, c'c ousie crepe desley einige w ele sis; 9 greene) | eran eg) 9 Ore ees eae 
International Fidelity ................. 300,000 1,494,150 179.415 
Liberty Surety Bond ............. 845,633 152,456 99,809 
New Jersey Fidelity & Plate Glass. ae 800,000 1,014,119 181,411 
Public Indemnity ..........seeeeeeeeeeeeee 760,000 1,125,768 188.576 
American Surety ......seeeeeeeeseeeeeeee 7,500.000 6,719,348 1,421,934 
Columbia: Castialty 20... cteceseccssessveee 1,000,000 1,229,422 222.942 
Commerce: ‘Casttaty ois sic Ses tes ces ses 750,000 400,000 115,000 
Concord Casualty & Surety. <...5......0.6 571,760 251,274 82.303 
Consolidated Indemnity & Insurance Co..... 1,200,000 1,221,587+ 242,158 
Eagle Indemnity ..........ssseeeeeeeeeeees 1,000,000 82,718 198,271 
Sequntaiie CASUy (SUE Sac ccciccwts guess | « aubetes | aetee: 
The Fidelity & Casualty..........sssesseeee 5,000,000 3,839,656 883.965 
Franklin Surety ........0:sseeeee cece eens 750,000 270,013 102.001 
General Indemnity Corp., Rochester........ 1,000.000 779,461 177.946 
General Reinsurance Corp. .........-..e00> 1,500,000 1,155,229 265.522 
General Surety .....sseeeeeeereceeeeeeees 2.500,000 7,500,000 1,000.000 
Glens Falls Indemnity ................... 1,000,000 600,000 160,000 
OS A a Senne Ee aCe 2.500.000 5,000,000 750.000 
Grand Central Surety ..........eseeeeeees BSGOO” erst siercte 25,000 
Great American Indemnity...............+- 1,500,000 805,516 230.551 
The Greater City Surety 62,500 177,334 43,983 
Guardian Casualty peeeeee 1,000,000 243,922 124,392 
THE TAGS TRGCIOONEG oo cco cccsiceiaece we 1,000,000 1,577,322 257,732 
Lloyd’s Casualty ..........-. sete eee eeeeees 2,000,000 813,363+¢ 281,336 
Tondon & Lancashire Indemnity ........... 750,000 697,927 144.792 
Metropolitan CME, isbn ccc ecsecasesecud 1,500,000 1,931,515 343,151 
WRAL. IDOE a. o-0 oc Gas one oo vn np ese'ne be 15,000,000 9,922,949 2,492,294 
New. Amsterdam Casualty .........50.c.e0. 4,500,000 4,500,000 900,000 
New York Casualty ......:.e+eeeeeeeeee “ 1,500,000 748,269 224.826 
New York Indemnity .......+..+e0+2 eeee 1,000,000 309,169 130,916 
Preferred Accident .......ccsesccsesscenss 3,500,000 1,002,626 450.262 
Oval TROCRNG oo ids 5.65955: 6 s:c1es gis 8006 5c0'8 2,500,000 3,524,844 602,484 
SVEMIMODE SMUD a ie aie Dare a.winia'clereig ps < ao.s.ca 1,000,000 570,056 157,005 
SOUtHete SOONERS. Sons dices sacawsc tea wene 1,500.000 426,176 192.617 
Standard Surety & Casualty.............-- 1,500,000 1,300.147 280,014 
Siete SHINE ig ccc ca ccinc's <nesaceesaessee 1,000,000 720,271 172,027 
United States Casualty .........0..seeeees 1,500,000 1,503,902 300.390 
United States Geafamtee 2... ccccccccscces 1,000,000 2,679,271 367,927 
The American Liability & Surety........... 500,000 984,757 148,475 
ERE CO MS | Sk ccdct ees ebewcewvcsan 600.000 23,999 112,399 
UNE ESRI 5 Sis ines ka se orl vie s 015. 016,09 Vat 1,000,000 999,038 199,903 
American Re-Insurance 1,000,000 2,530,625 353,062 
5Commonwealth Casualty .. 750,000 352,744 110,274 
Constitution Indemnity 1,250,000 1,091,411 234,141 
Dts a | 5 aa ors ers PoE Cryer ae 500,000 984,053 148,405 
Indemnity Insurance Co. of North America. 1,000,000 3,039,950 403.995 
Indenendence Indemnity .............0008 1,250,000 1,087 ,949+ 233,794 
National Union Indemnity................. 1,000,000 361,791+ 136,179 
Western Surety, Sioux Falls .............. 286,900 94,960 38,186 
FSCTACER. NGODOTEE 92165 0 gie'ses cae sabe scans 400,000 315,518 71,551 
Pmeticnt SAGMOG: i056 4066800 50 we haccwn 600,000 451,836 105.183 
Ems eOe CNT ow 5a ssa Sas ba oss ows 300,000 203,521 50.352 
®Texas Indemnity. Galveston .............. 300,000 82,177 38,217 
TUniversal Casualty ....... 200500 somespae. | “obama | <=). Seaiaterte . oh? a aeabera 
General Casualty Co. of America. Seattle.. 500,000 693,824 119,382 
United Pacific Casualty Ins. Co., Seattle.... 400,000 202,473 60,247 


+Surplus on basis of allowing securities owned prior to 1930 at average of quarterly 
market rates during 1930. 

1Certificate of authority issued October 22, 1930. 

2Certificate of authority terminated effective April 3, 1931. 

3Business merged with Public Indemnity Company. 

‘Certificate of authority terminated on December 31, 1930; company now in liquidation. 

5Reflects reduction on January 8, 1931, in par value of capital stock from $10 to $5 per 
share; the reinsurance of approximately $1,000,000 of the unearned premium reserve, and 
securities valued at market prices on February 14, 1931. 

®Certificate of authority issued September 11, 1930. 

TVoluntarily retired from writing Government business effective April 8, 1931. 


FOREIGN COMPANIES AUTHORIZED TO DO A REINSURANCE BUSINESS ONLY 





Qualifying 
Net Assets Power 

Mw egeCw TAMU Bo a8 tao 60g eed 8s bb ARORA ROME OS Res $6,542,201 $654,220) 
European General Reinsurance ......... 2,500,000 250,000 
Guarantee Company of North America 1,402,500 140,250 
Longon Aaunrenteec® “Acme 5... Sad cccgeeksnekivacdass okbehwes 3,933,766 393,376 
Ccedst ecient: & GQUseantle ii. sc cies cccbbs oohaassed ddesetesaaue 4,235,627 423,562 
NFORCRG TPIBN 6 0 88S CaS GS he waa bea ae SRE Ed ease Ree A ea 1,160,723 116,072 
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Established in 1869, the London Guar- 
antee is one of the oldest and strongest 
casualty companies in the world. 











MODERN INSPECTION METHODS 


The London Guarantee’s Modern Inspection Methods are 
the natural result of years of wide experience. Twenty years 
ago insurance men and policyholders characterized the 
London Guarantee as the “ Super Service’ Company. Today, 
leadership in modern inspection methods results directly in 


greater satisfaction for company agents and _ policyholders. 


LONDON GUARANTEE AND ACCIDENT COMPANY, 
J. M 


. Haines, United States Manager «>» 


ee aad 
—— a 


LTD. 


Fifty-Five Fifth Avenue, New York 
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Gov. Roosevelt Disposes 
Of Insurance Bills 


SOME SIGNED; OTHERS VETOED 





Cohen Bill to Overcome Brustein Deci- 
sion Disapproved; N. Y. Insurance 
Department Working: on Problem 





Governor Roosevelt of New York State 
has had a busy week with insurance bills 
which have been on his desk for disposi- 
tion, his most important decision of the 
week being his veto of the McKay bill 
which would have given New York State 
an agency qualification law. Another 
bill vetoed was the Cohen bill amending 
section 109 of the state insurance law. 
This bill was an attempt to overcome the 
Brustein vs. New Amsterdam Casualty 
decision in relation to the provisions of 
automobile liability policies. The draft 
of the bill as passed was approved by 
the legislative counsel for the casualty 
companies’ and part of the language 
therein was written by him. 

It was also accepted by officials of 
the insurance department at a hearing 
held before the Senate insurance com- 
mittee wherein after the bill had passed 
the Assemblv it was amended before be- 
ing reported for passage in the Senate. 


Nevertheless the insurance department 
opposed the bill after its passage. 


Bills Signed 


Among the bills signed by the gover- 
nor was the Dunnigan bill amending sec- 
tion 100 of the general corporation law 
by providing that corporations formed 
under the insurance law shall not be dis- 
solved until the superintendent of insur- 
ance first approves thereof; the Cornaire 
bill as chapter 475 in the Laws of 1931, 
amending section 48 of the insurance law 
relative to contents of advertisements; 
and another Wheatley bill as chapter 477 
in the Laws of 1931 which amends sec- 
tion 39 of the insurance law in the fol- 
lowing fashion: 

This law provides that the superintend- 
ent of insurance shall send the summary 
of report of any examination to the cor- 
poration or other insurer for reading at 
the first meeting of director trustees, 
copy to be furnished also to each mem- 
ber of the board. 

This was a departmental measure and 
its preparation was inspired by the fail- 
ure of the Bank of United States, of 
which institution directors claimed lack 
of knowledge of affairs of institution. 
It is intended as a safeguarding measure 
for insurance corporations. 

The F. L. Porter bill also received the 
governor’s signature and amends the 


workmen’s compensation law by provid- 
ing that this law shall not cover per- 
sons employed in logging or wood cut- 
ting operations conducted by a farmer 
on his own farm. Similarly, the Horn 
bill, amending the general municipal law 
in relation to payments to injured vol- 
unteer firemen, was signed. 

N. Y. Department Slant on Cohen Bill 

In vetoing the Cohen bill which would 
have amended the law in relation tc 
standard provisions for liability policies 
as a result of the Brustein decision, the 
governor said: “The State Department 
of Insurance has written me as follows 
relative to this bill: 

“*The New York Insurance Depart- 
ment through J. J. Magrath, chief of 
the rating bureau, has had conferences 
with the National Bureau of Casualty & 
Surety Underwriters, the purpose being 
to arrive at standardized language to be 
used in automobile liability policies. The 
National Bureau has had conferences 
with its member companies looking to- 
ward the adoption of either standard 
language for the insuring clause of its 
liability policies or the adoption of a 
standard endorsement to be attached to 
its liability policies which will give the 
effect to the interpretation they have 
placed upon such policies to the effect 
that consequential damages such as “loss 
of services,” “medical expenses,” etc., will 





enced contractor. 


requirement. 


Practical, Dollars-and-Cents ih lh 
Producing Service ™ 


ONTRACT for construction of a breakwater 
had been decided in favor of an experi- 
Bond was required im- 
mediately but, inasmuch as his quick assets were 
limited, he found it difficult to comply with the 




















CONTINENTAL 
CONTINENTAL 





CHICAGO - - 


. CASUALTY 
- ASSURANCE 


The agent involved rep- 
resented an eastern com- 
pany and realized that the 
complex situation would re- 
quire much correspondence 
and delay before the bond 
could be issued. Seeking solution to 
the problem, he thought of Continen- 
tal, conveniently located nearby, and 
by telephone arranged to send his 
client into the Home Office to person- 
ally explain his situation. 


Upon arrival it was found that the 
contractor was well qualified for the 
work, owned ample machinery and 
other property and had sufficient credit 
with his bank to finance the job. His 
banker verified his statements by tele- 
phone and Continental promptly issued 
the desired bond. The agent collected 
a substantial commission and won the 
good-will of a valuable client. 
recognizing good service, he took on 
Continental representation. 


This is but one of the many exam- 
ples of the unfailing service the Con- 
tinental Companies offer to fieldmen. 
A staff of experienced executives and 
over 1,000 competent employees stand 
in constant readiness to render busi- 
ness-building, profit-winning service to 
Continental representatives. 


ILLINOIS 





AN 


Also, 


. COMPANY 
- COMPANY 








be definitely included within coverage 
specified in the policies. 

““The proposed amendment to section 
109 is deficient in that it covers merel, 
loss of service actions and not other 
consequential damages such as “medical 
expenses,” “hospital bills,” etc. If it was 
the intention of the legislature to in- 
clude consequential damages the lan- 
guage should not have been restricted 
to that used only to loss of services.’ 

“The New York Insurance Departmen: 
has already inaugurated a program of 
bringing about a clarification of the in- 
surance contracts so that the effect of 
the Brustein vs. New Amsterdam Cas- 
ualty decision may be recognized and 
the contracts clearly drawn so that con- 
sequential damages will be definitely in- 
cluded. If the insurance companies wish 
to take advantage of restricted coverage, 
such restriction shall be definitely set 
forth in the contract. 

“It would seem better that the Insur- 
ance Department of the State of New 
York be permitted to complete its work- 
ing out of this problem with the insur- 
ance companies who are manifesting 
complete co-operation with the Depart- 
ment in the matter than to enact into 
law a bill which of itself does not con- 
template nor will it cure all of the diffi- 
culties that were pointed out by reason 
of the Brustein vs. New Amsterdam Cas- 
ualty decision. Therefore, I oppose this 
bill being enacted into law.” 


OPENS NEWARK BRANCH 








L. H. Rudd Manager of Independence 
Indemnity in Lefcourt Building; 
Expansion Plans in State 


The Independence Indemnity has 
opened a branch office in Newark lo- 
cated in the Lefcourt Building under the 
supervision of L. H. Rudd, who was 
branch manager of the Newark office of 
the Ocean Accident for nearly six years 
and previous to that connected with the 
company’s Brooklyn branch office. He 
was also associated with the Royal In- 
demnity at one time. His associates are 
J. B. Coburn, surety underwriter; E. A. 
Chandler, casualty underwriter, and H. 
T. Linck, accountant. The new office 
will operate as a full time branch office 
and Mr. Rudd will establish a large 
agency plant throughout the state. Mr. 
Rudd is well known in New Jersey in 
insurance circles and has a wide acquain- 
tance with agents and brokers. 





ROYAL INDEMNITY CHANGES 





J. A. Magovern Promoted to Be Bur- 
glary Superintendent; R. F. Chap- 
man A, & H. Underwriter 


Recent changes in the Royal Indem- 
nity managerial staff include the promo- 
tion of J. A. -Magovern to be superin- 
tendent of burglary, check alteration and 
forgery departments, and Russell F. 
Chapman, who has come into: the or- 
ganization as assistant accident and 
health underwriter. 

Mr. Magovern, formerly assistant su- 
perintendent of the burglary department, 
spent three years with the Globe Indem- 
nity as metropolitan burglary department 
head, then became assistant secretary of 
the Burglary Underwriters’ Association 
and in 1920 joined the Ocean Accident. 
He connected with the Royal Indemnity 
in 1923. 





PASS AUTO RATE CHANGE 


The Oklahoma insurance board has ap- 
proved the revision of public liability and 
property damage automobile insurance 
rates as promulgated by the National 
Board of Casualty & Surety Underwrit- 
ers. William Murdock, secretary of the 
Oklahoma board, said that experience 
there justified the changes. 


NEW MICHIGAN AGENCIES 


Four new agencies have been incor- 
porated in Michigan. They are the 
Greenberg Agency, the Central Bonding 
Agency, the Michigan Protective Bu- 
reau, all of Detroit, and H. H. Brown 
& Co., Benton Harbor. 
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Mark Twain’s Connecticut Yankee Had 
Nothing On Standard Accident Agents 


The Standard Accident gave a Mark 
Twain twist to its public officials bonding 
contest, which was concluded in March 
after operating since August of last year. 
The agents became like characters in “A 
Connecticut Yankee in King Arthur’s 
Court,” that is, they were knights in 
armor using fountain pens and talking 
business. The contest began last fall 
to catch the elections then and has been 
concluded now with the last elections of 
this season over. 


Many “Knightly” pieces of direct mail, 
all in keeping with the tournament idea, 
were sent out by the companys’ adver- 
tising department which originated the 
campaign. At the top of each bulletin 
was a drawing of a knight charging with 
a fountain pen instead of a lance. This 
picture, which was used as a trade-mark 
of the contest, is reproduced in this ar- 
ticle. 

The bulletins were filled with refer- 
ences to dragons to be overcome, and 
mentioned armor and _ accoutrements 
such as nimble tongues and sales ability. 

Nine Hundred “Knights” 


Nine hundred agents of the company 
took part in the “tournament.” While 
it was a national campaign in scope there 
were nine individual campaigns carried 
on simultaneously in the territories of 
seven branch offices and two large gen- 
eral agencies. Thus agents in the Chi- 
cago branch office territory competed for 
prizes only with agents in that territory. 
There were, therefore, nine first prize 
winners and nine seconds. Those who 
produced $50 in premiums or more 
ranked as qualified. 

Points were given for the number of 
bonds obtained as well as for the size 





of the bonds. Thus twenty points were 
given to the agent who obtained a coun- 
ty treasury bond and ten points for any 
other bond under $5,000. In many cases 
it was found that the agent turning in 
the greatest volume in premiums did not 
always win a prize, but the company fig- 
ured that it takes as much effort and 
time to obtain a $3,000 sheriff’s or county 
treasurer's bond as it does to get a 
$200,000 one, 

The company had expected to spend 
about 10% of the total business received 
from this campaign in merchandising and 
for prizes. However, the expense was 
eventually found to be only .014%. There 
was an increase of 248% in public offi- 
cial bond production over the period the 
year before. 


A Typical Bulletin 


One of the early bulletins ran thus: 
Ye Tourney Begins! 

Mount, ye Standard Knights! Heark- 
en to the fanfare of trumpets! Don ar- 
mor and helmet! Fill your fountain-pen 
lances with goode, black ink! Mount, for 
Ye Tourney now begins! From this time 
till ye monthe of November ye may bat- 
tle right valiantly for the Riche and 
Wondrous Prizes which await the win- 
nérs. Four months ye have to show 
your superior mettle! 

Purpose of Ye Tourney 


The purpose of ye Tourney is two- 


fold: First—to selle bondes to those 
public officials who will be elected at ye 
polls in November. Second—To reward 
efforts of ye knights who secure the 
greatest amount in premiums from sell- 
ing these bonds. 


Tourney Rules 

Rules of Ye Tourney are broad and 
free. Any and all means at your com- 
mande may be used to selle these bondes. 
Attack ye Sheriff, ye District Attorney, 
ye County Clerk, ye Auditor, ye Treas- 
urer, ye Tax Collector, ye Assessor, ye 
Recorder, ye Public Administrator, ye 
Coroner, ye Surveyor, ye Superintend- 
ent of Schools, ye Supervisors, ye Jus- 
tices of ye Peace, ye Constables, and all 
deupties of those officials. Attack even 
ye Dogge Catcher! Cajole them. Flatter 
them. Compliment them. And make 
them promise to be bonded through you, 
Sir Knight, with Ye Standard Accident 
Insurance Company! Couch your pen- 
lance! Spur your steed into a gallope! 
Heed not ye excuses of ye officials! 
Selle them! Selle them! 

Forsooth, ’tis true that any public offi- 
cial nominated at ye Primary has a 
chance to be elected in November. Go 
to, then, see them all, talke to them all, 
make them swear by the beard of the 
Good Kyng Ben that they, if elected, 
will be bonded with you! In so doing 
ye render a service to them, ye render 
a service. to Ye Public, and ye score 
heavily on Ye Tourney Lists, adding to 
your changes of winning one of Ye 
Magnificent Prizes! 


But Beware! 


Beware, brave knights, of ye Fiery 
Dragone, personal surety! ‘Tis the 
greatest enemy of Public Official Bonde 
selling, and ’twill conquer you ‘less ye 
guard well ’gainst it and render it help- 
less by a scathing denunciation of it! 

To Horse! 


Mount, ye braves! Mount, ye valiants! 
Push ever onward toward the shining 
goal of prizes and premiums! 


WOULD DROP EXTRA LIABILITY 





Difficulty of Banks in Getting Public 
Fund Bonds Prompts Chicago Move- 
ment Concerning Officials 
Due to the difficulty banks now face 
in getting depository bonds on public 
funds there is a movement on foot in 
Chicago to have surety companies bond- 
ing public officials relieved of the lia- 
bility for funds in a bank even though 
in charge of the official bonded by the 
company. Surety underwriters in that 

city are backing the movement. ~ 

Heretofore there has been no objec- 
tion on the part of the companies to 
accepting the extra liability on public 
funds in the bank, as most banks had 
surety bonds guaranteeing the funds. The 
present situation with companies strict- 
ly limiting their writing of depository 
bonds (leaving many such funds with 
reduced protection) has increased the 
probability of a loss on the banked 
money. 

In Cook County (Chicago city) banks 
are allowed to offer their own securities 
as collateral for bonds supplied bank 
directors and officials, county boards ac- 
cepting such bonds and relieving surety 
companies of the depository liability in 
connection with the public official bonds. 
It is hoped to extend this legal privilege 
to other counties. 





AT SAFETY CONGRESS 


Richard E. Vernor, manager of the fire 
prevention department of the Western 
Actuarial Bureau, Chicago, and James 
S. Kemper, head of the Kemper fleet 
of companies, were on the program of 
the Central States Safety Congress in 
St. Louis April 13 and 14. 





NEW SPANISH COMPANIES 
A new Spanish insurance company is 
planned under the name “Colon.” The 
founders are substantially the same fi- 
nancial interests which recently founded 
the Cervantes, 

















Faithful as a Fiduciary 


CENTRAL WEST CASUALTY COMPANY 


—Writing all approved lines of Casualty and Surety — 


Conservative as an Underwriter 


Competent in the fulfillment of its obligations 


aims to maintain Agency relations dedicated 
to the theory that the partnership interest 
best promises success and, in the light of this 
conviction, intends to foster methods funda- 


mental to business satisfaction. 


Hal H. Smith, President 








Resources $3,350,000.00 








Home Office—131 West Lafayette Boulevard 


Detroit, Michigan 


William B. Mann, Executive Vice-President 
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Gillon’s Wheel Chair Office 


How Aetna C. & S. Producer in Shawnee, Oklahoma, Has 
Successfully Overcome Obstacles; Double Barrelled 
Pen His Chief Assistant; 350 Customers 


It takes more than a serious ‘physical 
handicap to put the brakes on a real “go- 
getter.” Such a one is Harvey Gillon, 
Aetna Casualty & Surety representative 
at Shawnee, Oklahoma, who 
has overcome an obstacle 
of physical misfortune 
which would have been the 
curtain call for many. The 
human interest story is told 
in the current Aetna-izer 
of how Mr. Gillon has built 
up and successfully con- 
ducts an insurance business 
from his remarkable wheel 
chair vehicle. 

He has been with the 
Aetna Casualty & Surety 
for six years, ever since he was graduat- 
ed from college. Last year his pre- 
mium volume was around $35,000. He 
can count more than 350 customers 
on his books and claims a 98% batting 
average with them. Much of his work 
is done at night, and one of his most 
valuable employes is the telephone. 

Huge Fountain Pen Works For Him 

Shawnee business men know Mr. Gil- 
lon almost as well by his fountain pen 
as by his familiar wheel chair. This pen, 
which he used all through college, is a 
mammoth double barrelled Parker Black 
Giant and he is never without it. 










Mr. Gillon in His Vehicle 


Although born in Texas, Mr. -Gillon 
spent his boyhood in Tennessee. He at- 
tended the University of Kentucky and 
Stetson University at De Land, Florida. 

When he started with the Aetna six 
years ago he had gross premiums for the 
first year of $3,000. The second year it 
was $7,000. At this time he was in Win- 
chester, Kentucky. Three years ago he 
heard of considerable opportunities in 
Oklahoma and he went to Shawnee, 
which is in the center of a rich farming 
district and at the hub of two of the 
world’s largest oil fields. 








BANK CASHIER PROTECTION 





Their Kidnapping by Bandits Nullified 
If Knowledge of Vault Combinations 
Were Divided, Says W. D. Clark 

The new practice among bank bandits 
of kidnapping bank cashiers and forcing 
them to open vaults can be best fought 
if all banks will change their combina- 
tions at once and divide knowledge of 
the new figures between at least two 
officers or employes, says W. D. Clark, 
secretary of the Fidelity & Casualty, who 
has handled burglary claims for many 
years. Mr. Clark is urging F. & C. 
branch managers to advise bank officials 
to follow this procedure, which is al- 
ready part of the system in many of 
the larger banks. 

“The new technique of the bank rob- 
ber calls for new defenses against theft 
by outside criminals,” says Mr. Clark. 
“The change in their methods is the re- 
sult of improved vault and lock construc- 
tion which makes it extremely difficult 
to open a receptacle of modern type 
equipped with a time-lock and other 
safeguards. 

“At present, if the cashier of a bank is 
kidnapped, the men holding him know 
that he is cognizant of the numbers on 
which the combination is set and that 
he will open the safe under pressure of 
fear for his life. If each bank would 
immediately change the combination of 
its vault or safe, however, and reveal half 
of the new numbers to one man only 
and the remaining figures to another, 
the handicap of the kidnapping bandits 
would at once be doubled.” 





VETOES QUALIFICATION BILL 


Governor R. H. Hartley of Washington 
has vetoed the qualification bill passed 
this year by the legislature of that state. 
In his veto message the governor said: 
“The evident purpose of this bill is to 
eliminate a number of agents and to 
foster a monopoly by those in business. 
Insurance companies are perfectly ca- 
pable of selecting their own agents. 
There is no necessity for any such leg- 
islation.” 





ENTERED IN IOWA 


The Fireman’s Fund Indemnity is now 
entered in Iowa. 





SAN ANTONIO APPOINTMENT 





Richey-Casey & Gragg Gets Exclusive 
General Agency to Represent Fidel- 
ity & Casualty; L. A. Casey’s 
Comments 
One of the important changes in San 
Antonio in recent months is the appoint- 
ment of Richey-Casey & Gragg, promi- 
nent agents there, as exclusive general 
agents for the Fidelity & Casualty for 

all casualty and surety lines. 

“We are naturally delighted to receive 
the agency for this outstanding casualty 
company,” said L. A. Casey, president of 
the firm. “With the Fidelity & Casu- 
alty added to our already brilliant array 
of companies, such as the Hartford Fire, 
the Hartford Live Stock, Insurance Co. 
of North America, the Sun, Royal In- 
demnity, we feel justly proud of our fa- 
cilities. The healthy growth of our agen- 
cy is very gratifying.” 

The appointment was made by Tillou 
Forbes, state manager, and W. H. Hoge, 
special agent. They came to San Antonio 
from Dallas headquarters to arrange the 
transfer, 





MICH. QUALIFICATION BILL 

After having emerged with a favor- 
able report from the Michigan house in- 
surance committee of which its sponsor 
is chairman, House Bill No. 335, intro- 
duced by Representative James Wilson, 
Kalamazoo agent, which would create a 
board to pass on the qualifications of 
fire, casualty, and surety license appli- 
cants, the measure was consigned to 
the ways and means committee after 
Representative James Helme of Adrian 
had offered an amendment reducing the 
examination fee from a possible $15 to 
$1. The motion amending the bill into 
another committee was offered by Rep- 
resentative Wilson. The bill’s intro- 
ducer was subjected to a running fire 
of questions during consideration of the 
proposal on general orders. Representa- 
tive Wilson defended the measure as a 
legitimate extension of the legislative 
power to assure the public of efficient 
service. 








Financial Statements 
as of December 31, 1930 


New York Indemnity Company 





RESOURCES 

Govt., Municipal and Miscellaneous Bonds and 
ere ree $4,424,620.00 
First Mortgage Real Estate Loans............ 874,968.74 
I i iN bue Setew ares 19,233.35 
Real Hetate (at eperket)..................... 239,637.68 
Cash in Banks and Offices................... 302,834.20 

Premiums in Course of Collection not due over 
Pa yee eer ss ont eae ee 917,147.86 
Interest due and accrued.................... 38,732.00 
IT ee ee ee err 197,708.69 
$7,014,882.52 

- LIABILITIES 

Reserve for Claims ........................ $3,004,165.37 
Reserve for Unearned Premiums............ 2,279,856.00 
Miabeie Ta Tw ns sn ek cbc cect 105,954.20 
Reserve for Sundry Bills ................... 7,122.19 
Reserve for Commissions ................... 215,804.89 

oe ere $1,000,000.00 
Surplus over all liabilities ...... 401,979.87 1,401,979.87 
$7,014,882.52 


Surplus to Policyholders $1,401,979.87 





Bankers and Merchants Fire Insurance Company 


RESOURCES 
Govt., Municipal and Miscellaneous Bonds and 
Stocks (market value)................... $ 678,735.00 
First Mortgage Real Estate Loans (market value) 331,250.00 
Cash in Banks and Offices.................. 78,250.39 
Premiums in Course of Collection not due over 
NaS Sends tics Sne-x ahaa ke ae 78,968.63 
Interest Due and Accrued................... 16,349.52 
ree re ree 2,815.21 
$1,186,368.75 
LIABILITIES 
Reserve for Unpaid Losses ................ $ 45,936.00 
Reserve for Unearned Premiums ............ 290,362.50 
Reserve for Sundry Bills and Taxes......... 18,466.44 
GD: 6h cel Hanne deg e cee ee 400,000.00 
BE ete nnl raters ide Cae Cee 431,603.81 
$1,186,368.75 


EXECUTIVE OFFICES 


100 Maiden Lane 
New York 


Union Indemnity Bldg. 
‘New Orleans 





Divisions of Insurance Securities Company, Inc. 
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Why No Concessions Are Made 
On Accident Manual Classifications 


Accident underwriters at the home office 
have considerable trouble trying to dem- 
onstrate to agents that manual classifica- 
tions must be adhered to in writing acci- 
dent policies. The Maryland Casualty in 
its house organ, the Budget, puts itself on 
record firmly as refusing to make conces- 
sions m occupational classifications. “What 
life insurance company would give a 40 
year old man a 30 year rate because he’s 
healthy?” it asks. This article follows 
Ww full. 

Underwriting by classes means the use 
of an average rate for persons who are 
engaged in the same occupation, such 
as automobile dealers, not repairing; con- 
tractors, office, inspecting or superin- 
tending duties only; physicians and sur- 
geons, etc. 

Practically every company is requested 
from time to time by its agents to make 
concessions in manual classes where it is 
felt that the exposure is not as great 
as that contemplated in the description 
of the occupation and the classification 
in the manual and our company is no 
exception. However, it is our belief that 
if you are acquainted with the under- 
lying principles on which classifications 
are based, you will probably see why 
such departures from manual designa- 
tions should not be permitted and are 
harmful practices. 

In the first place we deal with the 
average exposure in an occupation. We 
know there is a wide difference in the 
exposure of one man and another en- 
gaged in the same occupation but we 
must not overlook the fact that the fun- 
damental basis of our premium structure 
is the exposure of the occupation, just 
as the age factor is the basis of de- 
veloping, premium rates for life insur- 
ance. No life insurance agent would at- 
tempt to convince a life underwriter that 
a man who is Age 40 should be charged 
the rate of premium for a man Age 30 
because his state of health is better than 
the average for his age. 

In the promulgation of rates for auto- 
mobile liability insurance of the private 
pleasure car type, horse power, cubic 
inch displacement, location and experi- 
ence are taken into consideration. The 
agent would not think of approaching 
the underwriter of this form of insur- 
ance on the proposition of reducing the 
premium from the manual rate because 
his customer drove but 5,000 miles per 
year when the average for the class 
drove, let us say, 10,000 miles per year. 
In other words, a uniform premium is 
required of all persons in the same class. 


Life Insurance Comparison 


Therefore, if the automobile under- 
writer does not decrease the rate be- 
cause of the reduced exposure for the 
man who drives less than the average, 
and the life underwriter does not reduce 
his rate where the risk appears to be 
better than the average, then the ques- 
tion arises as to whether or not we 
should reduce the classification on the 
automobile dealer from “C” to “A” when 
he has office and executive duties only. 
The answer is “No.” Certainly no con- 
cession should be granted by the acci- 
dent underwriter in this case if the life 
and autoniobile underwriters would not 
reduce their rates in the instances cited. 

From a class underwriting standpoint, 
we have very little, if any, difficulty in 
obtaining a manual classification for the 
occupation of physician and surgeon. In 
one case the physician may be a diag- 
nostician with practically no hazard from 
a professional standpoint, yet he is quite 
willing to pay the rate of premium 
charged for the “C” classification. Then 
we find in this profession a physician 
living in a small town and because of the 
location of his clientele, is required to 
drive his automobile under all conditions, 
both night and day. Not only that, but 
he is exposed to all types of hazards 


known to the profession. In his case, 
however, we classify him class “C,” the 
same as the diagnostician previously re- 
ferred to. We must admit there is a 
wide difference in the hazard of these 
two men, yet both pay the same rate 
of premium for their accident insurance. 
The same situation exists with automo- 
bile dealers, not repairing, classified “C” 
in the manual. Therefore, this classifi- 
cation should apply to all who are eli- 
gible to that class. 

Exceptional Risks Can Afford Premiums 

Risks upon which requests for conces- 
sions are made uniformly involve persons 
who are the outstanding men in their 
profession or business and who are fi- 
nancially able to pay any reasonable pre- 
mium which is charged for the average 
in their class. 

It should be perfectly obvious that if 
concessions from the manual are ex- 
tended on the best class of risks in an 
occupation and then only the manual 
classification is obtained for the re- 
mainder of the group, money will be lost 
on both groups. 

We cannot help from believing that 
we have enough to do to properly under- 
write the business from the standpoint 
of other factors; namely, morals, earn- 
ings and physical history. Requests for 
concessions from manual classifications 
are strongly discouraged and we know 
that we can depend on your co-opera- 
tion to maintain manual designations. 





ROUND TABLE TOPICS 





H. & A. Conference to Discuss the New 
Manual and Accident and Health 
Legislation at Washington Meeting 
Round table discussions have been so 

successful at recent conventions of the 

Health & Accident Underwriters’ Con- 


ference that the program committee for 
the Washington, D. C., meeting May 21 
to 23 has set aside sufficient time to 
go thoroughly into a discussion on “Ac- 
cident and Health Legislation” and one 
on “The New Manual.” Whatever is 
said around the table on these two sub- 
jects will be independent of the reports 
of the committees having them in charge. 

In the opinion of Harold R. Gordon, 
executive secretary of the Conference, 
the round table discussion idea is one 
of the best mediums for the exchange 
of ideas and the frank, informal ex- 
pression of thought on accident and 
health problems. 





COL. TAYLOR’S NEW POST 





As Executive V.-P. of Chicago Auto 
Finance Company He Is Associated 
With Lewis E. Bower 


Col, W. L. Taylor, well known middle 
west company executive who was presi- 
dent of the Federal Surety for some 
years, has gone into the automvbile 
finance field as executive vice-president 
of Lewis E. Bower, Inc., and the Atlas 
Securities Co. of Chicago. These com- 
panies are under the management of 
Lewis E. Bower who has successfully 
operated in the automobile finance field 
since 1912 in Chicago, confining his oper- 
ations to loaning money on private pleas- 
ure cars and avoiding the financing of 
sales of taxicabs and commercial vehicles. 
He operates five branch offices in that 
city. 

A few years ago Mr. Bower organized 
the Atlas Securities and is now getting 
under way with organization on Lewis 
E. Bower, Inc. 


QUARTERLY DIVIDEND 


The New Amsterdam Casualty has de- 
clared its regular quarterly dividend of 
fifty cents a share payable May 1 to 
stockholders of record April 23. 


When is “an accident” 


NOT an accident? 


"PARDON ME , 
L DIDN'T KNOW | 
\T WAS LOADED"! 


oA series of 



















F a man were to discharge a loaded pistol down a 
I crowded street it would, in a sense, be more of 
an accident if he didn’t hit someone than if he did. 
There are two chief causes of automobile smashes 
which are so obviously avoidable that some day they 
will cease to be regarded legally as misfortunes and 
classed as deliberately criminal. 


The first of these is driving on the wrong half of the 
road; and the second is driving at speeds so fast 
that the car is not sufficiently under control to be 
stopped when the rights of others necessitate its be- 
ing stopped. 


On a two-lane road, a car traveling west has no right 
in the lane dedicated to cars traveling east, save for 
passing another car going in the same direction when 
no car coming in the opposite direction is even dis- 
tantly visible. 


A permissible rate of speed is almost altogether a 
matter of conditions. On four-lane highways there 
the stretches, without grade intersections or built-up 
districts, where a high rate of speed may he entirely 
safe. But the speed-fiend does not confine his 
“stepping on it” to such stretches. On the contrary, 
he maintains foolishly rapid speed where it is mani- 
festly unsafe to do so. 


Agents should do their part in urging stricter laws 
and their impartial enforcement, in protecting other 
motorists from the reckless road-hog. 


Indemnity Insurance 


Company 
of North America 


PHILADELPHIA 
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Casualty Committee Is 
Named by Nat’l Ass’n 


GEORGE W. CARTER, CHAIRMAN 








To Work First on Commission Plan 
Under Equity Rating; W. E. Har- 
ington Heads Compensation Body 





An important special committee on cas- 
ualty insurance has been named _ by 
President Percy H. Goodwin of the Na- 
tional Association of Insurance Agents, 
composed of George W. Carter, Detroit, 
as chairman; K. H. Bair, Greensburg, 
Pa., and Philip B. Hosmer, Chicago. Mr. 
Carter is a member of the National As- 
sociation’s executive committee and as 
head of the Detroit Insurance Agency 
is one of the country’s most prominent 
agents. Mr. Bair is president of the 
Pennsylvania Association while Mr. Hos- 
mer is at the head of the Chicago Board 
of Fire Underwriters. 

Appointed with the idea in mind of 
considering all casualty questions that 
may arise, except those for which spe- 
cial committees are appointed, this com- 
mittee will give early consideration to 
the establishment of a definite commis- 
sion plan under the equity rating sys- 
tem. A conference will be held shortly 
with the National Bureau of Casualty 
& Surety Underwriters which promul- 
gates equity rates. 

Compensation Committee Also Named 

President Goodwin has also selected 
those who will serve on the special com- 
mittee on compensation insurance as fol- 
lows: W. ar dee Harrington, Atlanta, 
chairman; T. C. Moffatt, Newark; George 
W. Carter, Detroit ; J. W. Tisdale, Ashe- 
ville; Walter Alexander, Baltimore; W. 
B. Calhoun, Milwaukee, and W. H. Ben- 
nett, secretary and counsel, National As- 
sociation. With the exception of Mr. Al- 
exander, a new addition, this is the same 
committee as that which conferred with 
the National Bureau not so long ago on 
the proposed graded commission scale 
in the new compensation rating program. 





LIABLE FOR FALSE ARREST 





Bonding Company Held Responsible for 
Policeman in Kentucky Case; Un- 
usual Decision 
Although in most Kentucky cases 
where recovery for false arrest is asked 
under the bond of a policeman the sure- 
ty is held not liable, the Fidelity & 
Deposit has been directed to pay such 

a verdict in that state. 

Shilo Sally sued Burris H. Baker, a 
policeman in Hazard, Ky., on a charge 
of illegal arrest and obtained a judg- 
ment against Baker for $500. The Fidel- 
ity & Deposit had bonded Baker to “well 
and faithfully perform all and singular 
the duties enjoined upon him by reason 
of he election or appointment.,” and the 
F. & D. will have to pay the judgment, 
according to the decision. 

Sally was arrested on a charge of 
breach of the peace without a warrant or 
evidence of felony. After being in jail 
several days he was tried and placed 
under bond to keep the peace. The jury 
in the suit found, however, that he had 
comunitted no offence at the time of his 
arrest. Generally in false arrest cases 
the surety is found not liable because the 
arrests are not made in pursuance of duty 
or in accordance with terms of the bond. 





H. W. LINDSAY HONORED 


Harry W. Lindsay, claim department’ 


superintendent for the past ten years in 
the Newark office of the Fidelity & 
Casualty, was tendered a dinner last 
Saturday by his friends and associates 
at the Newark Elks’ Club. The guests 
included Matthew C. Griffin, vice-presi- 
dent of the company; Charles F. Maher, 
associate superintendent; Frank Mc- 
Keever, assistant manager of the metro- 
politan claim division; Charles Corbin, 
John J. Stahl and Daniel A. Spahr, dep- 
uty commissioners of the New Jersey 
Department of Labor. Harold S. Reck- 
nagel was the toastmaster, 


STOP MARRIAGE ASSOCIATION 





Corporation Quite Illegal, Michigan At- 
torney General Rules; Should Never 
Have Been Chartered 


Marriage insurance associations, which 
are always springing up, have a hard 
time of it, for practically all states re- 
fuse to allow them to operate. Michi- 
gan is the latest to ban them. Paul 
W. Voorhies, attorney general of that 
state, has just given an opinion that 
such corporations are ,neither insurers 
nor, rightfully, corporations. 


Insurance Commissioner Charles D. 
Livingston wanted to know whether the 
department should have power of regu- 
lation over the Marital Endowment Corp. 
of Grand Rapids. The attorney general 
decided that the company should never 
have received a charter in the first place, 
as Marriage insurance is against the pub- 
lic policy. Accordingly .quo warranto 
proceedings are being started to end the 
short career of the organization. 

The plan of the company was this: 
every member would receive a $1,000 
present on his wedding night if he lived 
up to the rules of the order. The rules 
provided payment of a $15 initiation fee, 
annual dues of $4 during continuance 
of bachelorhood and $1.25 assessment ev- 
ery time one of the boys got married. 
If the member’s marriage came within 
the first year of membership an addi- 
tional assessment would be made. Mr. 
Voorhies ruled: “It is true that under 
the contract there is nothing to restrain 
marriage, but rather to encourage marital 
relations, in fact the charter of the cor- 
poration so says. But these objects are 
open to the same objections as those in 
restraint of matrimony, and are there- 
fore against public policy.” 





PARIS STREET ACCIDENTS 





Marked Crossing Places Cut Down 
Deaths of Pedestrians; Motorcycles 
Most Dangerous 
There were 603 persons killed on the 
streets of Paris in 1930, the French pa- 
per, L’Intransigeant, says, comparing 

these figures with 1,398 in London. 

The most dangerous vehicle in Paris 
seems to be the motorcycle, whereas the 
least harmful are street cars, buses and 
horse-drawn vehicles. 

The number of pedestrians killed in 
Paris during 1930 was sixty-two less than 
in 1929, and it is considered that this 
was the result of the introduction of 
marked crossing places in the most con- 
gested streets. 





BANK ROBBERY MAN ILL 


Joseph L. Lemon, key man in the re- 
covery of the loot in the sensational 
Grand National Bank of St. Louis rob- 
ery, is in a critical condition in a Jef- 
ferson City, Mo., hospital. Mr. Lemon, 
who is a representative in the Missouri 
legislature, acted as attorney for the Fi- 
delity & Deposit in the case. His death 
would probably mean the end of all in- 
vestigation by prosecuting officials as to 
whether a crime had been committed in 
the return of the loot. The Fidelity & 
Deposit paid part of the bank loss and 
will probably recover a_ considerable 
amount through the return of the bonds. 
The robbery was committed. in May, 
1930, while the bank was moving to new 
quarters and the bonds were recovered 
mysteriously a few months ago. 





BIG OKLAHOMA BOND 

What is said to be one of the largest 
bonds ever executed in Oklahoma City 
was written recently by the Eugene 
Whittington Co. for $2,484,000. It was 
issued to Reinhart & Donovan, contrac- 
tors, on the Biltmore Hotel. The con- 
tract was written by the Fidelity & 
Casualty Co. and reinsured in the Na- 
tional Surety, American Surety, Royal 
Indemnity, Aetna Casualty & Surety, 
Hartford Accident & Indemnity, Conti- 
nenta! Casualty, Firemen’s Fund Indem- 
nity and Great American Indemnity. 





Cover Extension 


(Continued from Page 12) 


cided that the question as to how the 
dividend should have been used should 
have been submitted to the jury. 

(3) Whether the extended insurance 
should have been calculated from the 
date fixed in the policy to which pre- 
miums were paid or from the date the 
policy became effective. The district 
judge held that as a matter of law the 
calculation was proper, that is, from the 
date to which the premiums had been 
paid; viz., October 22, 1928. The Appel- 
late Court—two judges to one—decided 
that as a matter of law the extended in- 
surance should have been calculated from 
the date the policy became effective, 
which was November 7, the approval date 
of the policy. 

Companies Would Be in Doubt 

The case is reported in 45 Fed. (2) 
78. If the decision of the United States 
Court of Appeals is correct as to the 
third question, life insurance companies 
will be in considerable doubt as to the 
calculation of extended insurance. Un- 
less a binding receipt is given, a com- 
pany will not know, except on inquiry, 
when the policy becomes effective, for 
it will not be effective until it is actually 
delivered, and it will be necessary to de- 
termine in every case just when delivery 
was made. The insurance legal frater- 
nity is convinced that Judge Soper, the 
district judge sitting on the Court of 
Appeals, in his dissenting opinion 
reached the correct conclusion. 

The decision in the Harvey case is not 
to be confused with the case of Sellars 
v. Continental Life, reported in 30 Fed. 
(2) 42, which was decided by the same 
court. The syllabus of that case in part 
is as follows: 

“Where life policy was dated August 
7, 1924, but not delivered until Novem- 
ber 19, but application provided that pol- 
icy should bear date of issuance and 
that future premiums should become due 
on such date, second annual premium 
held payable August 7, 1925, where in- 
sured at time policy was delivered had 
become uninsurable by reason of age, 
notwithstanding that ‘under such con- 
struction insured had no protection be- 
tween date of policy and date of deliv- 
ery, since courts cannot make contracts 
for parties but can only enforce them.” 

Similar cases are McCampbell v. New 
York Life, 288 Fed. (2) 465, and Union 
Central v. Matthew, 33 Fed. (2) 899. 

“The court distinguishes these cases 
although I do not see why a different 
rule should apply,” said Stanley K. Hen- 
shaw, assistant counsel of the Union 
Central. 

“The company now has a case pending 
in the Ohio Supreme Court, involving 
identically the same question as that in 
the Matthew case, and the Common 
Pleas Court and the Court of Appeals 
have decided in the company’s favor.” 


WOULD DROP BANK BONDS 

The city of Buffalo is considering a 
plan suggested by its comptroller, Wil- 
liam A. Eckert, that it discontinue the 
practice of compelling banks to provide 
surety bonds covering municipal deposits 
placed with the financial institutions. In- 
stead Eckert would have the banks re- 
tain in their possession gilt-edge bonds 
to the extent of 50% of municipal depos- 
its as security for the latter funds. The 
city council has taken the suggestion 
under advisement. This move is a result 
of the difficulty in getting surety compa- 
nies to accept depository bonds. 


D. W. CRANE VICE-PRESIDENT 

b. W. Crane, for several years secre- 
tary and director of the Ohio Farmers 
and the Ohio Farmers Indemnity, LeRoy, 
O., has been elected vice-president of 
the two companies by the board of di- 
rectors. 








Sherman J. Clark has disposed of his 
general insurance business in Akron, 
Y., and has moved to Newfane, N. Y., 
planning to retire from active business 
life. 


W. F. WHITE’S CAREER 





Newly Appointed A. & H. Superintend. 
ent in Royal Indemnity Had Prior 
Experience With Travelers 
W. F. White, newly appointed acci- 
dent and health superintendent in the 
Royal Indemnity home office succeeding 





W. F. WHITE 


Read H. Brown, resigned, has been with 
the company for the past three years and 
is well known in accident and health 
circles. He had previous experience with 
the Travelers and Metropolitan Casualty. 





MR. AND MRS. J. J. KING HONORED 
Many insurance people were present 
at a delightful social affair at the Queens 
Valley Golf Club, Forest Hills, last week 
when the five children of John J. King, 
president of the Hooper-Holmes Bureau, 
and Mrs. King gave a dinner and dance 
in celebration of their fortieth wedding 
anniversary. More than 125 were pres- 
ent, the party having the exclusive use 
of the club for the evening. There was 
a profusion of flowers both at the club 
and at Mr. and Mrs. King’s home as 
well as many gifts, telegrams and _ let- 
ters of congratulation. After the dinner 
there was. dancing until one o’clock. 





GOES INTO NEW MEXICO 
The Fireman’s Fund Indemnity has 
now been licensed in New Mexico, mak- 
ing thirty-eight states in which the com- 
pany is entered. 





Unclaimed Equities 
(Continued from Page 6) 


know, however, that the world is not in 
any condition to stand many more ca- 
lamity howlers. What the country needs 
more than anything else is a determina- 
tion by leaders in other lines of activity 
to make the same kind of a record you 


men of the Prudential made.” 
Mr. Hurrell called attention to the 
large attendance at the opening ball 


— of the season as proof that “some- 
body has money and sportsmanship.” 
Mr. Hurrell in referring to the fact 
that over-production is usually blamed 
for a large part of the business depres- 
sion reminded his audience that while 
this might be true in the industrial world 
and that the machine age had greatly 
amplified the powers of the individual 
producer that insurance men need not 
worry that their business was to }e 
taken away by some clever inventor, }c- 
cause as he said “Life insurance wil 
continue to be sold in the future as it 
has in the past—one policy at a time 
by an individual agent. Life insurance 
must always depend upon the good wil 
of the public; therefore, it must always 
depend upon individuals. Machines call- 
not be invented to take their places.” 








